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When you order garden tools remember: 


NOTHING SUCCEEDS 
LIKE A Green Thumb 


Green Thumb is today’s leading line of fine forged tools 
specially designed and beautifully finished to the taste of 
your biggest customers, the home gardeners. 























THE UNION FORK & HOE COMPANY, COLUMBUS 15, OHIO 
FLEX + BEAM FORKS © RAZOR-BACK SHOVELS 





A small mint in less than 


2 sq. ft. of floor space! 
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You'll sell more dog chains... and sell them faster... with 
this compact and colorful display. 67” high, dog owners can’t 
miss it. They'll stop to examine the chains, handle them to 
get the feel. Their quality is immediately apparent. Result: 
more impulse sales for you, more sales set up for the future. 
You'll get the fastest possible turnover ... with this attractive 
merchandising display and starter set. 
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Here’s how starter stock pays off 
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Returns, atretail . . . . . $36.60 


(at suggested resale prices) 
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Dealer's cost, complete. . . 
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DEALER'S PROFIT 


(Prices subject to change) 
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36-piece starter stock includes a balanced assortment of fast- 
selling, brightly plated Dog Leads, Choke Chain Collars, and 
Exerciser Chains. You can order individually packaged refills 
of any item, at any time, through your distributor, to keep 
your stock complete and working for you all the time. 
(Shipping weight, complete with display stand, 23 Ibs.) 


Complete with 36-Piece Assortment 


and Display Stand 
HODELL CHAIN COMPANY 
A certain sales-maker. Requires only 15” x 18” of floor space. CLEVELAND 3, OHIO 
Brightly colored sign and sturdily constructed, well-balanced Division of National Screw & Mfg. Co 
stand made of quality bar steel stock, weighs 7 lbs. One screw 
assembly. Plenty of room on racks to display biggest items. 


Write for Illustrated Catalog Sheet Noti / 
ational 
Order From Your Hodell Distributor exrrixsze 
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TAKES OFF 
ITS HAT 
TO NOBODY! 


Carriage, lag and machine bolts. 
All sizes. Quick delivery from stock. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 
: * Rerh ee! Exc ; rotior 


BETHLEHEM STEEL 
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A LOCK ON QUALITY- 
THE KEY 10 PROFITS!!! 


SPECIAL PRICES UNLOCK POWERFUL SALES POTENTIAL 


AMES LEAF RAKE 

A MUST ITEM FOR LAWN CARE. The flexible, spring steel 
teeth are shaped and dished for quick cleaning. Head 
attractively finished in baked blue enamel with 48” burnt- 
cote handle. An AMES quality buy at Hardware Week 
special price. 

No. AR18 Head width 17%" Wt. doz. 20 lbs. Pkg. 12 in carton 


rec.3215 $1.48 peater cost $1.1] 


HDWE. WEEK SPECIAL 


ELECTRIC UTILITY CART 


Wheel a meal to anywhere you want to serve. Modern cart 
features a deluxe built-in double electrical safety outlet and 
heavy duty power supply cord. Chrome plated legs on easy- 
roll 3” casters. Enamel top and shelves. 

Colors: WHITE, YELLOW, RED. 

No. 455 Height 29%” Wt. 20 Ibs. Packed IND. 


rec. $1495 $9.44 peater cost $6.60 


HDWE. WEEK SPECIAL 


AMES ROTO-EDGER 


This Ames quality tool solves your trimming problems. Trims 
neatly along sidewalks, up against walls, around flower 
beds, up against fences. Quick, clean, easy to operate. 
Quick, clean, easy to sell. Another AMES quality item at 
special Hardware Week price. 

No. 20 Wt. per 2 doz. 34 Ibs. Packed 6 per carton 


rec.$595 $4.49 pear cost $3.14 


HDWE. WEEK SPECIAL 


Special Hardware Week Price 
will be withdrawn MARCH 15TH, 1960 


FINER PRODUCTS 
THRU HIGHER STANDARDS 


O. AMES CO. PARKERSBURG, WEST VIRGINIA 
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BUSINESS TRENDS 


> Business Picture 


Settlement of the steel strike virtually assures record business through 
the first half of 1960. Output of factories will head upward as manu- 
facturers go all out to build up inventories depleted during the work 
stoppage. The steel industry is pushing production to the limit to meet 
demand. Inventory rebuilding is taking place at all levels and with 
particular intensity by retailers who saw stocks swept bare during a 
record Christmas buying season. The outlook is for record employment 
and incomes. But inflation will continue to be the nation's number one 
economic problem. The favorable settlement which the steel workers 


won will lift the lid for wage boosts in other industries. The result: 
prices will rise. 

















> Retail Sales 


High-level employment and incomes will send retail sales to 
a high level, at least in the first half of '60. The new 
year got off to a good start through the heavy volume of 
Christmas buying. Department store sales in the Christmas 
week soared 20% above a year ago, and retail sales in each 
area of the country showed a gain over the 1958 period. 








> Record Employment 


The upward trend in the nation's business may push employment to an 
all-time high. By mid-year, when outdoor work reaches a peak and 
when students flood the job market, employment may go above 69 mil- 
lion. Unemployment, according to some estimates, probably will aver- 


age no more than 3 million for the year, a figure which may be close 
to the minimum. 











> Home Building 


Despite some recent fears, residential construction will 
continue to play an important role in the nation's economy 
this year. Housing starts are expected to total about 
1,200,000, less than 1% under the 1959 level. For hardware 


dealers, new home owners will continue to be an important 
market. 











> Farm Income 


Farmers’ cash receipts from marketings in the first 11 months of 1959 
totaled about $29.5 billion, 3% under the 1958 period. A 4% drop in av- 
erage prices received accounted for the loss, with the volume of mar- 
ketings totaling about the same. Receipts from livestock, at $16.8 


billion were down 5%. Crop receipts were $12.6 billion, about the same 
as in 1958. 
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.. they WOULD use NIXDORFF chain!” 





there’s STRENGTH in a name 


NIXDORFF—the chain of fame—a vital 
link in America’s progress for 106 years. 


Packaged for profits 


NIXDORFF-KREIN MFG. CO. 


ST. LOUIS 6, MO. 


WELDED AND WELDLESS CHAINS / CHAIN ASSEMBLIES / CHAIN SPECIALTIES / WAGON AND TRUCK HARDWARE 
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FACTS & FIGURES 


Sales Increase Reported by 
Southern Hardware Wholesalers 


SALES BY Southern hard- 
ware wholesalers ended 1959 
on a rising note but only barely 
so. The monthly survey con- 
ducted by SOUTHERN HARD- 
WARE revealed that De- 
cember sales were only a slim 
1%, over the 1958 month. 

Sales for the month were up 
a moderate 2.8%, in the South- 
east, with Mid-South whole- 
salers having a similarly small 
gain averaging 2.7%. In the 
Southwest sales were off an 
everage 3.8%, prompting one 
Southwestern wholesaler to re- 
port that "business went to pot 
in December." 

For the entire year, how- 
ever, Southern distributors 
chalked up a more noteworthy 
record, the average gain in 
sales being 9.2%. South- 
western wholesalers led with 
an average gain of 12.5%. 


Mid-South distributors were 
next with an average increace 
of 6.9%. In the Southeast the 
average increase in sales over 
1958 was 4.1%. 


In the number of days’ busi- 
ness on the books the average 
for the entire South was 39.8. 
In the Southeast, the average 
was 47, followed by 45.6 in 
the Southwest and 33.2 in the 
Mid-South. 


Inventory levels moved up 
in each geographical region of 
the South during December, 
with the average rise being 
6.9%. Inventory gain was 
heaviest in the Mid-South 
where the average rise amount- 
ed to 9.9%. In the Southwest, 
inventory levels rose an aver- 
age of 6.3%, while South- 
eastern wholesalers reported 
an average increase of 3.9%,. 





Percent Change 


GEOGRAPHICAL ———————> 
DIVISION | Dec. 1959 |12 Months 


from from 
Dec. 1958 12 Months 


| 
| 


SOUTHEAST +2.8 + 4.1 
MID-SOUTH | 2.7 + 69 
SOUTHWEST 38 | 4125 
ENTIRE SOUTH | +.1 | + 9.2 





INVENTORIES 


No. Days’ percent Change 
Business 


‘59 Dec. 1959 


on the Books 
‘& from 


| 
58 Dec. Dec. 1958 


47 +3.9 
33.2 +9.9 
45.6 +6.3 
39.8 +6.9 








Geographical divisions: Southeast (W. Va., Va., S. C., N. C., Ga., Fla.) Mid South (Ala., 
Tenn., Ky., Miss.) Southwest (La., Ark., Okla., Tex.) 


With production soaring, 
personal income at year- 
end was at an annual rate 
of $384.8 billion. This is 
expected to go above 
$400 billion a year hence. 


Retail trade, as 1960 got 
under way, was at an an- 
nual volume of $219 bil- 
lion, which, in another year 
should move up to $231.5 
billion. 


What will sales be like 10 
years from now? Big, if 
population estimates for 
the future are correct. By 
1970 the nation should 
have 35 million more per- 
sons to feed, clothe and 


equip. 


Latest governmental fig- 
ures show that retail hard- 
ware sales in the first 10 
months of 1959 were 5%, 
ahead of the ‘58 period. 


Housing starts may be off, 
but construction activity 
in 1960 will rise an esti- 
mated 2.4°/, for a total of 
$55.3 billion. 


Prices which consumers 
paid for family living items 
reached a new high in late 
‘59. The price level was 
1.5% above a year earlier. 


Cash farm income may 
drop this year from $34 
billion to about $33.1 bil- 
lion. Net income may drop 
upwards of 2%. 


SOUTHERN HARDWARE for FEBRUARY, 1960 





Ve 
Za 
Z 
Z 
z 

eg 


“= Bi 


“a 
AY 


\ oa 


N 





an, A 
.-- for ETGEOO water coolers oY 


ws 
ERS AINTENANCE CRE 
VA WORK CREWS 
Bu; p 
e? 4 
A 
es S 
<P goh" er They always ask for IGZOO by name because: 


IGLOO portable water coolers are first in demand 
CAMPERS 


pa IGLOO is No. 1 in portable water cooler sales 
NTRA 
CTORS IGLOO developed all modern cooler features 


IGLOO has been proven through years of rugged use 


stock and display IGZOO —it sells itself! 


TGLOO eciicss 1:00 


ws NOW 
wt 


IGLOO: Heavy Duty Coolers, Standard Coolers, Stainless Steel Coolers, Economy 
Cans, Utility Truck Coolers, Split Unit Coolers in sizes of 2, 3, 5, 10 and 15 gallons 
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INDUSTRY NEWS 


Gillespie Now Sales Head 
of Union Fork & Hoe Co. 


APPOINTMENT of William P. 
Gillespie as vice-president and di- 
rector of sales of The Union Fork 
& Hoe Co., Columbus, Ohio, was 
announced recently by Stuart H. 
Lane, president. 


William P. Gillespie 


Gillespie was previously sales 
vice-president of Fayette R. 
Plumb, Inc., Philadelphia. Prior to 
that association he served 19 years 
in the hardware, power tool and 
merchandising divisions of Henry 
Disston & Sons, Inc., also of Phila- 
delphia. 

* 


Robert J. Wyatt Elected 
President of Company 


Jos P. Wyatt & Sons Co. 
Raleigh, N. C., announces the re- 
tirement of William L. Wyatt, 
president, after 55 years of service 
and the retirement of Marien F. 
Wyatt, treasurer, after 48 years of 
service. 

New officers of the wholesale or- 
ganization are Robert J. Wyatt, 


president; William L. Wyatt, Jr., 
vice-president; Robert J. Wyatt, 
Jr., vice-president; Sam A. Jones, 
treasurer; and Kirby L. Wheeler, 
secretary. 


+ 


Plumb Names Groves as 
General Sales Manager 


HUBERT GROVES recently was ap- 
pointed to the position of general 
sales manager of Fayette R. Plumb, 
Inc. and its subsidiary companies, 
Delta File Works, Inc. and Graham 
Rotary File & Tool Corp. 

Groves, who has been with 
Plumb for 18 years, was formerly 
district manager of these compa- 
nies in the Southwestern states. He 
headquartered in Houston. 

“Colonel” Frank L. Campbell, 
former Piumb executive vice-pres- 


Hubert Groves 


ident, will return from retirement 
temporarily to handle a special as- 
signment for the company. 


Ga.-Fla. Industry Council Meets 


The Industry Council of the Georgia-Florida Retail Hardware Association held 
its first meeting recently at Jacksonville, Fic. Attending were, left to right: 
William Avery, Macon, Ga.; Frank Cooper, Ill, Knight & Wall Hardware Co., 
Tampa, Fia.; Martin Stuck, New Smyrna Beach, Fia.; Jack Proctor, Jacksonville 
Beach; Dale S. Greene, Columbus, Ga.; E. R. Bates, Atlanta; R. L. Ricker, 
secretary-treasurer of Georgia and Florida Retail Hardware Association; Paul 
Franklin, Fort Myers, Fia.; Virgil Poss, Washington, Ga.; William A. Parker, 
Beck & Gregg Hardwere Co., Atlanta; O. B. Nall, Orange Park, Fia.; Damon 
Yerkes, Florida Hardware Co., Jacksonville; Rex Hubbard, Albany Hardware Co., 
Albany, Ga.; Harry Jernigan, Jernigan Hardware Co., Augusta, Ga.; and Kelley 
Stough, Pelham, Ga. 
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Atlas-Aire Products 
“Delivery Foal Turnover! 


Rotary Power Mowers 
10 MODELS TO CHOOSE FROM 


N 


20 inch, 22 inch, 25 inch and Self-Propelled Models 


® New Copper Styling 
® Choice of deluxe features 


MODEL E22AB Write for our low prices 


er Barbecue oa 7 Promotional Bs. Rotary 


| Braziers ee Fans / A Power Tillers 


MODEL 124 


Zz oC 4 
MODEL == — mae 4 5 


C24CH 


6 MODELS TO " MESS, 068 For 24 inch and 17 inch tilling 


CHOOSE FROM widths 
One portable 14 inch and five SIX 20 INCH MODELS FEATURING 


24 inch models Portable Suitcase Type, Mo- Retract-A-Matic Wheels that 
New Copper Silicone Finish Helps bile, Window and Exhaust adjust up for tilling, down for 
Prevent Burn-Off Models transporting 
SOLD THROUGH WHOLESALERS ON A SELECTIVE BASIS 
Sell the line that’s pre-sold for you through 


National Advertising — LIFE- LOOK - NEWSPAPER - RADIO 


ATLAS TOOL & MANUFACTURING oF 


5147 NATURAL BRIDGE FOunot ST. LOUIS 15, MO. 
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INDUSTRY NEWS 
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This Month 


with the 


Old Guard 


THE BEGINNING of the new year 
brought with it a flood of best 
wishes from Old Guard members 
to their friends throughout the 
trade. To these, SouTHERN Harp- 
WARE adds its own wish that the 
new decade ahead will be one of 
ever-increasing prosperity and 
well-being for all OG members and 
the industry they serve. 

* 


Writing from out Dallas way, 
Paul H. Bowen advises that after 
travelling for many years for the 
Penn Hardware Co. and their suc- 
cessors, the Penn-Akron Hardware 
Corp., he has entered the manu- 
facturers agency business under 
his own name. As both of these 
companies manufacture lock and 
builders hardware, Paul is continu- 
ing in that field by representing 
Earle Hardware Mfg. Co., Quality 
Hardware Mfg. Co., and the Penn- 
Akron Corp. At present Paul is 
covering Texas and Oklahoma only 
“and will miss calling upon the 
many accounts whom I visited with 
over a period of years in the other 
territories.” 

Mr. and Mrs, E. J. “Tim” O’Leary 
expected to move into their new 
home at 34 Sawmill Lane, Green- 
wich, Conn. around January 18. 
Tim is president and chairman of 
The Ruberoid Co. with head- 
quarters in New York City. 

* 


William “Bill” Rumley, Jr., P. O. 
Box 516, Newnan, Ga., is now 
operating independently as a 
manufacturers’ agent covering 
North Carolina, South Carolina, 
Georgia, and Florida. Bill previous- 


10 





. 


OLD GUARD 


ly was associated for more than 18 
years with Sheffield Clark & Co., 
manufacturers reps in Nashville. 

* 


William P, “Bill” Gillespie. 
formerly vice-president in charge 
of sales for Fayette R. Plumb, Inc., 
has been named sales manager for 
The Union Fork & Hoe Co. in 
Columbus, Ohio. 

Hubert Groves, formerly repre- 
sentative in Houston for Fayette R. 
Plumb, Inc., has been called in to 
company headquarters in Phila- 
delphia as general sales manager 
of Plumb and its subsidiaries, Del- 
ta File Works, Inc., and Graham 
Rotary File & Tool Corp. 


Old Guard Secretary-Treasurer 
Charlie Pitts tells us that Old 
Guard members living in Jackson- 
ville planned to have a dinner to- 
gether in January. “Our former 
president, Harry Hoffner, has sug- 
gested this, and we hope it will be 
a forerunner of many little meet- 
ings and dinners together in the 
future.” 

More good things have come the 
way of J. W. “Wally” Nall, the 
personable general manager of 
Lamson & Session’s Chicago Divi- 
sion. In December, Wally was 
elected a vice-president of the 
company. He first became associ- 
ated with the company in 1937, 
was named assistant sales manager 
in 1943, sales manager in 1945, and 
in 1958 moved to Chicago as the 
general manager of that division, a 
position he will continue to hold. 
Wally and his charming wife, 


(Continued from page 8) 


Catherine, live in LaGrange Park, 
Ill. Their son, Wally, following in 
his dad’s footsteps, is a sophomore 
at Auburn University. 


From Jacksonville, Robert N. 
Hicks, Sr., representative for In- 
dependent Lock Co.-Lockwood 
Hardware Mfg. Co., and assistant 
secretary-treasurer of the Old 
Guard, reports that he is now 
semi-retired after more than 40 
years of calling on distributors in 
12 Southern states. Bob has had 
quite a career. After beginning his 
builders hardware experience in 
1912 with Towers Hardware Co., 
he understudied Frank M. Cooper, 
Sr., at Knight & Wall Co. After 
time out for army service from 
1916-18, Bob joined Wimberly & 
Thomas and in 1920 became associ- 
ated with the Russell & Erwin Div. 
as Southeastern rep serving until 
1924 at which time he moved to 
New Britain, Conn. as the compa- 
ny’s contract manager. In 1927 he 
headed South again to Atlanta and 
a post as Southern sales manager. 
He affiliated with his present 
companies in 1942, working 12 
Southern states. Bob states that 
they are still keeping him busy in 
Savannah and in his home town of 
Jacksonville. He’ll be interested in 
hearing from his old friends 
located throughout the South 
whom he does not get around to 
see anymore. 

* 

New honor has come to E, B. 
Frock, vice-president and general 
manager of the Hanover Wire 
Cloth Division, Hanover, Pa. 
“Ebie” recently was elected to the 
board of directors of Continental 
Copper & Steel Industries, Inc., 
New York City. 

- 


In passing along the news of 
Hubert Groves’ promotion, Harry 
Taylor, the Plymouth Cordage Co. 
rep in Houston reminded that 
Hubert’s new home, mentioned in 
last month’s column, is now on the 
market. “Maybe this is Payola and 
should not be published,” Harry 
warns, “for Hubert once gave me 
an axe! Don’t have any news on 
myself,” Harry goes on to say, 
“Guess nothin’ ever happens to me, 
and I don’t never do nothin’.” 
That’s a king-sized understatement 
from a fellow who on January 5 
celebrated his 38th wedding an- 
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niversary, is a real salesman’s 
Salesman, knows everybody, is 
known and welcomed by everyone, 
and who generally is top-drawer 
all the way. 


When it comes to deer hunting, 
Bill Otte, William Otte & Co., 
Memphis, is a good fisherman. Bill 
reports that he had a nice deer 
hunt recently, but only caught 


some White River trout. “As for 
the deer I think he is still running, 
and I lost a shirt tail after a good 
shot. Mr. Morris and Mr. Sewell 
who were along also came back 
without shirt tails.” 

* 


George K. Taylor, Jr., manu- 
facturers rep headquartering in 
Atlanta, recently sold his home on 
Swims Valley Drive, and he and 
Mrs. Taylor have moved into The 
Peachtree House, 2637 Peachtree 
Rd., N. E., Apt. 106. His office loca- 
tion has been changed to 92 
Fourteenth St., N. E. Atlanta 9. The 
telephone number: TR 6-7836. 

* 

Good news from Col, Frank L. 
Campbell, former general sales 
manager for Fayette R. Plumb, Inc. 
“My old company,” he reports, “has 
called me out of retirement tempo- 
rarily on a special assignment and 
to assist in their expanding busi- 
ness. After two years of loafing 
and working as an odd job man 
around home, it may be a little 
hard at the start to get back in 
the groove, but fortunately, my 
health is excellent and I have no 
fear of not holding up.” Welcome 
back, Col. Campbell. 

7 


At press time Ed F. Hoge, the 
manufacturers rep in Chattanooga, 
advised us that OG past president, 
Warren S. “Red” Gardner, of the 
Gardner & Meredith Co. in Chat- 
tanooga, was scheduled for an op- 
eration. Best wishes to Red for a 
speedy recovery. 


+ 


Ridge Tool Announces 
New Appointments 


J. A. FRATES, president of The 
Ridge Tool Co., Elyria, Ohio, an- 
nounces the following new ap- 
pointments. 

William L. Parcell, formerly 
vice-president and director of 
sales, has been named executive 
vice-president of the company. R. 
D. Fye takes over the duties of 


W. L. Parcell 


sales manager, and H. L. Palmer 
becomes advertising manager and 
assistant sales manager. 

Parcell, whose service with The 
Ridge Tool Co. now spans 24 years, 
was appointed vice-president in 
1955. Previously he was sales man- 
ager. 

Fye will move to the Elyria area 
from Atlanta where he was sales- 
man for the company. Originally 
from LaGrange, Ohio, Fye joined 
Ridge Tool in 1934 as a member of 
the chaser department. 

Palmer joined Ridge Tool in 
1956 to assist Parcell in sales and 
advertising after seven years in 
the plumbing, heating, and indus- 
trial wholesale supply business 
where he was sales manager for 
his company. 


° 


Tarter Elected President 
of Houseware Club, Texas 


JOHN TARTER, John Tarter Co., 
recently was elected president of 
the Dallas-Ft. Worth Housewares 
Club at the December meeting in 
Dallas. Bob Cooper, Cooper Assoc- 
iates, was elected vice-president. 
T. E. Dickson, Walter H. Allen Co., 


. 


R. D. Fye 


left, Corning Glass 
Works representative, accepts the 
Southwestern Housewares’ Achieve- 
ment Award for his company from 
Jim Purdue, retiring club president. 


Frank Meyers, 


was elected secretary, and George 
Mueller, Rubbermaid Co., treas- 
urer. 

Recipient of the annual achieve- 
ment award to the manufacturer 
contributing most to the advance- 
ment oi the housewares industry 
in the judgment of the club was 
given this year to Corning Glass 
Works for their introduction of 
Corning Ware. 


New officers of the Dallas-Ft. Worth Housewares Club include, left to right: 
T. E. Dickson, secretary; Bob Cooper, vice-president; Jim Purdue, retiring 
president; John Tarter, president; and George Mueller, treasurer. 
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INDUSTRY NEWS 
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By NOW everyone should be in 
full swing for the year 1960, the 
beginning of a new decade .. . Most 
inventories are completed and dis- 
tributors are busy participating in 
state and local merchandise shows 
. .. Many changes have been made 
down this way as of January Ist 
. . . Hubert Groves has been ap- 
pointed general sales manager of 
Fayette R. Plumb, Inc. and its sub- 
sidiary companies . .. Gene Groves, 
Hubert’s nephew, who has been do- 
ing extensive sales-service work in 
various territories will now be dis- 
trict manager for the Southwest 
Territory. 

Jim Miller, district manager for 
Corning Glass Works, has been 
appointed general sales manager of 
the Pyrex Division at Corning and 
will be replaced by Davey Crock- 
ett, coming in from the West 
Coast .. . I might add that Walter 
Braxton, housewares buyer at The 
Schoellkopf Co. in Dallas has taken 
over the New Mexico, Arizona ter- 
ritory for Corning Glass Works... 
C. D. Foster, Sr., will take over 
Braxton’s job about February Ist 
... Mr. Foster has been with Find- 
later Hardware in San Angelo 
about two years. 

Bob Brandt of Stanley Electric 
Tools Division has been transferred 
to the Cleveland area... Have not 
heard who will replace him, but 
have learned that Mr. Glass of 
Heitmann - Bering - Cortes Co. in 
Houston will be traveling the 
South Texas territory for them... 
Bill Ingram of Higginbotham- 
Pearlstone Hardware in Dallas has 
recently been made vice-president 
of the firm and will be in charge 
of sales and merchandising for the 
hardware division . . . Jim Kelso 
has replaced Allen Bates as buyer 
of tools and builders hardware, etc. 


Southwest Ramblin's 


By RUSS BAITY 





Divisional Manager 
Dallas, Texas 
J. Wiss & Sons Co. 


. . . Jim has been in charge of the 
contract builders hardware di- 
vision for the past few months and 
previously traveled for Russell- 
Irwin and American Hardware Co. 

Joe Diebert who has been sales 
manager of Marshall Supply & 
Equipment Co. in Tulsa was made 
president of the firm at a recent 
board of directors meeting . . 
Congratulations are in order to all 
of you . . . I am sure there have 
been many more promotions but 
have not heard of them to this 
time... 

Recovering from surgery over 
the holidays is Jack Morrison of 
Seiford Sales Co., manufacturers 
reps. ... Duncan Smith of Star Ex- 
pansion Co. and Dorothy Jordan, 
wife of Frank Jordan, Lufkin Rule 
Co... . The Bob McClures of Star 
Expansion are expecting a new 
arrival any day now... Will give 
details later . . . This about wraps 
it up for now . . . See you next 
month. 

ca 


North & Judd Announces 
Sales Staff Promotions 


ANNOUNCEMENT of the promo- 
tion of Joseph L. Brindisi to as- 
sistant sales manager of North & 
Judd Manufacturing Co., New Brit- 
ain, Conn., is made by Philip W. 
Brown, general sales manager. 
George T. Post will succeed Brin- 
disi as resident manager of the 
company’s Buffalo office. 

Brindisi joined the North & Judd 
training program in 1949 after 
which he was employed in the com- 
pany’s government sales division. 
He opened the Buffalo office in 
1953 and has been its resident man- 
ager since that time. 

Post is a graduate of North & 


(Continued from page 11) 


Judd’s office and field training 
programs, has been with the home 
sales division and served for two 
years as sales representative of the 
company’s Boston office. He has 
been assistant to the sales manager 
of the general hardware division 
for the past year. 


° 


James to Head Thor's 
Atlanta Sales Branch 


Neit C. HuRLEY, JR., president 
of Thor Power Tool Co., Aurora, 
Ill., announces the appointment 
of Richard E. James as district 
manager of the company’s Atlanta 
sales branch. 


Richard E. James 


James, with Thor since 1950, 
moves to Atlanta from Indiana- 
polis, where he occupied a similar 
position. He replaces James Q. 
Golden, who has been named 
district sales manager for Thor in 
Philadelphia. 


a7 


Toy Manufacturers Will 
Open Exhibition Hall 


THE LARGEST permanent toy dis- 
play in the world will open early 
next year in New York City. It 
will be operated under the auspices 
of the Toy Manufacturers of the 
U.S.A., Inc., official association of 
the industry. 

The new exhibition hall will be 
located at 1107 Broadway, between 
24th and 25th streets in the heart 
of New York’s toy market. 

(More news on pg. 28) 
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ANOTHER PRODUCT OF 
NOW! oro‘mower 


ADVANCED ENGINEERING 








Quality Features That Make 
Selling Easy 


Tills a 22” row—width expands to 32” 
with accessory extensions. Depth adjust- 
ment 0” to 8". 


Heavy unitized steel construction. 


Husky 34% h.p. 4-cycle engine. Quick- 
action impulse starter on engine. 


16 individually replaceable, non-clogging 
Universal Bolo tines—14" diameter. 
Lifetime guarantee against breakage. 


Fingertip controls on handle for engine 
throttle, clutch and reverse. Also— 
safety clutch and reverse releases. 


Vertical fully-enclosed worm drive. 4 
Timken tapered bearings, bronze worm 
wheel. Forward and reverse drives. 


/ : Adjustable height 3-position handle. 


3 position wheel adjustment for maxi- 
mum tilling. 


X Swivel base for hilling, going around 


7, trees or fences. 10” wheels, heavy duty, 
. ™ : > . . . . “ 
: : : 2 yy semi-pneumatic tires. 
“5 » 
= 


Ces SUGGESTED LIST PRICE ] 64 95 
A BIG PROFIT MAKER... EVERY 
GARDEN PLOT OWNER A PROSPECT 





It’s another fast-seller to round out the complete Moto-Mower 
Profit Line for-°60! This rugged, versatile unit—the Workhorse of 
all Tillers—bredks up, even pulverizes, the hardest-packed soil, 
destroys weeds while it tills a 22” row. It’s automotive-engineered 
and built to Moto-Mower’s exacting quality standards. Easy to 
handle as a Moto-Mower power mower . . . and loaded with features 
customers will want. Any one who owns a garden plot or truck 


farm is a prime prospect! 


MOTO-MOWER, Inc. rRicHMOND, INDIANA 
SUBSIDIARY OF DURA CORPORATION (FORMERLY DETROIT HARVESTER COMPANY) 





HOW 

TO 
MAKE A 
ROLL OF 
FENCE 
BELLOW 
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Only Keystone Steel & Wire Company does it! Each roll of fence made 
by Keystone is branded with red paint. This special trademark bellows 
RED BRAND! Your customers recognize this fence with the top red 
wire immediately. They know it’s Red Brand—the fence that’s Galvan- 
nealed® to outlast ordinary galvanized fence. The 


Proved in Performance... only 


Red Brand is a big seller because it’s proved in performance. It has been f ence 
a favorite among farmers for generations. Users of Red Brand agree it | lan e 
costs less to own the best fence because it lasts years longer. Red Brand ; 

is made of the finest copper-bearing, rust-resistant steel wire. =r = pst 2 rf that 


Strong Selling Support... aie At | sells on 


Naturally, you benefit from the wide popularity and quick identification 
of all Red Brand products, including Galvannealed Red Brand barbed 
wire and Red Top® steel fence posts. Keystone continues to give you 
strong selling support with advertising over farm radio and television 
and in national and local farm publications. All this means faster turn- 
over and higher profits for you. 

Why sell less when you can sell more of the best? It will pay to 
stock up on Red Brand today. 


KEYSTONE STEEL & WIRE COMPANY 


Peoria, Illinois 


makers of Red Brand Fence « Red Brand Barbed Wire « Red Top® Steel Posts + Keyline® 
Poultry Netting - Non-Climbable Fence + Gates + Nails + Baler Wire 
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Relax.. 


ONE SOURCE SERVICE. 


FIG. 4961 FIG. 1975 


“MAJORJET"—Self-priming. Shallow- “MARVELLETTE”— Quiet operation 
well. High pressure, high capacity For smali homes and suburban use 
Assembled as a complete unit, ready Available witt 


12 or 30 gallon hori 
to-install. 4, 12 or 42 gallon tank zontal or 4 


ga n vertical tanks 


FIG. 4701 FIG. 4910 
“MINITURB"”— Deep well turbine mpletely assembled 
water system. Capacities from 10 to , ready to install. Available 
100 GPM. Quiet operation and low- 12 gallon vertical or 30 and 42 


cost make these packaged units idea zontal galvanized tanks 


FIG. 2ALC4 


2ALC4 SUB- 
MERSIBLE —%4 
Horsepower. 
Deeper settings 
p to 80 feet. 
3 wire cable, 


w-priced. 
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MONOFILAMENT 


FOR SPINNING OR CASTING! 


Deluxe packaging. Glistening metalized ‘‘gold plated’’ spools, dramatic gold-black-and-white foil labels 
with matching sleeves and boxes in our stunning new ‘‘W-80"’ crown motif. 


100 YARD ‘‘GOLD PLATED’’ SPOOLS © TWO OR SIX CONNECTED © COLOR OF LINE: OLD GOLD 


TEST LBS: 2 4 6 8 10 12 la 17 20 25* 30* 40* 
PER SPOOL: $1.20 1.50 1.80 2.10 2.40 2.70 3.00 3.30 3.60 1.95 2.10 2.40 


*50 yard spools 


‘““W-80"' SUPER MONOFILAMENT DISPENSER ASSORTMENTS 


Each assortment contains 24 ‘‘gold plated’’ 100 yard spools, two connected, packaged in free clear- 
plastic self-service dispenser with sign as illustrated. 


+W-80-1 ASS contains 6 spools each: 6, 8 & 10 Ib. BRINGS $46.80 
#W-80-2 ASS contains 6 spools each: 8, 10 & 12 Ib. BRINGS LER $54.00 
+W-80-3 ASS contains 6 spools each: 10, 12 & 14 Ib. BRINGS $61.20 
+W-80-4 ASS contains 6 spools each: 10, 12, 14 & 17 Ib. BRINGS L $68.40 
+W-80-5 ASSO contains 6 spools each: 12, 14, 17 & 20 Ib. BRINGS LER $75.60 


SEE BACK PAGE FOR COMPLETE DETAILS ON THIS AMAZING NEW SUPER FISHING LINE! 


















































" 4 
FLOATING 
: FLY LINES 
..» guaranteed to float forever without dressing! Deluxe 30 yard coils, 
individually packaged in clear plastic spring-lid fly box. Dramatic gold-black-and-white foil labels with 
matching boxes in our stunning new “‘W-80" crown motif. Every line contains our unprecedented money- 
back guarantee. 
“‘W-80"" SUPER FLOATING SIZE: HEH HDH HCH GBG 


DOUBLE TAPERS EACH: $12.50 12.50 12.50 12.50 


“W-80" SUPER FLOATING SIZE: HDF HCF GBF GAF 
FORWARD TAPERS EACH: $12.50 12.50 12.50 12.50 


“‘W-80" SUPER FLOATING SIZE: F E D Cc 
LEVEL LINES EACH: $3.50 3.50 3.50 3.50 3.50 


SEE BACK PAGE FOR COMPLETE DETAILS ON THIS AMAZING NEW FLOATING FLY LINE! 
THE FINAL ANSWER TO EVERY FLYCASTER’S DREAM! e SOLD THROUGH SELECTED JOBBERS 


ww EBs Tr EB HR NW Fis Bin G xyXitwWNw = co mM FA NN DT 
GLEN DAILE 4, CALIF OR WN I A. 
Ke KK KKK KK KK KKK KK KK KKK KKK KKK KKK KK KKK KK 

















HERE’S WHY NEW “W-80” 


SUPER MONOFILAMENT 
IS THE ANSWER TO EVERY 
FISHERMAN’S DREAM 


5 


The molecules are’ oriented in our exclusive 
Hot-Stretch Process to reduce diameter and 
remove surplus stretch! 


The “W-80"' formulation is produced by our 
exclusive Monojet Process to provide amazing 
physical properties with unheard-of knot test! 


The “W-80” formulation contains a ‘superb combination of physical properties . .. nothing like it ever! 


Maximum strength and minimum diameter is combined with very low stretch and exact limpness to provide its amazing 
knot test and unparalleled fatigue resistance! Our electronically controlled Monojet Process insures that every foot of line 
is perfect . . . at last, a truly custom built monofilament! 


You can instantly recognize new “W-80" by its locked-in “old gold” color and the brilliant “gold plated” spools. Only by 


HERE’S WHY NEW “W-80” 


SUPER FLOATING FLY LINES 
ARE THE ANSWER TO EVERY 
FLYCASTER’S DREAM 


4 


Millions of interlocking air cells are perma- 
nently sealed in Tufcote finish to float forever 
without dressing! 


Solid braided core, moulded within layers of 
aerated Tufcote, provides extra weight for ac- 
Curate casting! 








New “W-80" Super floating fly lines employ a new scientific construction with aerated Tufcote finish that is actually 
lighter than water . . . they simply cannot sink! 

Accurate float-control is achieved in “W-80" because it will never waterlog. The tip end will break water tension with your 
leader while the entire line rides high and dry for smooth and easy pickup. 

Imagine, no more dressing! You can fish all day, all week, or all year without dressing the new “W-80” Super fly line. It 
has the required weight and exact supple texture to cast superbly in any kind of water or any kind of weather . . . at last, 
a floating fly line that has weight to cast accurately! 

Nothing ever like it! You simply have to try “W-80” for yourself to believe it! Truly the fly line supreme for discriminating 
fishermen who demand the best. Unprecedented money-back guarantee! “W-80" unquestionably marks a milestone in fly 
line manufacture . . . the fly line of a generation! 

















Sensationally new: 
A stool with swingaway steps 
in smart, hour-glass shape! 


EAA 


5 ee ee) @ ) 


Cosco, the manufacturer who revolutionized step 
stools with the first swingaway steps, does it 
again—with this great, new design. Built to help 
celebrate 25 years of metal furniture leadership, 
it’s going to start sales figures soaring in ’60! 
Notice the sleek, modern styling. The functional 
swing of the steps (they stay put, even when held 
at a 90 degree angle, until you lift them out to 
use). The flared legs for sturdy stability. The 
roomy, rubber-treaded steps for greater-than-ever 
safety. It’s Model 44-D, the step stool to step 
up sales. Ask your distributor for it in chrome 
frame with yellow, charcoal, red, brown or tur- 
quoise upholstery—or ~ 1 A2 5 

tan frame with beige. $15.95* 


HAMILTON COSCO, INC. » COLUMBUS, INDIANA 
Two more terrific COSCO Step Stools 


Model 44-A Step Stool Model 44-B Step Stool, 
with seat that lifts up to new for '60. Seat lifts up *Price Colorado and west. 6 
step up. $11.95. $12.95." to step up. $9.95. $10.95." All prices shown are retail list, are fair traded in all states having tair trade laws, 
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ALTOONA 


3.25 
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VETERAN 


FREE! FREE! 


i » BRONSON 7, - : 44.95 
| man 


Division of Higbie Manufacturing Co 
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Stock up and display this exciting new cookware. 
There's a pocketful of profit in it for you! 


Two colorful display banners, 14 x 20" .. . one featur- 
ing A843M Saucepan and the other illustrating ALL 
specials ... packed with each A843M Covered Sauce- 
pan Shipping unit. 11 x7" price card included. Also 
newspaper ad mat free on request. 


Cherink $128 


A powerful promotion, 

backed by national advertising 

in THIS WEEK MAGAZINE, 
PARADE, and leading women’s, 
home service, and farm publications. 


7 INTRODUCTORY 4 
‘OFFER 











Best for Coffee! Best for Price! 
9-CUP MIRRO PERCOLATOR 
492M. Ship. unit 4 only, 534 Ibs. 


Cperinl $318 


Regular $4.25 Retail 





For Healthful Waterless Cooking! 


1-QT. MIRRO GOLD BAND 
COVERED SAUCEPAN 





Ship. unit 1 only—134 Ibs. 
1251M. é 


Cherind $988 


Regular $3.75 Retail 


One-Piece! Easy-to-Clean! 
12-CUP MIRRO MUFFIN PAN 
162M. Ship. unit 6 only, 3% Ibs. 


& 
Aan 





Whistles When Water Boils! 
2%2-QT. MIRRO FLIP-CAP 
COPPER-TONE WHISTLING 

TEA KETTLE 

1502'4CM. Ship. unit 4 only, 6 Ibs. 


$988 





Regular $3.50 Retail 


For Dining or Decoration! 
3-PC. MIRRO COPPER-TONE 
MOLD SET, GIFT BOXED 
Ship. unit 3 sets, 5% Ibs. 


Regular $998 x 


$3.95 Retail 


enue Bidg.. New York 10 


U1/h ° MIRRO- ALUMINUM COMPANY, MANITOWOC, WISCONSIN Merceonase mot ‘Chicago 54 
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JUST PICK UP THE PHONE... 








REPUBLIC’S 132 GAGE HIGH STRENGTH BARBED WIRE is the low-cost, lighter gage wire 

processed to give the highest possible strength while still retaining the necessary 
uctility to avoid loops and kinks. Easy to unroll, stretch, and splice. Heavily galvanized, 

this high strength barbed wire is available in 80-rod spools, 2- or 4-point barbs, 
ontact your Republic distributor or mail the coupon for complete information 





Your Republic distributor 
has it in stock... 
can deliver now! 





Barbed wire? Your Republic distributor stocks 
Republic’s High Strength, 13% Gage Barbed Wire. 
What's more, he employs an adequate number of 
people ... maintains quantity stocks... has a full-time 
delivery system that can BE THERE FAST. 
His business is designed that way. Old customer 
or new, you get ACTION on top quality hardware 
supplies. To prove it, just pick up the phone. Your 
Republic distributor is listed in the Yellow Pages “WOVEN WIRE” FENCING 
under HARDWARE WHOLESALE. PLASTIC PIPE 


LD 


REPUBLIC STEEL 
Quality Supplies... Quality Suppliirs 


FARMYARD, 
FIELD AND 


BOLTS AND NUTS 


BALER WIRE 


REPUBLIC STEEL CORPORATION 

SERVICE DEPT. SH-8949 

1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
Please send more information on: 

O) 13% Gage Barbed Wire O) Baler Wire 

O BLUE RIDGE Roofing O) Plastic Pipe 

O Bolts and Nuts 0) Nails 

O “Woven Wire” Southern Fence 


Name Title 





Company 


Address. 








City Zone State 














‘HELP 
YOURSELF’ 


: 


os 


To faster sales... bigger profits with 
this Black Diamond file display 


Here’s an inviting idea . . . it almost says to your 
customers, ‘Need a file? Help yourself!” 


Hung on pegboard or placed on counter top, it 
will stop shoppers cold. They’ll see the new Hi- 
Impact plastic handle. They’ll like the clean appear- 
ance of the 48 assorted factory-fresh files under the 
airtight skin pack. They’ll notice the uses for the 
files printed on the bright orange cards. And your 
customers will see that the price is right. 


Add up all these selling “extras.” You'll see 
why this display makes sale after sale . . . $12.10 in 
effortless profit. 


For more information use Handy Return Card, Page 75 





Handles designed and made by Danco—a Nicholson subsidiary 


To get this display, call your regular Black 
Diamond wholesaler and place your order for the 
BDH-48 Assortment. 


HERE'S WHAT YOU'LL MAKE 


RETAILER'S COST $74.20 
RETAILER'S SELLING PRICE 536.30 
RETAILER'S PROFIT 12.10 


BLACK DIAMOND ==> 


NICHOLSON FILE COMPANY, PROVIDENCE 1, RHODE ISLAND 
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True TEMPER 


RUE lEMPER. 


New for 1960... pure and simple perfection in a pruner 


The Rocket—finest pruner ever made for cutting power, 
comfort and speed. Loaded with easy-to-sell features: 
head is curved in natural pruning position to eliminate 
tiring hand positions. Nonslip cushion grips are com- 
fortably flared. Wide-opening cutlery steel blades take 
a clean, crisp bite . . . test it on a piece of wood dowel. 
Customers will be amazed. Excess weight is ““engineered 
out”’—full professional size retained. 


New bubble package allows customers to see its gleam- 
ing good looks and test pruner without disturbing dis- 
play setup at point of sale. Hang or display anywhere. 
True Temper national advertising in magazines read 
by over half the families in your neighborhood will 
feature the Rocket pruner in 1960. Be sure you’re 
stocked up—call your True Temper wholesaler today. 
True Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 


TRUE / EM PE. e@ your basic line...your money line 
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INDUSTRY NEWS 
Swinging Around 
The Southeast 


THE FORECASTERS are right... . 
This Southern territory is going to 
boom in 1960 . .. Nation-wide polls 
indicate great new horizons if 
labor-management problems are 
solved . . . and if inflation is con- 
trolled . . . Keep our feet on the 
ground, say the experts. 

Among the outstanding men of 
long service in the hardware field 
is one Berge Vann, McGowin- 
Lyons Hardware & Supply Co., 
Mobile, Alabama ... Mr. Vann 
came to McGowin-Lyons when 
they took over the old Southern 
Hardware & Supply back in 1913 
. .. This gives Mr. “V” 46 years 
of service ... He started as a 
» Cost clerk .. . In 1942 Mr. Vann 

Was elevated to buyer, and then 
went on to be manager of the 
hardware department... Mr. and 
Mrs. Vann reside in Mobile, but 
spend much of their off time at 
their summer home on Dauphin 
Island, 30 miles south of Mobile... 
The Vanns have one son, married, 
Berge Gilbert Vann, who is with 
the Radar Department, U. S. Air 
Force, and a daughter, Rita Eliza- 
beth Cannon, who resides in 
Newark, N. J. with her husband 
and three little girls ... Mr. “V” 
was born in Mississippi in 1883... 
76 years old, and still going strong 
... Mrs. Vann just returned from 
visiting her mother, who lives in 
Compache, Mexico... Congratula- 
tions to this grand man of hard- 
ware, and his outstanding family. 

Happy Birthday to Joe Free, 
Tissier Hardware Co., Selma, Ala- 
bama ... (January 11th—all day) 
... no age mentioned ... Bill 
Teague, III, Teague Hardware Co., 
Montgomery, Alabama, is still a 
bird hunter, but for the past two 
or three years he has almost de- 
serted quail for wild turkey . 
One trick to turkey hunting is 
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BY DAN M. FRY 


Atianta, Ga. 


making those darn turkey calls 
sound authentic ... Mr. Bill says 
one just doesn’t make it work the 
first time, or the first few times 
out . . . Please send all comments 
and questions on wild turkey 
shooting to Mr. Teague... 

Donald J. Bell is the new Stan- 
ley-Judd territory man for the At- 
lanta area .. . His territory in- 
cludes Georgia and part of Tennes- 
see, Alabama, and Florida... Don 
was formerly with Chicopee Mills 

. . recently married to the former 
Jo Ann Cota of Atlanta... Bell, 
a graduate of the University of 
Georgia, is the son of the late J. C. 
Bell, formerly professor at the Uni- 
versity of Georgia . . . You will 
agree, after meeting Don Bell, he 
is “all wool” ... we welcome him 
to the hardware industry. 

Bets were flying fast and thick 
in the South this football bowl 
season ... A great many of our 
Georgia Tech friends can’t get over 
the shock, and rightly so. . . If it’s 
any consolation, fellows, think how 
happy our friends from Ole Miss 
and the University of Georgia are 
. .. On the other hand, boys from 
Texas are a bit dejected, to say 
the least . . . Next year things will 
be different... Cheer up... 

Congratulations to Jack Cham- 
berlain, Railey-Milam Hardware 
Co., Miami, Florida .. . Mr. Cham- 
berlain has been made first vice- 
president, and it couldn’t happen to 
a nicer guy . .. According to Fred 
Stringfellow, Stringfellow Supply 
Co., Gainesville, Florida, they will 
move into their new building... 
warehouse and office . . . around 
January or February ... Pleasants 
Hardware Co., Winston-Salem, 
North Carolina, is building a new 
warehouse and office, to be located 
adjacent to their present location. 


Our good friend Bob Fye will be: 


(Continued from page 12) 


the new sales manager of the 
Ridge Tool Co., of Elyria, Ohio... 
We will miss Bob down here in 
Dixie . .. We wish him all the good 
things to come in his new position 
. .. A thousand tribulations of a 
father . . . If you have a boy be- 
tween 8 and 13 years old, no doubt 
he has been plaguing you for one 
of the new contraptions called a 
racing cart ... This piece of ma- 
chinery, powered by air-cooled 
engine, is taking the country by 
storm ... What to do! What to do! 
See you next month... 


Sf 


Henry K. Porter Elected 
President of Company 


H. K. Porter, Inc., Sommerville, 
Mass., recently inaugurated its 
80th year in the manufacture of 
metal cutting and other tools for 
industry with a meeting of the 
board of directors which followed 
the annual stockholders’ meeting. 
At this meeting, organizational 
changes were made and the follow- 
ing officers elected. 


James G. Geddes, for many 
years president of the corporation, 
now becomes chairman of the 
board, and continues as treasurer. 
Geddes will continue to take an 
active part in overall administra- 
tion, while serving in an advisory 
capacity. Henry K. Porter becomes 
the new president, with Francis T. 
Lind the executive vice-president. 

Walter E. Northcutt has been 
elected vice-president. Harry M. 
Webster and Thomas M. Porter 
were both re-elected vice-presi- 
dents, with Roy S. Fletcher the as- 
sistant treasurer and Evelyn C. 
Lind the clerk of the corporation. 
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Before You Buy— 
Inspect the Quality 


See the New Pflueger Saturn 
Spin-Casting 


2 
—_—__ 


7 


os 
%& 


Pflueger is proud to introduce to you this new spin- 
casting reel with automatic crank pick-up — the 
Pflueger Saturn. It is the result of a very comprehen- 


a | 
Automatic crank pick-up 


— Line is picked up auto- 
matically in less than 
one-third revolution of 
the crank. Casting is as 
easy as pressing a button. 


| Ceramic pick-up pin—New 


long wearing ceramic 
line pick-up pin. Works 
smoothly. Firmly fas- 
tened into New Zytel 
pin holder. 


“ 


Metal geors — Interior 


parts are exceptionally 
high quality. Smooth 
running metal gears. 


Adjustable drag — Long 
wearing, smooth take up, 
adjustable drag. Nylon 
brake shoe. Drag easily 
adjusted while playing 
the fish. 


Cast aluminum spool! with 


8 ib. line — Cast alumi- 
num spool filled with 8 
lb. Pflueger Merit Mono- 
filament line. Strong, 
won't spread, yet light 
weight. 


Neoprene line snubber — 
New exclusive Neoprene 
line snubber inside cone. 
Prevents line flattening 
when push button press- 
ed hard for heavy lures. 


PFLUEGER 


Pronounced ' Flew-ger 
THE ENTERPRISE MANUFACTURING COMPANY 
AKRON 9, OHIO 


sive design and engineering program, combined with 
months of exhaustive testing. The reel is outstanding 
in every respect. Built into it is that good Time Hon- 
ored Pflueger Craftsmanship combined with 1960 
Engineering and Development. 
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INDUSTRY NEWS 


Lamson & Sessions Elects 
Nall as Vice-President 


GEORGE S. CASE, JR., president of 
The Lamson & Sessions Co., has 
announced that by action of the 
board of directors, J. Wallace Nall 
has been elected a vice-president. 
In addition to his new duties, he 
will continue as general manager 


J. Wallace Nall 


of the company’s Chicago plant, a 
position he has held since 1958. 

Nall joined Lamson & Sessions 
in 1937 at its Birmingham, Ala., 
plant. Moving into sales in 1939, he 
became assistant sales manager in 
1943 and Birmingham Division 
sales manager in 1945. 


+ 


Higginbotham-Pearlistone 
Makes New Appointments 


HIGGINBOTHAM-P EARLSTONE 
Hardware Co., Dallas, Texas, has 
announced the appointment of two 
new vice-presidents and directors 
at a recent meeting of the board. 
Hyman Pearlstone, president of the 
wholesale organization, announced 
the two new officers as Leo C. 
Miller and W. T. Ingram. 

Miller has been manager of the 
automotive department for the 
past 28 years and will continue to 
act in that capacity. 

Ingram, who has been with the 
company for 11 years will con- 
tinue as sales manager with addi- 
tional duties as merchandise man- 
ager, working with buyers in all 
departments. 

It was announced also that 
James P. Kelsoe has been named 
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buyer for Higginbotham - Pearl- 
stone replacing Allan Bates. Kelsoe 
joined the company in May of last 
year as builders hardware contract 
manager. In his new capacity he 
will handle builders hardware, 
tools, and other hardware lines. 


e 


Safe Becomes Subsidiary 
of American Hardware 


THE SAFE PADLOcK and Hard- 
ware Co. of Lancaster, Pa., has be- 
come a wholly owned subsidiary 
of The American Hardware Corp., 
it was announced recent!y by Pres- 
ident Evan J. Parker. 

Officers elected for the new sub- 
sidiary included Evan J. Parker as 
chairman of the board of directors; 
Douglas W. Franck, president of 
the subsidiary and also vice-presi- 
dent of the corporation; and Wil- 
liam N. Franck, vice-president in 
charge of sales. 


a7 


Buckley Named Sales Head 
of Pennsylvania Division 


JOHN S. BUCKLEY has been ap- 
pointed to the position of sales 
manager of the Pennsylvania 
Power Mower Division, American 


(Continued from page 28) 


John S. Buckley 


Chain & Cable Co., Inc., Exeter, 
Pa., according to an announcement 
made recently by M. Robert Wil- 
son, Pennsylvania’s general man- 
ager. 

A. M. Tinker, former sales man- 
ager who is retiring after more 
than 37 years of service with vari- 
ous divisions of ACCO, will, how- 
ever, be available for consulta- 
tion. 

Prior to joining the Pennsyl- 
vania organization this past July 
as assistant sales manager, Buck- 
ley was vice-president of John H. 
Graham & Co., New York, N. Y., 
having been associated with that 
firm since December, 1945. 


Southeastern Traveliers Club Officers 


New officers of the Southeastern Traveliers Club were introduced to the 
membership at the club's Christmas dinner dance. Pictured here with board 


chairman Maurie Weitkamp, Louis Allis Co., left, are Bert Earnst, 


Lufkin 


Rule Co., president; Clarence Meyer, Atlas Press Co., vice-president and C. E. 
Fuller, Binks Mfg. Co., treasurer. Secretary is W. C. Bracken. 
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These FREE promotion pieces will boost 
your sales of the TCI line of (8) products ! 
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Weatherboard Siding Stuffer, S-54-4 

Tenneseal Poultry Stuffer, 
ADTCI-MP-4-58 

Tenneseal Sample Board for dealers* 

American Poultry Fence Stuffer, 
w-55-1 


Diamond Lawn Fence Stuffer 
American Barbed Wire Stufter, 
B-54-1 


Ranger Barbed Wire Mailer* 

Studded “T"’ Post Stuffer, 
ADTCI-MP-13-57 

Roofing Sliding Scale Card showing 
number of square feet of stee! 
roofing in a given number of sheets 
26 inches wide after forming, 
ADTCI-MP-5-55 

American Baling Wire Stuffer, 
ADTCI-MP-12-57 

Biue Bonnett Bale Tie Stuffer, 
ADTCI-MP-11-56 

TC! Nail Chart for dealers and 
builders, ADTCI-MP-2-58* 

Poultry House Pian, No. 625° 

Griptite Staple Stuffer, 
ADTCI-MP-10-56 

Window and store display of 
TC! products* 

Galvanized Flat Sheet Stuffer, 
ADTCI-ST-9-56 

Catalog of Nails, No. 6347T* 

Manual of Carpentry, No. 6217° 


BALING WIRE 

This folder packs a wallop on why 
USS American Baling Wire is per- 
fect for use in automatic pick-up 
balers. The facts are stated briefly 
... and that’s what the farmer wants 
to know. USS American Baling Wire 
carries the famous United States 
Steel guarantee which assures satis- 
factory performance. The next thing 
he looks for is where he can buy it. 
He finds out fast because your name 
and address are clearly imprinted 
right on the folder. Request Form 
No. AD-TCI-MP12-57. 


USS TENNESEAL ROOFING 

Used for direct mail or as a stuffer 
in statements etc., this folder gen- 
erates sales for USS Tenneseal 
Roofing by outlining the facts on 
why Tenneseal is best. Request 
Form No. B-53-4-REV. 


CORRUGATED ROOFING and SIDING 

This folder sells USS Corrugated 
Roofing and Siding by telling very 
briefly how the process of manu- 
facture benefits the buyer and how 
easy this roofing is to install. Re- 
quest Form No. S-54-5. 


USS AMERICAN FENCE 

Here’s an attractive folder you'll be 
proud to hand out or use as a stuffer. 
Drawings clearly show why USS 
American Fence is tops. All types 
of USS American Fence are briefly 
outlined. Request Form No. 
B-45-7-REV. 


FARMERS and RANCHERS HANDBOOK 

In addition to containing usable 
facts that farmers refer to every 
day, this 72-page handbook is also 
a complete catalog of the TCI line 
of United States Steel products. Use 
as a handout or direct-mailer. An 
attractive dispenser to display these 
handbooks in your store is available. 
All these sales promotion pieces 
plus those listed at left, are free to 
dealers of the TCI line of United 
States Steel products. Each item, 
except those marked (*) can be 
imprinted with your name and ad- 
dress. Check these sales-getters now 
and order your supply from your 
nearest District Office: Charlotte— 
Houston—Jacksonville— Memphis 
—New Orleans—Tulsa; or write 
directly to our General Office: Fair- 
field, Alabama. 

USS, Tenneseal, American and Ranger 
are registered trademarks 


Tennessee Coal & Iron 
Division of 
United States Steel 


For more information use Handy Return Card, Page 75 
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advertising 
full year ahead you up on sells for you 


of the field! every sale! at every level! 


Johnson is famous for Built better, sim + aes Trade and consumer print ad- 
“FIRSTS”’. First with ad- When you sell Johnson vertising, movies, » point- 
vanced ‘‘American type you know quality control of-sale, and display . . . you 

Bo works for you. Rugged con- name it, Johnson has it work- 


spi reels; first to 
irect drive retrieve and spin- struction, ee capacity, ing for you. Item-for-item the 


—_ foe first to ao lesign plus the biggest ad program in the 
apply’ mod ——— onsen to fairest service policy in the tackle world is Johnson 
industry. " 


Johnson ads wee 


work for you! 
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they're new! 
VICTOR. 


Yellow Pfang, 


VICTOR Saw Works, Inc. 
METAL CUTTING PRODUCTS 
a _ Middletown, N. Y. 


quality files... 


Latest Addition to the big VICTOR Line 


What do your customers look for in a new product? Pre- 
cision workmanship? Improved performance? Guaranteed 
dependability? An established brand name? They'll find 
all four in new VICTOR “YELLOW TANG” Files. 


What do you look for in a new product? An established 
brand market? Good profit margin? Outstanding repeat 
sales potential? Prompt and courteous service from the 
manufacturer? You'll find all four in this fast moving 
addition to the fast growing VICTOR line. 


Contact your local authorized VICTOR Wholesaler now 
for detailed information on new ‘““YELLOW TANG” quality 
files. 


POWER HACK SAW BLADES 
HAND HACK SAW BLADES 
HACK SAW FRAMES 

BAND SAW BLADES 

HOLE SAW BLADES 

FILES 
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INDUSTRY NEWS 


Creager Appointed to 
Texas Boosters’ Post 


AFTER a mid-year meeting in 
Dallas on January 18 of officers 
with the executive committee and 
advisory board of the Texas Hard- 
ware Boosters Club, Frank Jordan, 
president, announced appointment 
of Baron Creager as _ secretary- 
treasurer. 

Effective January 1, the appoint- 
ment was formally confirmed at 


Baron Creager 


the January 18 meeting. 

Creager will perform the normal 
duties of secretary-treasurer for 
the club and will edit and produce 
the club’s official publication, “The 
Road Runner,” a monthly. The 
January issue of “The Road Run- 
ner” was circulated prior to the 
January 18 meeting. 


Southwestern Editor 


For the past 16 years, Creager 
has been Southwestern editor of 
SOUTHERN HARDWARE and SouTH- 
ERN FARM EQUIPMENT. He will 
continue on a part-time basis in 
that capacity while serving other 
publications of the W. R. C. Smith 
Publishing Co., of Atlanta, Ga., in 
cooperation with Robert F. (Bob) 
King, also Southwestern editor. 
Most of the editorial and business 
responsibilities of SOUTHERN HArpD- 
WARE and SOUTHERN FARM EQUIP- 
MENT will be assumed by King. 

In addition to Jordan, other of- 
ficers of the Texas Hardware 
Boosters Club are William B. 
Hoofstitler, first vice-president, 
Dallas, and C. A. Goldstrohm, sec- 
ond vice-president, Houston. Exec- 
utive committeemen are: Ray H. 
Young, chairman, Houston; Ed 
Farrar, Temple; Rob Ell Cox and 
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Joe Ballem, Sr., both of Dallas. 
Advisory board members are: 
Hubert Groves, chairman, Phila- 
delphia; John During, Clyde Hol- 
ley, Raymond Hawkins and Bill 
Jones, all of Dallas; George Sloan 
of Little Rock; and Forrest John- 
son of Oklahoma City. 

Principal function of the club is 
to promote wholesaler relations 
and this is largely accomplished at 
the annual summer meeting of the 
Texas Wholesale Hardware As- 
sociation, with Boosters assembling 
at the same time and place. It is a 
convention that attracts national 
attention in the field and this 
year’s convention is scheduled at 
San Antonio, June 16 through 18. 


* 


W. F. Kennedy, Veteran 

Hardware Executive, Dies 
WILLIAM F. KENNEDY, 86, chair- 

man of the board of the Ott-Heis- 


kell Co. and veteran hardware 
dealer of Wheeling, W. Va., passed 


Sporting Goods 
Southeastern 


As THE result of exploratory 
meetings held in Atlanta, Ga., dur- 
ing October and December by in- 
terested sporting goods distribu- 
tors, a permanent organization 
known as the Southeastern Sport- 
ing Goods Jobbers Association was 
established on December 12. 

Levis E. Sams, Sullivan Hard- 
ware Co., Anderson, S. C., was 
elected the first president of the 
group. 

In the organizational meeting, 
attended by 30 distributors, the 
purpose of the association was set 
forth—the organization will strive 
to promote the welfare of those 
engaged in the wholesaling of 
sporting goods in the Southeast 
through a mutual understanding 
and sharing of problems. 

Membership in the association is 
open to any distributor of sporting 
goods including fishing tackle, 
athletic equipment, firearms and 
ammunition, marine supplies, and 
other closely related sporting 
goods items. Certain regulations 


(Continued from page 30) 


away November 27. 

Mr. Kennedy had been in the 
hardware business for more than 
70 years. Prior to coming to 
Wheeling and the Ott-Heiskell Co. 
in 1912, he was associated with a 
hardware company in his home 
town of Pittsburgh. 

One of the oldest active mem- 
bers of the National Wholesale 
Hardware Association and active 
in numerous other business and 
civic organizations, Mr. Kennedy 
will be remembered for his life’s 
philosophy of “Always with a 
smile.” Hundreds of Ohio Valley 
residents knew him best as a regu- 
lar Sunday hospital caller over the 
past 40 years and distributor of his 
slogan on cards and in personal 
letters. 

His wife preceded him in death 
in 1907. He is survived by two 
sons, George B. of Barnesville and 
Mark H. of St. Clairsville; one sis- 
ter, Miss Ida Kennedy of Pitts- 
burgh; and two grandchildren. 

Mr. Kennedy resided at Alken 
Ridge, St. Clairsville. 


Jobbers Form 
Association 


prevail to the effect that the dis- 
tributor shall be independent, not 
owning any retail stores or in turn 
being owned by retail stores. 

In addition to the new president, 
a permanent slate of officers was 
elected and installed as follows: 
vice-president, James I. Rorke, 
Robinson Co., Atlanta, Ga.; second 
vice-president, Lowe Wall, Peelez 
Hardware Co., Macon, Ga.; and 
secretary and treasurer, Dick 
Wallman, Leonard-Melton Co., 
Nashville, Tenn. 

District chairman for each state 
was elected as follows: North 
Carolina, John R. Murchinson, J. 
W. Murchinson Co., Wilmington, 
N. C.; South Carolina, to be an- 
nounced later; Georgia, Drane 
Watson, Paris-Dunlap Hardware 
Co., Gainesville, Ga.; Florida, Mor- 
ris H. Spivak, Seminole Sporting 
Goods Co., Jacksonville, Fla.; 
Alabama, John W. Wise, Hicks 
Tackle Co., Luverne, Ala.; and 
Tennessee, Dick Wallman, Leon- 
ard-Melton Co., Nashville, Tenn. 
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we Adal Las — 
PER LINE IN THE WORLD 
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ETE LAWN SWEE 
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Now! THE MOST COMPL 


AT LAST... A SWEEPER FOR EVERY NEED! These Parker features: New Roto-Sweep action . 
Give your customer exactly what he wants in a__ superior bassine bristle brushes . . . long-lasting, 
sweeper. It’s profitable and easy now with Parker’s easy-dump hampers — combine to create the 
complete 1960 line! There’s a Parker for his lawn- world’s finest lawn sweepers! 


sweeping needs. 
FPeeaeeree See ee e288 82 689 


i — GIANT POSTER ILLUSTRATING I 
é FREE: COMPLETE 1960 LINE 


© Pemerette 28” © tenn — Mr. Ed G. Nikoden, Parker Sweeper Co. 


Lowest cost, Heavy duty 24% hp. j ; ; z 
Seer nate ; a Ay Bm Box 720A, Springfield, Ohio DEPT. SH-2 
r 


© Parkerette 28” 7 
Most popular Easy to tow, Rush my FREE giant poster: 
manual sweeper automatic dumping 

@ Springfield @ Suburbanite 
Deluxe, with Side dumping for 

apron tractors, mowers 

@ Electro-Sweep @ Estate-Master STORE 
Electric-powered Three gang : 
sweeping sweeper with hitch 


NAME 


LAWN SWEEPERS —— 


wae PARKER SWEEPER COMPANY city ZONE ____ STATE 


Box 720, Springfield, Ohio L es © © £ F eS eS SF eS eS oe Oe Oe hme 
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oxco’s |)OUBLE 
GOLD KEY VALUE 


No. 990 — 
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MOP RETAIL $2.98 ~_ = 


REGULAR SUGGESTED 
RETAIL $2.49 
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SPECIAL FOR / 
HARDWARE 
WEEK ONLY 
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SPECIAL FOR 
HARDWARE WEEK 


ONLY $1.98 


Offer your customers a 20% re- 

duction on this popular house- 

hold mop. DuPont cellulose 

sponge yarn outlasts ordinary 

mops three to five times. Soaks Increase your volume on the popular Ranch House 
up water fast, leaves floors with this attractive sale price. A sturdy outdoor 
nearly dry. Stays fresh and broom designed for patios, garages, sidewalks, etc. 
odorless. Head sealed in poly Tough blended fibre filling gives years of service. 
bag with sell copy. 48” lac- Attractive protective sleeve and colored handle 
quered handle in kitchen colors, and block increase sales. 


PACKED 1 doz. heads and PACKED 6 brushes 
handles in shipping car- and 6 handles 
ton. Shipping weight per in shipping con- 


doz. complete 18 Ibs. tainer. Shipping 
weight per doz. 


complete 32 Ibs. 


Twice the sales, twice the profits, as Oxco offers not one, but 

two big values for Hardware Week. Two favorites, right THE 
off the top of the Oxco line, at savings up to 20% for your LINE 
customers. Now’s the time to order . . . and remember 

to use your IRHA display material! THAT 


See your Oxco jobber and ask for the special Hardware OX FIBRE BRUSH COMPANY, INC. MOVES 
Week prices. Shipments at these prices begin February 15, rreoenicx LetebGshed /fF¢ manviano 
1960. Regular prices apply after April 30, 1960. 
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NEW! EXCLUSIVE: 


GLADDING “GREX’”* TACKLE BOXES 
.. the finest ever made 


Introduced and Guaranteed by 
THE B. F. GLADDING COMPANY 


famous for quality fishing lines since 1816 


The only tackle box made of GREX, unbreakable, 100% high density rigid 
polyethylene. 


Fitted with all brass links, pins and rivets. 

Trays have cantilever action. 

Sizes and compartment arrangements for salt and fresh water fishing. 
Handsome colors and a two-color combination. 


The W. R. Grace Company’s “Hallmark” Label on each box guarantees that it is made 
of 100% high density GREX polyethylene. 


® Unconditionally guaranteed by the B. F. Gladding Company. 


WON'T SHATTER © WON'T BREAK @¢ WILL FLOAT 


*Registered Trademark for W. R. Grace & Co.'s Polyolefins 





GLADDING TACKLE BOXES WILL OUTLAST AND 
OUTSELL ALL OTHERS 
THANKS TO “GREX”..THE PLASTIC OF TOMORROW 


Exclusive with Gladding for tackle boxes, GREX is the only high 


density, rigid polyethylene with these exciting consumer benefits: 


@ Drop it... GREX will not crack, chip, or shatter. 


®@ Battery acid, engine oil, gasoline, reel grease, sol- 
vents, bug repellents—all wipe off GREX without 


staining, softening or marring the finish. 


@ GREX floats! GREX will not absorb water — is 


unaffected by salt or fresh water. 


@ GREX is unaffected by extreme heat or cold—can 
be boiled —is resistant to heat up to 250° F. and is 


tough even at 180° F. below zero. Other plastics 


shatter when dropped in temperatures of 10° F. 


below zero. 


@ GREX’S molded in, lustrous colors are highly resist- 


ant to sunlight. 


B.F.GLADDING CO., INC., South Otselic, New York 





G-8O0 SERIES TACKLE BOXES 


Color: Red, Green, Two-Tone (Green and Ivory). 

Dimensions: 17's” long, 8'2" wide, 8” high. Moulded grip handle, 
lays flush with top of box. Two positive recessed latches and 
extended hinges. Trays have cantilever action 


G-83S SALT WATER BOX 


3 Trays 1134” long, 6%” wide, 14" deep. Wot. 4 Ibs. 4 oz. 
Top Tray 

1 large tool compartment 1142" x 2'4”’ 

8 compartments for baits 438” x 142” 

Middle Tray 

1 compartment 6” x 2'4"’ 

4 compartments 2'4" x 142” 

8 compartments 4%" x 14" 

Bottom Tray 

7 Large compartments for S.W. lures 642" x 158” 
Total of 29 compartments. 

End section of box holds 6/0 salt water reel. 


Price: List $15.95 each. 


G-83F SPINNING AND FRESH WATER BOX 


Middle Tray 

1 compartment 6” x 244” 

4 compartments 24%" x 1%” 
8 compartments 4%" x 1'2"’ 


3 Trays 11%” long, 65%” wide, 
1%" deep. Wot. 4 Ibs. 6 oz. 


Top Tray 


0 o Whee 

compartment 3” x 1/2 Settem Tay 

1 large tool compartment 
8%" x 2%" 

2 compartments 2'4" x 12" 

8 compartments 4%" x 142” 


1 
8 compartments 3” x 1” 

1 compartment 342” x 142” 
8 compartments 342” x 1” 
3 compartments 2” x 24" 
Total of 45 compartments. End section of box holds several regular 
spinning or casting reels or the largest salt water spin reel. 


Price: List $15.95 each. 


G-60 SERIES 


Color: Red, Green, Two-Tone (Green and Ivory). 


Dimensions: 14’ long, 7” wide, 6” high. Moulded grip handle, 
lays flush with top of box, recessed positive latch and hinges. Two 
tray boxes have cantilever action trays. 


G-62L 2 LONG TRAY BOX 


2 Trays 13%" long, 6” wide, 
1%" deep. Wot. 2 lb. 8 oz 

Both Trays 

9 compartments 5%" x 1%” 

with 4 removable separators 

to provide four 5%" x 2%4” 

compartments 


/ 


- 


ds 
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Total of 18 tray compartments 
Price: List $8.95 each. 


G-62S 2 SHORT TRAY BOX 


Provides 642" x 4%” end 
space in box for large trolling 
or spinning reel. Wot. 2 Ibs. 
5 oz. 
Tray Dimensions 
8%" long, 5%” wide, 1%” 
deep 
Top Tray 

2 compartments 5%” x 1” 
10 compartments 3%” x 1%” 
Bottom Tray 
6 compartments 5%" x 1%” 
Total of 18 compartments 


Price: List $8.75 


Material: Gladding ‘“GREX” Polyethylene. 


Packed: Each box in polyethylene bag and in individual reship- 
able carton, 4 to a master shipping carton. 


TACKLE BOXES 


Material: Gladding ‘“GREX” Polyethylene. 


Packed: Each box in individual polyethlyene bag, 4 boxes to 
master shipping carton, with egg crate separators. 


G-622 2 SIDE SWINGING AND 2 BACK 
SWINGING TRAYS 


Wot. 2 Ibs. 11 oz. 


Side Trays 

2 side swing trays 5%" x 3%” 
x 1%”, each with 4 compart- 
ments 3%" x 1%” with two re- 
movable dividers, to provide 
3%" x 2%" compartment 
Rear Trays 

2 back swinging trays 87%” 
long, 6” wide, 14" deep. 
Same as G-62S trays 

Total of 26 compartments 
Price: List $9.95 


G-64 4 SIDE SWINGING TRAY BOX 


Provides 642" x 5¥2" x 5%” 
space for large trolling or 
spinning reel. Wot. 2 Ibs. 4 oz. 
Each of 4 Trays: 

5%" x 3%" x 1%" with 4 com- 
partments 3%" x 1%” with 2 
removable dividers to provide 
3%" x 2%" compartments 
Total 16 compartments 


Price: List $8.50 





G-50 SERIES TACKLE BOXES 


Color: Red, Green, Two-Tone (Green and Ivory). 

Dimensions: 12” long, 5” wide, 5” high. Flat strap handle and 
positive action latch. 

Material: Gladding ““GREX” Polyethylene. 


Packed: Each in polyethylene bag, 6 to shipping carton with egg 
crate dividers. 


G-52L 2 LONG TRAY TACKLE BOX 


Top and bottom tray 11%” 
long, 4%" wide, %" deep. 
Wot. 1 Ib. 4 oz. 

Both have 


5 compartments 4%" x 12” 
1 compartment 44" x 312” 


“ 


Total of 12 compartments 
Price: List $4.95 ° 


G-52S 2 SHORT TRAY TACKLE BOX 


Each tray 8%” long, 37%” 
wide, %" deep. Provides 3” x 
5” x 5” space for spinning or 
casting reel at end of box. 
Wot. | lb. 4 oz. 

Top Tray 

2 compartments 1%” x 12” 
8 compartments 342” x 7%" 
Bottom Tray 

2 compartments 3%" x 142” 
5 compartments 3%" x 1” 
Total of 17 compartments 


Price: List $4.95 


G-53S 3 SHORT TRAY TACKLE BOX 


Provides 3” x 5” x 5” space 
for spinning or casting reel at 
end of box. Wgt. 1 Ib. 7 oz. 


Each tray 8%” long, 37%” 
wide, %4" deep 

Top Tray 

2 compartments 1%” x 112” 
8 compartments 3%" x %” 
Middle and Bottom Tray 

2 compartments 3%" x 1%” 
5 compartments 3%” x 1” 
Total 24 compartments 


Price: List $5.50 


G-50 SHOT GUN SHELL OR UTILITY BOX 


Color: Green only 


Inside dimensions 1142” long, 
4\2" wide, 4%" high. Holds 4 
boxes of 12, 16 or 20 gauge 
shot gun shells. Wgt. 13 oz. 


Price: List $3.25 


G-30 SERIES TACKLE BOXES 


Color: Red, Green, Two-Tone (Green and Ivory). 
Dimensions: 12’ long, 5” wide, 3%" high. 
Material: Gladding ‘“GREX” Polyethylene. 


Packed: Each in polyethylene bag, 12 boxes to shipping carton 
with egg crate divider. 


G-31L SINGLE LONG TRAY TACKLE BOX 


Tray—11%" long, 44" wide, 
%"' deep. Wgt. 1 Ib. 

1 compartment 44%" x 342" 
5 compartments 414" x 142" 
Total of 6 compartments 
Price: List $3.95 


G-31S SINGLE SHORT TRAY TACKLE BOX 


Provides reel space 3” x 5” 
3%’. Wgt. 1 Ib. 
Tray — 812" long, 378” wide, 
%"' deep 

2 compartments 1%” x 142” 
8 compartments 3%" x %" 
Total 10 compartments 


Price: List $3.95 


G-32S 2 SHORT TRAY BOX 


Provides reel space 3” x 5” x 
3%2"’. Each tray 8%” long, 
378" wide, 34’ deep. Wot. 1 Ib 
3 oz 

Top Tray 

2 compartments 138” x 1%” 
8 compartments 334" x %” 
Bottom Tray 

2 compartments 3%" x 1%” 
5 compartments 334" x 1” 
Total 17 compartments 


Price: List $4.45 


G-30 UTILITY BOX — NO TRAY 


Inside Dimensions: 1112” long, 412” wide, 27%’ deep. Wgt. 12 oz. 
Price: List $2.75 


G-20 SERIES TACKLE BOX 


Color: Red, Green, Two-Tone (Green and Ivory). 
Dimensions: 12” long, 5” wide, 2” high. 
Material: Gladding “GREX” Polyethylene. 


G-21L POCKET SPIN LURE TACKLE BOX 


Packed: Each in polyethylene 
bag, packed 12 boxes to ship- 
ping carton. Wgt. 13 oz. 


Single tray 11%” long, 414” 


wide, %” deep, 6 compart- 
ments 


Price: List $3.25 


600 BAIT BOX 


Super High Impact Polystyrene 
Color: Green. Hinge top. 


Dimensions: 6” long, 342" wide, 2” deep. 
Packed: 36 boxes to a shipping carton. 
Price: List per doz.: $5.88 Retail each: 49¢ 





NOW! each EVANS POCKET TAPE 
comes packaged in 


ah 














THE GREATEST IDEA FOR PACKAGING 
AND MERCHANDISING IN YEARS! 


“HOLSTER-PAK”, the greatest merchandising ad- 
vancement in packaging of the decade, is the perfect ; “4 
blend of product, package, promotion, and utility. This , HOLSTER- -PAK 
sturdy ieatherette tape-holster clips on the belt and in ee BELT CUP 
keeps the tape handy on the job at all times. Your 
customer actually gets the holster FREE! 

Now, all Evans pocket tapes (except Thin-Tape) V SS 
come to you ready-packaged in this sensational form- 
fit “Holster-Pak”, each mounted on an individual peg- 
board card that can also stand by itself on the counter 
or in the window. 

And to help you put “Holster-Pak” across big, Evans 
has developed a revolutionary new point-of-sale “Ferris 
Wheel” display — the first display piece made specific- 
ally for mounting on pegboard, and to stand on the 
counter, too. It has action...it has sound... it has 
SELL! Ask your jobber about it! 











gr 
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INDUSTRY NEWS 


Puller Retires from 
Virginia-Carolina Co. 


VIRGINIA-CAROLINA Hardware 
Co., wholesale organization in 
Richmond, Va., announces the re- 
tirement of E. T. Puller, sales rep- 
resentative, after 53 years of serv- 


E. T. Puller 


ice. Puller had covered the South- 
eastern section of Virginia for the 
company for 47 years, and prior 
to that had worked in the house. 

Succeeding Puller is Cecil S. 
Deaner who has been one of the 
house employees for the past two 
years. 


° 


Warren Tool Appoints 
New Representative 


WARREN Too. Corp., Warren, 
Ohio, will be represented in 
Florida, Georgia, North Carolina, 
and South Carolina by William 
Rumley, Jr., of Newnan, Ga. 


4 


Spring Selling Circular 
Announced by Belknap 


A SPRING circular comprising 127 
items, many at special prices, is 
announced by William R. Caskey, 
vice-president and general sales 
director of Belknap Hardware and 
Manufacturing Co., Louisville, Ky. 

The circular is printed in four 
colors, tabloid size, and includes 
items for the garden center, for 
housecleaning, and other spring 
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tie-ins. Some fishing tackle is in- 
cluded, as well as barbecue equip- 
ment. 


(Continued from page 34) 


A Decorative Kit with 128 
pieces is available to every dealer 
and ad mats are also available. 


CONVENTION DATES 


National Events 


American Toy Fair, March 7-16, Ho- 
tel exhibits at New Yorker and 
Sheraton-Atlantic, New York. 


Industrial Supply Convention, May 23- 
25, Conrad Hilton Hotel, Chicago. 
Sponsored by American Supply & 
Machinery Mfrs. Assn. W. B. 
Thomas, Hunter-Thomas Associates, 
2130 Keith Bldg., Cleveland 15, 
business manager; National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3, Robert C. Fernley, 
executive secretary; Southern In- 
dustrial Distributors’ Assn., 712 Vol- 
unteer Bldg., Atlanta, Ga. E. L. 
Pugh, secretary-treasurer. 


Home Improvement Products Show, 
Feb. 5-7, Navy Pier, Chicago. Man- 
agement office: 331 Madison Ave., 
New York 17, N. Y. 


National Builders Hardware Assn. 
Management Conference, April 4-9, 
Princeton, N. J. William F. Haswell, 
515 Madison Ave., N. Y. 


Regional Events 


Southern Wholesale Hardware Associ- 
ation and American Hardware Manu- 
facturers Association—Joint conven- 
tion, New Orleans, La., April 10-13. 
Headquarters, Roosevelt Hotel. Ralph 
E. Kirby, 806 Peachtree St., N. E., 
Atlanta, Ga., Managing Director, 
SWHA. A. L. Faubel, 342 Madison 
Ave., New York 17, N. Y., Secretary, 
AHMA. 


State Events 


Alabama, convention and _ exhibit, 
Feb. 21-23, Municipal Auditorium, 
Birmingham. Secretary, A. B. Hill, 
2201 Highland Ave., Suite 205, 
Birmingham 5. 


Arkansas, convention and _ exhibit, 


Feb. 14-15, Robinson Auditorium, 
Little Rock. Marion Hotel headquar- 
ters. Executive Secretary, Tom R. 
Pinckney, 1014% Main St., Little 
Rock. 


Carolinas, convention and exhibit, 
Feb. 23-25, Radio Center, Charlotte, 
N. C. Hotel Charlotte headquarters. 
Secretary, Martin F. Kaelke, P. O. 
Box 6215, Charlotte 7, N. C. 


Florida-Georgia, convention and ex- 
hibit, Mar. 13-15, George Washington 
Hotel, Jacksonville, Fla. R. L. Ricker, 
managing director, 1558 San Marco 
Blvd., Jacksonville. 


Oklahoma, convention and exhibit, 
Feb. 7-9, State Fair Grounds, Okla- 
homa City. Oklahoma Biltmore Hotel 
headquarters. Executive Vice-Presi- 
dent, William B. Ruxlow, Association 
Bldg., 607 N. Dewey Ave., Oklahoma 
City. 


Tennessee, convention and exhibit, 
Feb. 6-8, Andrew Jackson Hotel, 
Nashville. Secretary, Rufus J. Par- 
ish, P. O. Box 784, Nashville. 


Kentucky, convention and exhibit, 
Feb. 14-16, Kentucky Hotel, Louis- 
ville. Secretary, Edward H. Keiley, 
501 Republic Bldg., Louisville 2. 


Louisiana, convention and exhibit, 
Jan. 31-Feb. 2, Capitol House, Baton 
Rouge. Secretary, David O. Mansfield, 
Box 1696, Jackson, Miss. 


Tri-State, convention and _ exhibit, 
Feb. 14-16, Herring Hotel, Amarillo, 
Tex. Secretary-Manager, R. B. Allen, 
1408 Fourth Ave., Canyon, Tex. 


Virginia, convention and exhibit, Feb 
7-9, Hotel Cavalier, Virginia Beach. 
Secretary, George T. Omohundro, Jr., 
Scottsville. 


West Virginia, convention and exhibit, 
Feb. 21-23, Hotel Chancellor, Parkers- 
burg. Managing Director, James C. 
Fielding, 1628 McClung St., Charles- 
ton 1. 
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NEW 58% PROFIT PACKAGE—DESIGNED FOR FAST TURNOVER! 


NEW WELDWOOD WOOD 
FINISHES CENTERS — GIVE 
YOU A $111.26 PROFIT 

ON A $78.86 INITIAL 
INVESTMENT IN MERCHANDISE. 


SOUTHERN HARDWARE for February, 1960 


The convenient Weldwood® Wood Finishes Center is the first place 
that will catch people's eyes when they're looking for quality wood 
finishes. The centers come in two styles to meet your store’s needs. 
They put all the famous, fast-selling Weldwood Wood Finishes in one 
handy, self-service location. Don’t overlook the wonderful introduc- 
tory deal Weldwood is offering you—with 58% profit! 

Don’t wait! Get in on this profit-building deal now. Contact your 
jobber, Weldwood representative, or write: 


WELDWOOD WOOD FINISHES 


Dept. SH 2-60, UNITED STATES PLYWOOD, 55 West 44th St., New York 36, N. Y. 


Firzite ® —Satiniac ® —Satiniac Lightener—Wood Preservative—Exterior Stains—Liquid Paste and Paste Waxes 


For more information use Handy Return Card, Page 75 43 





PUT THIS 7 WDIXISTEE) 
SALESMAN 
TO WORK FOR YOU 


Every roll of well-known, well-made, well-liked DrxisTeeL 
Fence carries this colorful metal sign—a double-duty sales- 
man for you. 

At your store it tells your customers you are headquarters 
for DixistrEL Fence—a name they know they can trust. 

On the farm, or other installations, the DrxisTEeEL signs keep 
on selling, for they are attached to go up with the fence. The 
fact that users leave the signs on is evidence that they are 
proud of the fence you sell—DrxtsTeet. 

These double-duty signs are now double-faced, so no matter 
which way users put up their fence, the DrxisTEeL sign always 
faces outward—to tell everyone that here is another DixisTEEL 
Fence installation. 

Sell the fence that sells for you—Drixisteex ! 


r me 


| TWO HANDY COMPANIONS TO INCREASE YOUR SALES 





Every time you sell fence, suggest that it 
| be stapled with DrxisTEEL Staples, and 
that strands of DixisteeL Barbed Wire 
be used at the top and bottom for extra 


fence protection. 


Atlantic Stee! Company 
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By Margot Mejia 


HE HIGHWAY north leads to a 

large fresh-water lake — all 
roads south lead to salt-water bay- 
ous or end at Galveston Bay. 
What choicer location could there 
be for a hardware firm that’s cur- 
rently ringing up a solid third of 
its sales in sporting goods? “We 
not only snag the sportsmen going 
in both directions,” smiles Morris 
Carleton, owner of Carleton’s 
Hardware in Green’s Bayou, Texas, 
“but we've got a setup that runs 
24 hours a day for every single day 
of the year!” 

Carleton’s sits on a better-than- 
half city block in the suburban 
town, a near neighbor to Houston. 
Most of the area is occupied by 
the hardware store but the next- 
door grocery store is also owned by 
Carleton. Because the grocery is 
open day and night with ice, bait 
and picnic supplies, it is a familiar 
stop for customers on their way to 


SOUTHERN HARDWARE for FEBRUARY, 1960 45 











The Liar's Corner 


The popular “Liar's Corner" at Carleton Hardware in Green's 
Bayou, Texas, is provided with chairs so that the sportsmen 
who meet here may talk over their catches in comfort—sur- 
rounded, of course, by appealing displays of sporting goods. 








fishing and hunting grounds. The 
main store features a most liberal 
open-hours policy—from 8 a.m. to 
7 p.m.—Wednesday through Mon- 
day. By remaining open from 8 to 
4 on Sundays, a brisk business is 
done in sporting goods, along with 
garden supplies and do-it-yourself 
hardware, By closing on Tuesday, 
the least busy day of the week, 
employees are given a rest after 
the big weekends. “But sportsmen 
are a strange breed,” Carleton ex- 
plained, “given to early-morning 
starts on their trips. I knew I was 
still losing some of their sporting 
goods business because the drive-in 
grocery was a hotbed of activity 
from 3:00 a.m. until dawn. So I 
took a few of the most popular 
items and stocked them on half of 
a gondola. Now, two years later, 
this merchandise accounts for 18% 
of all grocery sales.” 

In the sprawling hardware store, 
at least a third of floot and wall 
space is devoted to sporting goods 
of all types—for hunting, fishing, 
water skiing, boating, archery, and 
picnicking. A 30-foot-long island 
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pyramid counter displays Carle- 
ton’s 300-variety selection of arti- 
ficial] baits—reportedly the biggest 
in the vicinity. These hard-to-han- 
dle items are arranged neatly in 
the owner’s personally-designed 
fixture. Casting plugs are hung 
from small nails on plywood pan- 
els. Boxed lures lay on flat and 
slanting shelves for quick visibil- 
ity. Small fishing needs—sinkers, 
hooks and bobbers—are separated 
by their individual sizes in glass 
bins. Spoons and flies are displayed 
on the manufacturers’ cards which 
have been stapled to plywood 
panels. Large shelves just above 
floor level contain bulkier tackle 
boxes, ice chests, thermos jugs and 
lanterns. A pegboard display at the 
end of the counter holds boat hard- 
ware and lights. Rods are set neat- 
ly into a Carleton-designed rack. 
Reels, along with compasses and 
barometers, are kept in a glass-top 
counter. 

“Many a whopper has _ been 
caught or shot or imagined in our 
‘Liar’s Corner’, jokes Carleton in 
describing the gun and ammunition 


area which is flanked by several 
chairs. The wood-panelled recess 
holds a display rack of best-selling 
guns and nearby shelves contain 
boxed shells. Also in this section 
are parts for gasoline lanterns 
which are customarily hard to find. 

Carleton’s second sporting goods 
section in the drive-in grocery is 
located strategically near the cold 
drink boxes, On these shelves are 
impulse items such as lures, line, 
nets, sinkers, bobbers, a few lan- 
terns, and outboard motor shear 
pins—this latter item usually im- 
possible to buy in the wee small 
hours of a fishing trip. Out-front 
fixtures hold charcoal, bait buck- 
ets, and cane poles. 

While hardware dealers in met- 
ropolitan Houston are closing out 
sporting goods because of squeez- 
ing competition, Carleton’s goes 
along with business as_ usual. 
“We've got two competitors in this 
immediate area who're selling our 
same $1.25 lures for 98 cents,” the 
owner comments. “Naturally, we’re 
concerned but not to the extent of 
cutting our prices. Just because 
we’re in a_ suburban location 
doesn’t mean that we haven't felt 
the current pinch, however. For 
instance,” he continued, “just two 
years ago, we were selling as much 
or more sporting equipment as 
hardware. Now that figures down 
to a third of our sales. But we're 
sticking to our policy — standard 
prices and no cutting!” Carleton 
noted that his biggest volume was 

(Continued on page 62) 


Carleton's believes that with its wide 
selection of lures, it can meet competi- 
tion without cutting prices. 
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Modernization Sparked 
Floor Coverings Sales 


By Theron Garvin 


ODERNIZATION of the Mixson 

Brothers Hardware store, in 
Kirbyville, Texas, provided an ex- 
cellent opportunity to display and 
promote increased sales of a main 
line that promised a very profit- 
able future—floor coverings. 

The results exceeded even the 
highest expectations of the own- 
ers, Sib Mixson and his sister 
Mildred Mixson. They found that 
most of their customers were very 
much in the market for some type 
of floor coverings and would buy 
if given the right incentive through 
promotion and a wide selection 
from which to choose. 

Indicating the open, uncluttered 
display area brought about 
through modernization, Mixson 
said, “We find the best sales aid 


for increasing floor coverings sales 
is an adequate display and sales 
space. Customers like to compare 
the different patterns and visualize 
them in their homes before they 
make any purchase. We have set 
aside an area 20 x 30 feet for the 
display of floor coverings. 

“An example of how our large 
display space pays off,” he con- 
tinued, “can be seen when cus- 
tomers visit the department, go 
over the various linoleum pat- 
terns, and find that they just can- 
not make a choice between two or 
three patterns; we simply take 
one of the 9 x 12 rugs they have 
selected and roll it out on our dis- 
play floor for the customer to get 
a better idea of how it would look 

(Continued on page 62) 
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Sib Mixson, Kirbyville, Texas hardwore 
merchant, left, discusses aon estimate 
sheet with one of the store's salesmen. 


At left, personnel demonstrate the 
large Goptey space given by remodel- 
ing. Space is @ vital factor in floor 
covering sales. The desk above pro- 
vides customers with estimates for 
rooms or houses many times daily. 
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IF YOU’RE not putting major sales 
. and promotional emphasis on your 
, lines of housewares, chances are 


you are missing out on some impor- 
tant volume and profits. 
In few lines of products sold by 


: the hardware trade today have 

Southern dealers so pronounced an 

i € advantage over other types of out- 
lets. And the reason is a simple 


one—the hardware store is the nat- 
ural source of these products for 
the typical customer. In the small- 
er towns and cities which comprise 
the Southern market, department 
or - stores or specialty stores are rare. 
It is the hardware store, then, 
where customers will expect to 
find this merchandise. No other 
outlets in such communities are so 


Here's what 
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line of products and accessories. 

Remember, there are so many 
advantages which these products 
offer to the alert dealer. First of 
all, few lines have so much natural 
sales appeal. A colorful, glittering 
array of housewares is a powerful 
attraction for the average woman 
customer. More important, these 
products give the dealer an oppor- 
tunity of achieving a high rate of 
turnover with the accompanying 
increase in profits. 

And equally important, sales 
come easy in a product line that re- 
quires little of the _ technical 
knowledge necessary in selling 
some other hardware lines. 

As always, maximum results will 
go to those dealers who carefully 
plan for the sales of these products. 


other dealers are doing 


This includes selective buying to 
assure a reasonable variety of 
products competitively priced. 

A few pots and pans piled in a 
dusty heap in some remote corner 
will not build housewares volume. 
But imaginative displays suitably 
located within the store will create 
the kind of interest that builds con- 
tinuing sales volume. Perhaps in 
no other line is display so impor- 
tant. 

Because of the variety of new 
products available, housewares can 
add to the sales appeal of the en- 
tire store, and a well-stocked and 
carefully maintained housewares 
inventory will lead to increased 
sales in all other departments. 

Housewares can be a major vol- 
ume line. Make it so in your store. 
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at 
Fiughes 
Hardware 
in 
Jacksonville, 


Arkansas 


paints 
and 


housewares 


By Sophie W. Ellis 





Hughes Hardware Co., Jacksonville, 
Ark., operated by Mr. and Mrs. A. H. 
Hughes, makes a speciality of their 
paints and housewares, with special 
appeal to the women customers. Here 
Mrs. Hughes helps a paint customer. 


Regular specials, off-season and in- 
season, are always attention getters. 
Mrs. Hughes plans her specials to draw 
attention to housewares. Although 
aimed at getting attention from every- 
one, they appeal especially to women. 


Special Appeal 


AINTS AND HOUSEWARES to the 

front, a woman who under- 
stands what appeals to women in 
charge of that new front section— 
that is the combination which 
helped Hughes Hardware Co. to 
convert into a modern store, bid- 
ding for more volume in the grow- 
ing industrial town of Jackson- 
ville, Arkansas. 

When A. H. Hughes took over 
the rather old-fashioned store four 
years ago, few housewares were 
stored on the dingy fixtures, and 
paints had the darkest part of the 
store. 

Now attractive, fast - selling 
housewares fill new fixtures from 
the front door to the middle part 
of the store, and paints, occupying 
a long wall section and counter 
display, catch the eye of everyone 
who enters. 

Behind the paint counter Mrs. 
Hughes smiles a friendly welcome 
to the many women customers who 
now come in. A few years ago 
women seldom entered, for the 
reason that the items which appeal 
to women were not offered. 

“Before we began our moderni- 
zation,’ Mrs. Hughes said, “we 
made a survey of other hardware 
stores in small towns. The ones that 
were growing made a special ap- 
peal to women customers, with 
new housewares shown attractive- 
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Pre-season displays of items help to 
multiply sales. The firm tries to keep 
abreast of the newest items in house- 
weres and have them when they're 
advertised nationally. It impresses 
customers, keeps them buying at home. 


Dinnerware selis fast. This appeal 
especially interests the women. And 
another thing women are bound to 
notice about this Arkansas store is _~ 
neat store “housekeeping” — 

outstanding factor in boosting atte. 


Attractive trifies, such as a fancy 
watering can, make women pause at 
housewares. When Hughes Hoardware 
took a survey of hardware stores, it 
found the most successful are those 
that make a special appeal to women. 


to Women Customers 


ly on simple, neat fixtures. We re- 
placed the old fixtures gradually 
with these new ones, and I spent 
most of my spare time reading the 
women’s magazines to learn about 
the newest in housewares and the 
modern trend in paint for the 
home. We wanted to make this in- 
to a service store that would help 
customers to select and use house- 
wares and paints to the best ad- 
vantage.” 

Mrs. Hughes is interested in 
paints, and her enthusiasm never 
fails to reach the customer who 
buys even a small can of paint. 
Having taught herself how to pre- 
pare all surfaces for paint, how to 
apply and care for paint, she has 
a store of valuable information to 
pass on to her customers. 


Passes Information Along 


“Talking with some understand- 
ing about paints to a customer,” 
she said, “is the best selling aid I 
know. I try to give my customer 
confidence in applying paints, and 
do all I can to insure a good job. 
When a woman customer, espe- 
cially, achieves a good paint job 
she wants ‘to try again very soon. 
Some of my women customers 
have become so proficient in ap- 
plying paints that some of them 
actually paint the outside of their 


small houses and garages without 
any male assistance whatsoever.” 

The woman customer, she says, 
usually prefers a smaller paint 
brush than a man. The very large, 
heavy brushes are not for her. Be- 
cause women are usually careful 
about caring for any utensils they 
handle, it pays them to buy good 
paint brushes. “I tell my custom- 
ers that a fine brush cared for cor- 
rectly outlasts several cheap 
brushes, and always does a better, 
easier, faster job.” 

Mrs. Hughes has enough paint 
chips on hand to pass on to cus- 
tomers who want them. She near- 
ly always prefers the customer to 
make selections over the counter. 
This forestalls temptation on the 
part of the customer to shop 
around. 

The paint counter is one of the 
brightest spots in the attractive 
little store. Whenever possible, 
Mrs. Hughes keeps a vase filled 
with fresh flowers on the counter. 
During winter months the flower 
vase contains artificial flowers. The 
rental floor polisher is also dis- 
played in the paint department. 

Few paint customers leave the 
store’ without having their atten- 
tion directed to the varied display 
of cleaners, waxes and polishes. 
Since paints have been promoted, 
the sale of these accessory items 
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has multiplied. This little indus- 
trial city is expanding with new 
homes and, according to Mrs. 
Hughes, the owner of a new home 
is always an excellent customer for 
maintenance supplies, many of 
which can be found on the fixture 
filled with cleaner and renewer 
items. 


New Fioor Fixtures 


The new floor fixtures, which 
Mr. and Mrs. Hughes made them- 
selves, show up especially well in 
housewares. Plywood and iron pipe 
were used for the stepped-back 
tables. Mrs. Hughes, who has 
charge of displays, selects seasonal 
items for the first display. She tries 
to be the first dealer in town to 
show seasonal items. Along with 
the more expensive articles, she 
displays prominently some special 
at an attractive price—something 
to make the customer pause, look, 
and handle. Using stock “sale” 
cards, she marks in the price 
prominently. 

What sells fast in housewares? 

“The new things that are shown 
in women’s magazines,” Mrs. 
Hughes reveals. “When a customer 
sees the hardware store in her own 
home town showing the new items, 
she has confidence in that dealer. 

(Continued on page 86) 
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“This is just the color I've been looking for in ca 
canister set," a customer commerts to Mrs. Gertrude 
Fradin, housewares manager of Langley Hardware. 


A Big Market for Housewares Sales 


66 UYING HOUSEWARES for the 
new homeowner and keep- 
ing in mind her love of color, style 
and efficiency in the kitchen has 
trebled our housewares sales in the 
last two years,” said Mrs, Gertrude 
Fradin, co-partner with Jack Fra- 
din of Langley Hardware in Mc- 
Lean, Virginia, and buyer for the 
housewares department. 

“Your new young homeowner 
wants a vast selection to choose 
from in color, style, assortment 
and price range in housewares as 
well as in accessories, She is aware 
of the tremendous changes taking 
place in the kitchen. The hardware 
dealer who wants her purchases 
must keep up-to-the-minute in 


By Beatrice Miller 


those changes. And we make ev- 
ery effort to do that.” 

Giving 65 feet of shelf space and 
two tables affording 48 feet of 
space to housewares, or approxi- 
mately one-third of the store’s 
selling area of 2,450 square feet, 
McLean Hardware stresses mass 
displays of its quality housewares 
and at very active traffic points. 
Putting out a dozen pans to give a 
customer selection, displaying ev- 
ery color canister set or plastic 
laundry basket stocked, presenting 
the entire range of materials that 
a housewares line now comes in, 
makes an impression when placed 
near the entrance and stimulates 
impulse as well as future buying. 


“I keep up with area needs by 
going around and visiting model 
homes displayed in the commu- 
nity. I want to use the kitchen as 
a guide in the buying of house- 
wares with regard to color, style, 
supplementary gadgets the future 
homeowner is likely to call for. 

“On my trips to local and out- 
of-town housewares shows several 
times a year, I am very much on 
the alert to find what will go most 
harmoniously into the model 
kitchen I saw,” said Mrs. Fradin, 
indicating attendance at New 
York, Atlantic City and Philadel- 
phia hardware and housewares 
shows. 

“A woman rightfully belongs at 
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the head of a housewares depart- 
ment. Your new young homeowner 
wants to consult an informed 
woman on the type of curtain rods 
and draperies most suited for a 
room, what contrasting or match- 
ing color will do for her bathroom 
or kitchen, how she can go about 
canning and freezing foods, and 
she seeks this information from 
another woman.” 

Mrs. Fradin keeps herself in- 
formed through household maga- 
zines, government bulletins in 
home economics, newspaper col- 
umns on household hints, and fac- 
tory literature. Running a home 
of her own, she applies new meth- 
ods she reads about and puts into 
practice methods she finds eco- 
nomical or more efficient. 

To meet the challenge of com- 
petition from department store 
housewares and homefurnishings 
departments, Mrs. Fradin watches 
closely their advertising, special 
prices and lines carried, visiting 
the stores in time off. 

“Chains and supermarkets pre- 
sent no housewares competition. 
The homeowner shopping them is 
looking for price not quality. She 
is not looking for information 
either. If a homeowner wants to 
learn something about freezing or 
canning, she will come here to buy 
her supplies so that she can get in- 
struction. 

“Occasionally the department 
store is called to our attention be- 
cause of a special sale price. We 
meet that price for one of our local 
customers.” 

In cooperation with their dis- 
tributor, Langley Hardware mails 
out 10,000 housewares leaflets in 
September and mid-winter offer- 
ing many items at excellent values, 
quality items a little above cost. 

A mailing cost of $500 has prov- 
en well worth its investment with 
volume substantially increased, 
with company name presented to 
the growing community, and older 
customers bringing repeat busi- 
ness. 

Specials put on twice a month 
stimulate traffic and impulse buy- 


This Southern Dealer Keeps a Wide 
Selection of Housewares, Featuring: 
Color, Style, Assortment, 


Accessories and Price Range. 


ing. Specials help clear out the 
slow movers, make way for new, 
more seasonal and attractive mer- 
chandise, and _ stimulate sales 
where none might otherwise take 
place. A special may be a 98¢ 
trash can for 59¢. 

“We do not wait until the end 
of the year to put on a grand spe- 
cial sale at inventory time. Our 
specials twice monthly follow a re- 
view of our housewares depart- 
ment so that the items that have 
not caught on will not clutter the 
shelves. Also, seasonal changes af- 
fect the items that go into these 
specials,” she added. 

Housewares buying is done both 


Mrs. Fradin, left in top left photo, in- 
structs a customer in how to go about 
freezing vegetables she has grown. 
Putting out mass displays (top right) 
gives the homeowner selection 
in style, color and material in house- 
wares. This adds up to more sales. A 
young homeowner (lower) expects 
aor variety and information from 
@ housewares department. If she's 
looking for price, Langley Hardware 
believes, she'll go elsewhere. 
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locally and out of town. Christ- 
mas housewares buying is done in 
July, fireplace equipment in May. 
Quantity buying for better dis- 
counts is practiced on tried items 
with weekly fill-ins from local 
salesmen. 

Four personnel covering the en- 
tire store assist in housewares 
when needed. Questions of an in- 
formational nature are referred to 
Mrs. Fradin. 

“They are not specially trained 
in housewares though they know 
the stock and can give customer 
assistance. I help in finding the 
answer to special questions,” she 
explains. 





this store's special sales appeal 


The housewores department at Vande- 

velde Hardware Co. in Dyersburg, 

Tenn., accounts for at least 25 percent 

of the store's volume and draws heavy 

feminine traffic. Here four customers 

examine a display of aluminum utensil 
“specials.” 


wins housewares volume 


ORE THAN HALF of Vandevelde 
Hardware Co.’s sales are to 
women, 

That is a testimonial to the 
store’s highly successful promotion 
of housewares. 

Hardware dealers elsewhere in- 
terested in building feminine store 
traffic perhaps can borrow a page 
or two from the success story of 
the Dyersburg, Tenn., company. 

Housewares account for 25 per- 
cent of the Vandevelde store’s 
volume—about what is attributed 
to paint and wallpaper. It’s a ma- 
jor department and it gets major 
promotional effort. As a natural 
result, when most Dyersburg 
women think of housewares they 
think of R. H. Vandevelde Jr. and 
his pleasant, well-stocked self- 
service store. 

Vandevelde, incidentally, was 
the first hardware dealer in this 
section of West Tennessee to switch 
to self-service. He completed the 
transition in 1954. Never afraid to 
try something that might make his 
store more attractive and shopping 
easier, Vandevelde also was first 


54 


hardware dealer in the Dyersburg 
area to air condition, is the only 
one with piped music, and was 
first to put in island displays. He 
built island displays years ago 
when other stores were continuing 
to rely upon glass-enclosed dis- 
plays and cabinets. Vandevelde 


R. H. Vandevelde, Jr. sees that displays 

are neat and attractive. He has been 

in business on the town's square for 
25 years. 


still uses some of his original fix- 
tures, since remodeled and im- 
proved. 

Vandevelde has been meeting 
the shopping needs of housewives 
for a quarter of a century. His 
store has been a fixture on the 
south side of the town’s square 
since 1935. During the years he 
has established a reputation fo: 
“having it.” 

Since 98 percent of Vandevelde’s 
housewares sales are actually made 
to women—the other two percent 
is attributed to men buying gifts 
largely during the holiday season 

he aims his housewares promo- 
tions directly at housewives. 

Vandevelde believes his best ad- 
vertising medium is a coupon type 
ad appearing once or twice a week 
in a newspaper. Let him tell about 
it: 

“T use the coupon type ad con- 
sistently to advertise specials. I 
have found this sort of ad to be 
most effective in selling house- 
wares. The customer has to bring 
the coupon to the store to get the 
merchandise at the special price. 
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This display of electric housewares 
(top left) is one of the many eye- 
catchers arranged prominently up 
front by Vandevelde. The store carries 
a complete stock. These wall displays 
(top right) are of kitchen gadgets and 
dishes. Brooms, mops and other items 
for the housewife (lower photo) sell 


better 


when attractively displayed, 


Vandevelde has found. 


“It costs me $5 or $6 to run this 
ad. It’s usually four inches by two 
columns. I use the advertised item 
as a sales leader. I try to sell these 
advertised items at around 50 per- 


cent of regular price. My custom- 
ers have gotten into the habit of 
looking for these coupon specials. 
“How do I make money on them? 
“T don’t. Obviously, I take a loss 


Vandevelde switched to self-service in 

1954 and has been pleased with it. 

Customers like the idea, too. Items 

are plainly marked, and customers such 

as this one have no trouble finding 
what they want. 


on these items. But I use them like 
some supermarkets advertise items 
at a loss or break-even point sim- 
ply to attract customers. The profit 
comes from other sales once the 
customer starts shopping. Seldom 
does a customer buy only the ad- 
vertised item. Impulse buying 
brings other sales. 

“First, let me emphasize that 
while these cut-rate items are 
quality merchandise, they are 
items that haven’t moved fast 
enough at a fair profit price. 

“Every store has this problem— 
what to do with slow movers. Keep 
them forever or slash the price and 
get rid of them? The dealer doesn’t 
expect to make a profit on them— 
usually he is happy to get them off 
his hands at any price and regain 
the space for more attractive mer- 
chandise. 

“I look at it like this: If the 
items haven’t sold at the regular 
price or slight reductions, they 
aren’t becoming more valuable. 
That’s for sure. So why not dis- 
pose of them, even at a loss, and 
put the space to more profitable 
use? 

(Continued on page 66) 





By T. E. Williams 


South Carolina 
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Mrs. Sara Rushton, saleswoman, helps a customer 


select aluminum pans in 


the housewares section of 


this modern department. Other women browse around 
the attractive displays. This left side of the hardware 


department offers 


rubber goods, plastics, etc. 


Display Is the Key to 


on’T “hide your light under a 

bushel” is good advice, espe- 
cially when it comes to selling 
housewares and gifts. 

Like most other hardware deal- 
ers, for years we have been trying 
to sell too many kinds of durable 
goods in too little space. This means 
we had a few dust-laden samples 
of housewares on a shelf or fixture 
in our store—and a fair stock in 
the warehouse—but this has not 
impressed and drawn women cus- 
tomers in sufficient and profitable 
numbers. Women, of course, pur- 


chase the vast majority of house- 
ware and gift items. 

Thanks to the removal of the 
Saluda post office from its long- 
established location in the corner 
section of the building where our 
hardware store is located, we read- 
ily obtained the necessary room for 
a complete department for house- 
wares and gifts—including toys. 
This is joined to our hardware 
store room by rear doors through 
the toy department into the base 
portion of our “L” quarters. 

The room taken over from the 


Here Are the ‘Ingredients’ of a Successful 
Housewares and Gift Department: 


“ A good and respected saleswoman. 
“ Advertised, quality lines of merchandise. 
“ A variety or ‘choice’ of price lines. 


“ Good housekeeping, with changing 


and season-keyed displays. 


post office for our housewares and 
gifts department is 22 feet wide 
and 75 deep. Our store room is 24 
feet wide and 100 feet deep, wrap- 
ping around the rear of the above 
section to a side entrance and 
opening into the warehouse at rear. 

Besides adequate space, of 
course, a modern housewares and 
gifts department requires other 
“ingredients” such as: 

A good and respected 
woman. 

Advertised, quality lines of mer- 
chandise. 

A variety or “choice” of price 
lines. 

Regular promotion and advertis- 
ing. 

Good housekeeping, with chang- 
ing and season-keyed displays. 

For our housewares and gifts de- 
partment, our firm’s slogan is just 
as apt and helpful as it has been 
for farm and home hardware lines. 
This slogan is: “Service with 
Value.” 

We now carry an inventory of 
housewares and gifts that costs 
twice as much as our annual sales 
in these items were in 1957—be- 
fore we invested in a modern de- 
partment! Our sales in November 
58 totaled $1,476. In December ’58 
such sales zoomed to $3,276! 


sales- 
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Owner-Manager T. E. Williams (left photo) straightens up stock “between seasons” in the spacious toy 
area at the rear of the housewares and gifts department. Perforated hardboard makes wall and counter 
display easier and more attractive. Appliances, china ware, and gift ware beckon to callers from the 
right side of the store. Here (right photo) customers select from a wide variety of gift offerings. At the 
front of the store, in the center near the door, is the checkout counter for cash register and gift wrapping. 


More Sales in Housewares 


Although our housewares and 
gift sales may not have exceeded 
$12,000 for all of 1959, our annual 
goal in these profitable items is 
$20,000. 

Sales of housewares and gifts 
are highly seasonal, but they yield 
meaty profits. We shoot for a 100% 
mark-up on gifts and 50% on 
housewares and 50% on toys. 

Sales in six months must be 
ample to “carry the department”’ 
for 12 months. These months are 
April, May, and June—when wed- 
ding, graduation, and Mother’s Day 
gifts are bought; and in October, 
November, and December—when 
traffic is heavy for Thanksgiving 
and Christmas purchases. 


Saleswoman in Charge 


We placed our department in 
the capable hands of Mrs. Sara 
Rushton, wife of the Saluda county 
coroner who is a farmer. We pay 
her an above-the-local market sal- 
ary for a saleswoman and this is 
adjusted to increased business and 
profit. 

Our housewares and gifts de- 
partment is sectionalized into dis- 
plays classified by name in mod- 
ern wall and floor fixtures that 
were created by a national manu- 


facturer. These include house- 
wares, rubber, plastic, waxes & 
cleaners, cleaning aids, earthen 
ware, enamel ware, china ware, 
gift ware, and toys. 

In the early months of the Wil- 
liams Hardware & Supply Co.’s 
housewares and gifts department, 
the most popular items were $1.00 
imported gift novelties, ovenware, 
aluminum cookware, glassware 
and electric steam-and-dry irons. 

Since our county newspapers 
have limited circulation and read- 
ership, and we have no local radio 
station, direct-mail is our most 
economical and effective form of 
advertising (next to word-of- 
mouth). 

In the big gift-buying seasons, 
we get up a large, illustrated flyer 
featuring brand names and special 
prices. For Mother’s Day, the Wil- 
liams circular was 15 by 22 inches, 
folded twice to 7% by 11 inches. 
Three thousand copies of this 
“Housewares and Gifts—Mother’s 
Day Specials” cost us $85 for the 
printing, $44 postage for rural dis- 
tribution by mail to boxholders 
under a Section 34.66 P.L.&R. post- 
age permit, and $2 for city delivery 
by hand. 

Illustrations are obtained from 
manufacturers’ ad mats, and we 
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get help from some suppliers in 
the form of a cooperative adver- 
tising allowance. 


Items Included 


One side of our Mother’s Day 
circular featured a saucepan set, 
waterless cookware set, small ap- 
pliances, serving bottles and sets, 
and vacuum cleaners. The “inside’”’ 
of this circular offered a copper 
bottomed double boiler, pressure 
cooker, electric percolator, toaster 
and steam/dry iron, open-stock 
china, milk glass, wooden mixing 
bowls, and other suitable gifts for 
Mother’s Day gifts. 

Yes, we’ve put our housewares 
and gift lines out where customers 
can see — and select — and buy 
them. And according to our 
records, it’s paying off well! 

Although we charge merchan- 
dise to creditable customers, three- 
fourths of all sales are for cash. 
And even though we offer to de- 
liver all purchases for local cus- 
tomers, only one-fourth of our 
housewares gift customers require 
this service. Yet our business vol- 
ume is growing proof of the pub- 
lic’s acceptance of our promise of 
“Service with Value”—a promise 
which is more than empty words. 
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Gifts comprise 50 ig = of the inventory at 

this Austin store. For instance, here are two 

good-looking displays at the store. The stand 

contains baskets of artificial fruit, ordinarily a 

difficult line to display. The fixture in back can 

be moved to any location and merchandise on 
both sides is easily rotated. 


By Margot Mejia 


An upfront sales counter (left photo) allows clerks 
to greet customers as they enter and to determine 
when they need help with their selections. Gift wrap- 
ping supplies are stored under the counter. The 
spacious housewares department at Vaught's (center 
photo) in Austin, Texas. Kitchen stools and utility 
tables are stocked atop the jutting shelf under the 
ceiling. Small items are arranged in bins on the 
island counters. Austin women look to the store for 
one of the city's finest selections of giftware. On the 
top shelf of this display (right photo) are more than 
two dozen lamps ranging in style from the sleekest 
contemporary design to quaint styles in milk glass. 


Getting 


sa, Bria. FASHIONS are too 
fickle.” 

“A man can’t know if he’s buy- 
ing stock that will be popular.” 

“T’m sick of reducing and closing 
out expensive items that don’t 
sell.” 

“All that breakage.” 

These are typical moans and 
wails of hardwaremen all over the 
country who’ve experimented with 
gift lines. Every day sees more of 
them throwing in the towel and 
getting out from under this type 
of merchandise. 

But not so with Vaught’s of 
Austin, Texas in whose north side 
store, gifts comprise 50 percent of 
inventory and who has acquired a 
citywide reputation for luxury 
items that has put its hardware 
into a co-starring category. 

“But not every dealer can get 
along with gifts,” cautions owner 
John B. Vaught. “This is not the 
line for the ‘nuts and bolts’ man 
who winces when a woman tries to 
describe the hardware gadget she 
needs. Sure, there’ll always be a 
place in the hardware industry for 
him. But he should avoid gifts like 
the plague!” 

A dealer’s personality is the first 
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Along with Gifts 


criteria for the success of a gift 
department, believes Vaught. “I 
just happen to like pretty things,” 
he explains concisely. Next comes 
the dealer’s attitude about women 
customers. 

Vaught goes on: “If you’re con- 
vinced that they hold the purse- 
strings and do 90 percent of the 
nation’s buying, maybe you're 
ready to lure their business with 


’% 


‘pretty things’. 
Idea Works Well 


Originally a soft-goods buyer 
for a men’s store, Vaught was con- 
vinced that the establishment 
should have a small department 
which carried an exclusive line of 
gifts for women. This, he told his 
boss, would serve a lucrative and 
thecughtful purpose — the men 
would buy a gift for the little 
woman as an appeasement for the 
money they’d spent on their own 
wardrobes. The idea worked very 
well and the customers were de- 
lighted with the subtle reminder. 

When Vaught went into the 
hardware business, he tried a simi- 
lar stunt. In his first store, a 12- 
foot area along one wall held gifts 
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and housewares appealing to wom- 
en. Today the department occu- 
pies half the store. His recently- 
opened second store—even though 
located in a less-wealthy section of 
the city—also does a brisk business 
with these lines. 

It is unquestionably true that 
this merchandise must be handled 
much the same as women’s fash- 
ions and accessories. Yesterday’s 
hot item is today’s dead duck! 
With few exceptions, Vaught turns 
over al] the buying and decisions to 
his housewares and gifts buyer, 
Mrs. Metta Mae Nash. She and 
one or two clerks handle the de- 
partments except when extra help 
is needed at holiday peak periods. 

“However,” he cautions, “you’ve 
got to anticipate buying a few 
items each year—as with most any 
merchandise—that won’t catch the 
public eye.” When this happens, 
the items are not permitted to take 
up premium space but are reduced 
until sold. Each store maintains a 
highly popular bargain table where 
the “dead ducks” are quickly 
cleared. Also paralleling the fash- 
ion industry is the necessity for big 
selections of gifts—one or two 
items in each line aren’t enough. 


a° 


~. 


SOUTHERN HARDWARE for FEBRUARY, 1960 


A year-round promotion of gift- 
ware is kept in motion by the Aus- 
tin firm. At least one or two spe- 
cials are featured each month and 
direct mail circulars always call 
attention to this department. Even 
though sales run high during the 
“sift” holidays, Vaught believes 
strongly in specials at these peri- 
ods, too. As much as 90 percent of 
the window display space at the 
north side store is kept filled with 
these items. 


Believes in Promotion 


“Austin people have known us 
as a hardware store for years,” 
feels Vaught. “But if we're going 
to bring them here for gifts, we’ve 
got to keep them out front.” A big 
believer in promotions, the store 
appeared in this magazine a few 
years back after staging a carload 
sale of dishes. Vaught’s sold 14 
tons during the short two hours of 
the event! 

A deliberately soft, semi-self- 
service is noticeable in the gifts 
and housewares departments. A 
customer is encouraged to ask 
questions and to browse, but a 

(Continued on page 66) 





Manager Richard Jacobs, Lentz Hard- 

ware, straightens stock on the special 

housewares gondola. Use of this sec- 

tion has created an increased demand 

for plastic items, and illustrates the 

value of advertising and maintenance 
of full stock. 


OLUME in plastic housewares 
has more than doubled for Zac 
Lentz Hardware, Victoria, Texas. 

This selling spurt started after 
the management grouped the mer- 
chandise into a special section and 
allotted a small share of advertis- 
ing to it. 

Until about a year ago, plastic 
housewares were scattered among 
various sections of the store, with 
the bulk of them, of course, being 
shown in the housewares and gift 
department. They did not sell as 
well as Store Manager Richard 
Jacobs felt they should, and he felt 
that perhaps one contributing fac- 
tor was that they did not receive 
sufficient promotional attention to 
create customer interest. 

Accordingly, he checked the 
stock closely, and realized that one 
reason sales had not been as high 
as they should have been was too 
many shortages in certain items. 
Determined to give plastics a prop- 
er chance to sell, he ordered, as an 
experiment, additional items to fill 
out the line, and increased the 
stock on hand of certain items that 
had been selling reasonably well. 
The result was an increase in stock 
in‘ventory of about 50 percent. 


SEPARATE DISPLAY 
DOES THE TRICK.... 





on the Sales Appeal 


of Plastic Housewares 


Then he set aside two adjoining 
and continuing display gondolas 
near the center of the store, set 
apart completely from the house- 
wares section along the left side of 
the floor. The combined length of 
the two four-shelf gondolas was 
20 feet. Nothing was allowed to be 
displayed here but plastic items, 
and there was sufficient space to 
show not only all items stocked, 
but also a duplication of some of 
the fast-selling pieces which cre- 
ated buyer response in mass dis- 
play. 

In a comparatively short while 
after the 50 percent increase in 
stock inventory and the grouping 
of plastics in a special! display, vol- 
ume was up more than 100 per- 
cent. It has shown a gradual rise 
since the change-over. 

Every Thursday morning the 


By Ruel McDaniel 


store runs an advertisement aver- 
aging three columns wide and 10 
inches deep in the local Victoria 
paper. The advertisement is aimed 
at week-end shoppers, and features 
several items, all priced attrac- 
tively. Since grouping plastic 
housewares and giving them more 
attention, Jacobs has been includ- 
ing one plastic item in this weekly 
advertisement. 

“No merchandise we have ad- 
vertised has created more re- 
sponse,” he said, “Shoppers know 
what plastics are today, and they’re 
ready to buy them. We see plas- 
tics as a line of growing impor- 
tance in the hardware store, either 
as a separate section, such as we 
have, or as a section adjacent to or 
incorporated with the housewares 
department. Plastics definitely are 
replacing some of the old standbys 
in the housewares department.” 

One recent advertisement of the 
store carried a small cut and brief 
description of a plastic waste- 
basket, at an attractive, although 
profitable, price. The entire space 
devoted to the item was no more 
than 2% inches, but it sold over 
100 plastic wastebaskets during 

(Continued on page 98) 


this dealer doubled the volume on his plastic housewares lines 
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A NEW 254-ft. x 203-ft. build- 
ing on one level comprising ware- 
house, offices, and garage in 
Springfield, Va., has consolidated 
and replaced the three-building 
operation of Fries, Beall and 
Sharp Co. in Washington, D. C. 
The new location of the wholesale 
distributor was designed for max- 
imum efficiency in merchandise 
receiving, shipping, and storage 
with minimum loss of time. By 
1961 when circumferential high- 
ways will be completed into the 
metropolitan area, deliveries will 
set a time record exceeding for- 
mer in-town customer service, the 
officials state. 

“It was very costly operating 
out of three different buildings,” 
according to Frank Clements, as- 
sistant secretary and sales man- 
ager. “In order to reduce stock 
handling costs through a better 
planned operation, we consolidat- 
ed under one roof, with one floor, 
mechanized, and planned layout 
for fastest flow of materials.” 

Approximately 46,000 sq. ft. of 
the building’s floor space is devot- 
ed to the warehouse, and 6,000 sq. 
ft. to offices and garage. At the 
north end of the building five 
warehouse doors. receive rail 
freight; three doors on the incom- 
ing dock, motor freight. 

Bulk materials such as fencing, 
fertilizer, nails, etc. are stored at 
the receiving end of the building 


New Facilities for 


Fries, Beall and Sharp 


in the area immediately adjacent 
to receiving. Beyond this area are 
located all shelf goods comprising 
any item that requires repacking. 
Ten shipping docks, each with its 
own cage, are located at the south 
end, A main aisle that starts at the 
receiving end continues down the 
east side of the building and along 
the south wall. 

“A cage system was introduced 
with each loading dock having its 
own cage. When a truck comes 
back from a delivery, the new load 
is ready for loading without a 
moment’s loss of time,” Clements 
explained. 

Mechanized equipment reaching 
to a 16-ft. height ceiling is used 
in the bulk materials area. 

Two groups of order pickers in 


Behind the attractive exterior of the 
new facilities of Fries, Beall and Sharp 
is a@ layout designed for maximum 
operating efficiency. Ten shipping docks 
each have their own cage. Top left 
photo shows merchandise being trans- 
ferred into one of the cages. Steel 
shelving, right, replaces wood shelving 
for merchandise storage. 
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bulk and shelf goods operate be- 
tween the storage area and cages: 
bulk merchandise is put on battery- 
operated trucks of 1500-lb. loads, 
shelf goods on 8-ft. manually op- 
erated transporters. 

Steel shelving has replaced the 
former wood shelving for merchan- 
dise storage. Every item and 
amount of space needed was com- 
puted and steel shelving designed 
to accommodate merchandise and 
take care of future growth. 

The warehouse is heated by gas 
blowers and illuminated with con- 
tinuous fluorescent tubing. 








"Right on the Way...” 
(Continued from page 46) 


being done presently in artificial 
baits and other fishing needs, boat 
hardware, and ammunition. Slow- 
sellers are rods, reels, and guns. 
Water sports accessories are fast- 
moving items but depend on near- 
perfect weather for their popular- 
ity. 

Although the Green’s Bayou firm 
refuses to “take the count” along 
with other stores which once sold 
this merchandise, it does not wait 
optimistically for trade. When the 
squeeze was first felt, a promotion 
program of giveaways was stepped 
up. During the Gulf Coast’s long 
fishing season, the store hands out 
plastic cards listing the high and 
low tide hours over a 3-month 
period. Customers nearly always 
return for the next card in the 
seasonal series, A similar card is 
given to hunters which lists the 
dates of various game seasons, An- 
other popular free gimmick is a 
plastic holder for fishing, hunting, 
or drivers licenses, brightly deco- 
rated with the store’s advertising 
and a sports picture. A real friend- 
maker is Carleton’s_ specially- 
drawn fishing map—usually sold 
elsewhere for at least a dollar. 
Calculated emphasis is given to the 
portion of the map which tells the 
sort of tackle needed for various 
fish in local waters. 

“Big Fish” contests are certainly 
nothing new under the sportsman’s 
sun but the annual event staged by 
Carleton’s is unique in that it is 
run solely by the firm, with all 
advertising and prizes coming out 
of its pocket. In the 5-year history 
of the contest, average annual en- 
tries are now over the hundred 
mark but are largely governed by 
the amount of good fishing weath- 
er during the 2-month contest pe- 
riod. Salt water categories are red- 
fish and speckled trout; fresh wa- 
ter are bass, crappie, and catfish. 
Some of the generous prizes are 
rods and reels, guns, and ice chests. 
The most effective merchandising 
feature of the contest is the weigh- 
ing-in, with the scale located inside 
the hardware store. It is rare that 
an entrant leaves the premises, re- 
ports Morris Carleton, without 
buying a few fishing needs. 

“Success in selling sporting 
goods, with us, boils down to two 
factors,” the owner feels, “our lo- 
cation and our drive-in grocery. 
The grocery brings the sportsman 
im for ice, bait, and food—while 
automatically exposing him to the 
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sporting goods we've stocked over 
there. As for location — when a 
sportsman buys in a big, metro- 
politan store, he is usually making 
a well-planned purchase. But when 
he gets as far en route as our store 
on his sporting jaunt,’ Carleton 
concluded, “he can almost smell 
the fish, see the birds or whatever. 
He’s at the stage where he simply 
can’t resist another spinner, an ex- 
tra flashlight, or more ammunition. 
It’s this small but profitable im- 
pulse buying that keeps us going. 
And we've found that he’ll come 
back to Carleton’s—‘right on the 
way’ — when he’s ready to buy 
more expensive sporting goods.” 


+ 


Modernization Sparked 
Floor Coverings Sales 


(Continued from page 47) 


on his floor. 

“About 50 percent of the times 
we have shown the customer the 
entire rug on our floor, a sale was 
made without further delay.” 

Not only does the Mixson store 
have a large display area, but it al- 
so has a stock of over 50 patterns 
in the two most popular sizes of 
nine and 12 foot lengths. They 
have learned that women purchase 
over 75 percent of the floor cover- 
ings and they will not buy unless 
they have a wide selection of pat- 
terns from which to vhoose. 

This point was emphasized by 
Mixson. “We soon learned that in 
dealing with women concerning 
floor coverings, it is absolutely es- 
sential to have a wide selection of 
patterns. 

“Their tastes range far and wide, 
and they often insist on looking at 
and carefully examining every 
pattern in stock before making 
their selection. Therefore, if only a 
few patterns are offered, they will 
often go where there is a larger 
selection.” 

The Mixson store also does a 
good business in linoleum sold by 
the yard. Many customers, they 
find, will buy this rather than the 
standard room-size rugs because 
they want to install it in closets, 
halls, and bathrooms, and they 
want it all to match. 

“We are especially proud of this 
part of our floor coverings serv- 
ice,”’ Mixson said. “You see, many 
customers have bought enough to 
do one room and liked it so well 
that they came back and bought 
enough to do every room in the 
house. As an extra customer serv- 


ice we ask them to bring us the 
room dimensions so that we can 
cut the linoleum for them in the 
store. This makes it easier for 
them to fit the material around 
fixtures when they get it in their 
homes.” 

Store personnel make certain 
that every family-type person vis- 
iting the store is steered to the 
floor coverings department for at 
least a moment or two. They find 
that most women will spend 10 
minutes or more walking about the 
big display area looking at the dif- 
ferent patterns and _ selecting 
favorites. 

“We know,” Mixson said, “that 
most customers will not buy any- 
thing from the department on their 
initial visit. However, chances are 
that it will start them thinking 
and before long they will grow 
tired of an old worn rug and will 
return to the store to make a 
choice.” 

An added feature of this depart- 
ment is its estimate desk, located 
at the department entrance. Cus- 
tomers from all over the store are 
invited to visit the department, 
select a rug pattern, and have the 
store estimate how much it will 
cost to do their entire house. If a 
customer wants each room in a 
different pattern, they are invited 
to make a number of selections 
and receive a complete estimate. 

“The estimate desk has been one 
of the best sales builders we have 
ever used in the department,” 
Mixson averred. “We always re- 
cord the number of rooms, the pat- 
terns selected, and the date the 
customer is given an estimate. We 
never ask the customer if he has 
made up his mind when he re- 
turns to the store for other pur- 
chases. We let them have plenty 
of time to think it over; and on so 
many occasions we have had cus- 
tomers to return, bringing the esti- 
mate slip, and say, “This is what I 
want for my house.’ 

“When we get really good pros- 
pects for the roll linoleum at the 
estimate desk, we get them small 
sample pieces of their selections to 
take home for matching with their 
room, drapery, and upholstery col- 
ors. Also it helps when the women 
discuss it with their husbands.” 

Another advantage of the esti- 
mate desk can be found in the 
record kept of each woman cus- 
tomer and the pattern she espe- 
cially likes. This information is 
passed along to their husbands, 
and this often solves birthday, 
Christmas, and anniversary gift 


(Continued on page 64) 
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MARK | CHALLENGER 
SINGLE ENGINE $189 


You can make a lot of money 
selling SIMPLEX ..» America’s Finest Racing Kart 


@ Simplex Karts have and will consistently outsell any and all other Karts on the market 
\ because the quality is obvious and the combination of standard features are unmatched 
Hore’s by anyone. 


Why! ® Our dealer discount is among the highest, if not the highest, in the industry. When you 


consider that we pay the freight and charge nothing extra for crating as some do, our 
dealer profit structure is perhaps the highest in the industry. 


@ We have a complete dealer help program. 


@ With the largest production capacity in the industry Simplex can deliver all the Karts 
and Parts you will sell. 


Send for our complete Dealer Brochure with the answers to all of the questions most often 
asked by prospective Kart dealers. 


MARK Ili CHALLENGER 


DUAL ENGINE $269 
RETAIL 


SIMPLEX MANUFACTURING CORPORATION 


540 North Carroliton Avenue, Department SH, New Orleans 19, Louisiana 
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PAY THROUGH THE NOSE 
for High-cost, Locally-built 
Display Fixtures? 


Store modernization is lower in cost 
with Display Fixtures Styled by HELLER! 


Quantity purchase of materials and high-volume production by 
HELLER assure you substantial savings over units built by local car- 
penters or cabinet shops as well as other factory-fabricated fixtures. 
And HELLER meets your space needs right down to the last quarter- 
inch! Flexible-View Fixtures are completely finished and supplied with 
necessary hardware. 

Smart, Flexible-View HELLER units outpull, outsell ordinary, locally- 
built displays by as much as 36% on a storewide average . . . as high 
as 42% in many departments. 

Take advantage of HELLER’S merchandising and installation service. 
Our factory-trained store engineers can assist you in planning your 
fixtures to deliver highest store profits from every bit of your display 
space. Why not check with us today? 


USE THIS COUPON TODAY 


— — 
— _—o 
— —— 


— 
ae 
— 
—_ —_ 
— —— 


W. C. HELLER & COMPANY @ MONTPELIER, OHIO 

Gentlemen: 

1 am interested in low-cost modernization with Flexible-View Display Fixtures by HELLER. 
Please send complete details. 


NAME 


a 
—— 








STORE NAME 





ADDRESS 








i il STATE 





w.c. 
MONTPELIER, OHIO WCH3 
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problems. 

Other factors are involved in the 
successful merchandising of flcor 
coverings. At the Mixson store, for 
instance, only nationally adver- 
tised brands are handled; complete 
instructions concerning how to in- 
stall linoleum without getting 
cracks and breaks are made avail- 
able; and a special lay-away pian 
is provided so that coverings may 
be picked up for a special occasion. 

“People, as a rule, come to hard- 
ware stores for all their paint 
needs,” Mixson reasoned, “so why 
not sell them their floor coverings 
while they are there? A big dis- 
play area, along with plenty of pat- 
terns and a number of promotions, 
can win the floor coverings busi- 
ness, as our sales have already 
shown.” 

The Mixson store is one of the 
oldest hardware stores in Southeast 
Texas. It was founded in 1901 by 
Sib and Mildred Mixson’s father 
and uncle. 

The original store has expanded 
to five different stores: hardware, 
clothing, feed, building materials, 
and a super market. 

Sib Mixson has complete charge 
of the operation of all five stores. 
He is assisted by his sister who 
handles office and bookkeeping de- 
partment responsibilities. 


+ 


Special Appeal 
to Women Customers 
(Continued from page 51) 


She knows she need not go to the 
big town twenty miles away to 
shop. 

“Women in the smaller towns 
like to be one of the first to own 
something new. Understanding this 
trait in my customers, I feel that 
it pays us well to add even unusual 
new items to our stock. I don’t 
mean to say that we buy Javishly 
or without thought, but we do add 
those items that I, an experienced 
housewife, feel that most women 
like.” 

Making an appeal to housekeep- 
ers interested in their homes, Mrs. 
Hughes observes a rule that many 
larger dealers rather neglect—out- 
standing neatness in her store 
“housekeeping.” Every morning, 
coming down a little in advance of 
the first expected customers, she 
dusts and arranges everything in 
housewares. Sometimes the lack of 
time prevents her from cleaning 
and dusting in other departments, 
but housewares and paints get that 
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New steels are SHEFFIELQ 
= at \RMCo 
rmco V/ 


ma [@ 8 


rt 17 Str. Tene 


ROUN bart O©& 


~\ BARBED WIRE | 
~ 


You'll be money ahead 


when you buy and sell Barbed Wire 


WITH YOUR EYES WIDE 


Selling barbed wire calls for keeping your eyes wide open to assure your customer 
gets quality. Gambling with customer good will and future sales is bad business 
any way you look at it. 
At first glance barbed wire of uncertain origin and quality (that varies from 
too soft to too brittle) may look like a good buy. 
But take a second look! As reported in a leading farm publication: “Where samples 
of foreign wire are analyzed and tested, it frequently falls far below American 
standards of length, gauge, quality of steel, galvanizing and workmanship.” 
By contrast, look at the quality in Sheffield “100” High Strength Barbed Wire. 
Look what your customer gets: 

1. Sheffield “100” Barbed Wire tests up to 20% stronger than ordinary barbed 

wire. Yet it’s pliable and easy to handle. 
2. Tightly bonded coating fights corrosion to give extra years of service life. 
3. Whether two point, or four point, the sharp barbs on Sheffield “100” are 
evenly spaced—no misses, 
4. Conte less per year to own when figured over its years of longer service 
e. 

That’s why it pays to sell your customers Sheffield “100” High Strength Barbed 
Wire. Quality is assured by steelmakers you know and can trust. Steelmakers who 
have stood behind their fence products for more than 30 years. Steelmakers who 
are neighbors of yours. 
Stock up now for the demand. Get in touch with your distributor. 


OPEN 


Check With Your Distributor on 
The Economies of Mixed Ship- 
ments of These Sheffield Wire 
Products. 

Woven Wire Field and Poultry 
Fence @ Barbed Wire e Smooth 
Wire @ Ornamental Fence e Steel 
Gates e Coiled Baling Wire e Bale 
Ties 

Nails and Staples — Regular, 
Screw Type and Ring Shank 
Brads, Small Nails, Tacks and 
Spikes 

Bolt and Nut Products 


Stock up now for the demand. Get 
in touch with your distributor. 


BUY U. ‘Sal 





SHEFFIELD DIVISION 





vi 
Products, Inc. 
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ARMCO STEEL CORPORATION 


® OTHER DIVISIONS AND SUBSIDIARIES: Armco Division + The National Supply Company + Armco Drainage & Metal 
e The Armco International Corporation + Union Wire Rope Corporation + Southwest Steel Products 
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9 ways to make steady profits 


in 1960 


Feature DEALER-TESTED 
ANCHOR BRAND and WILCOX-CRITTENDEN 


Sl ) Dependable Hardware 


~ en your stock of these staples now 

















3. 











EASY-DOES-IT 


No. 1 Calf Weaner, cast 
malleable iron, standard pat- 
tern, points will not injure 
animal. 


HOLDS FAST 


CJ No. 290 Shackle, screw-pin 
type anchor shackle, drop- 
forged weldless steel, gal- 
vanized or self-colored, sizes 
¥, through 2 


WORKMANLIKE 


CJ No. 160 Curry Comb, steel 
with steel handle, open back, 
six bars with knocker bor. 


























EXTRA STRONG 


No. 240 Slip Hook, self- 
colored weldless drop-forged 
steel, sizes to fit chains from 
Y" through 4%” 


TIMESAVER 


CJ No. 2530 Chain Repair 
Link, cast malleable iron, sizes 
Xi, through %”; also drop- 
forged steel, No. 662, 4” 
through 14” 


EVER RELIABLE 
C) No. 0173 Pulley, single 


swivel, gray iron, closed malle- 
able eye, sizes to fit rope from 
%" through ,'" 


























MANY-WAYS USEFUL 


Lj No. 225 Bolt Snap, cast 
malleable iron, swivel round 


eye, y", 4%", %", 7. 1”, 


SILENT SALESMAN 


No. 1 Snap Assortment 
contains 72 pieces, all-purpose, 
open eye, 4%“; swivel eye, yy", 
54’, spring, bolt snaps; color- 
ful display box. 


You stock staples that will make steady 
profits for you in 1960 when you stock 


Anchor Brand and Wilcox-Crittenden 


dependable hardware. 


Quality and durability are the watchwords 
for this hardware and customers appreciate 
both — and you, for providing it for them. 
If a check shows your stock is low, ask your 


jobber to bring it up to snuff A full stock 


means full profits for you. 


NO-SLIP GRIP 


LJ No. 301 Turnbuckle, open 
type, hook and eye, galvanized 
weldiess drop-forged steel, gal- 
vanized threads. 


NORTH or 


Manufacturing Company 


New Britain 


Connecticut 


New York © Boston ¢ Philadelphia « Atlanta * Jackson (Miss.) * Buffalo * Detroit * Chicago 


Minneapolis ¢ St.Louis ¢ 
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Dalias °¢ 


Los Angeles °* 


San Francisco 


Seattle © Montreal 





daily care that makes every item 
look fresh. 

The store is arranged so that the 
display floor is actually that—a 
display floor. The area behind is 
used for bulky items, such as fenc- 
ing. 

Fencing here is a profitable item 
that is especially selected to build 
good will. Mrs. Hughes actually 
considers it in the same category 
as housewares, because most fenc- 
ing sales are to home-owners with 
small children. One of the service 
features for fencing is to permit 
the customer to take out a roll, cut 
off what is needed, and then re- 
turn the remainder for a refund. 
Even a few unused feet can be 
turned back for that refund. None 
of these short lengths are wasted, 
because some customers are glad 
to be able to buy a few feet of 
fencing for a special purpose. 

Metal posts and post hole diggers 
are sold. Mrs. Hughes explained 
that they did not rent post hole 
diggers because rental service 
would block the sales they want. 


. 


Getting Along with Gifts 
(Continued from page 59) 


clerk does not tag along at her side. 
Metal shopping carts are provided 
but not solely for the usual rea- 
sons. When a woman with small 
children comes into the store, she 
is asked if she wouldn’t like to 
give them a ride in a cart. “Far 
from being offended,” marvels 
Buyer Mrs. Nash, “they are de- 
lighted with the idea. I believe 
they worry more about children 
breaking things than we do!” 

Very little damage of fragile 
merchandise has been experienced 
at Vaught’s, possibly because of 
the skillfully-designed fixtures. 
Pyramided island counters serve 
the double purpose of making the 
aisles seem wider while lessening 
the chance of breakage from coat 
sleeves. Recessed bases under wall 
fixtures make it necessary for a 
customer to reach up and outward 
to examine an item, again paring 
down the chance of damage to ar- 
ticles on lower shelves. 

Although a large portion of 
Vaught’s space is still devoted to 
hardware and related items, the 
sections catering to women are 
marked by a luxurious atmos- 
phere. The store often buys ex- 
pensive pieces of merchandise 
which it does not expect to sell, 
simply to maintain this air and to 
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DRAPER-MAYNARD SPORTS EQUIPMENT 


~ t¥ 
ea - 
seein 


* * 


One is best! 
Just like “too many cooks spoil the broth” — the more sporting goods lines 
you have, the more headaches! More costs, too! You save when you stock and 
sell the one complete line of sports equipment your customers know... 
Draper-Maynard and MacGregor golf and tennis. You reduce inventory head- 
aches, brand confusion, duplication of orders, effort and paper work. In their 
place you get a complete line, with quality assured, quick delivery, faster 
turnover and higher profits. Get the full story. Write today for complete in- 
formation, catalogs, and name of your nearest Draper-Maynard wholesaler. 


EE DRAPER-MAYNARD sports couiemenr 


a division of The MacGregor Co. 
Me Lithy Dg Kina’ 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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FULL LINE 


keeps chain sales coming your way! 


You'll satisfy every customer's needs—get the biggest share of the 
chain business in your area with Taylor's complete line. National 
advertising . . . effective sales helps . . . up-to-the-minute packaging 
make this profitable business come easier. And Taylor's 86-year-old 
reputation for top, uniform quality assures complete customer satis- 
faction—strong repeat sales for you! 


FREE! CHAIN 
SAMPLE BOOK. 
Bulletin 59 contains 
actual-size reproduc- 
tions of all types and 
sizes of welded and 


ad e weldiess chain. 


CHAIN since $S.G. TAYLOR CHAIN CO., INC. 
1873 Hammond, Indiana 





upgrade other lines. All fixtures 
are finished in high fashion colors 
—chartreuse, pink and plum. 

John Vaught’s personally-de- 
signed wall fixtures, indicate a firm 
grasp of psychology. “With mir- 
rors behind the merchandise,” he 
jokes, “the women come into the 
department first to see if their 
noses are shiny; then they’re 
hooked!”’ Against the wall of 30- 
inch mirrored sections, Vaught ar- 
ranged movable shelves so that 
customers could see both sides of 
the gifts and to add an illusion of 
width to the store. The lowest 
shelf is 15 inches from the floor 
and handsomely carpeted in a pas- 
tel shag cotton. The wall display 
of the housewares section is simi- 
larly arranged but against a peg- 
board background. Movable dis- 
plays of pegboard are another 
novel and inexpensive idea. They 
are arranged in back of the win- 
dow areas to cut down glare. The 
boards are simply set up within a 
narrow frame and both sides— 
window and store—are used for si- 
multaneous display. 

Much the same items as are 
found in exclusive gift shops can 
be bought at Vaught’s—copper, 
brass, wood, ceramics, bottles, milk 
glass, crystal, china and chrome. 
Best sellers this year, finds Mrs. 
Nash, are wall decorations of ce- 
ramic; clocks, candleholders and 
ornamental placques. In the house- 
wares section, only better grades 
of merchandise are stocked. Pot- 
teryware and porcelain - finish 
cookware in gay colors are current 
favorites. Small appliances move 
very slowly, though a good busi- 
ness is done in electric clocks. 

“It’s not just my personal feel- 
ing about gifts that keeps me 
pushing them,” comments Vaught 
positively. “I’m still a business- 
man—not a sentimentalist. This 
merchandise is one of my own 
ways of avoiding the ‘drouth’ sea- 
son in sales. Actually, gifts sell all 
year ’round but they really fill up 
the gap when hardware goes dead 
during the holidays. This is the 
same reason I also own a nursery 
and garden center—funny how 
people can still dig up money for 
their yards even after they’ve been 
drained during Christmas. I go 
along with this business principle 
of diversification. To me, that 
means gifts. I believe in treating 
them like women—spend money 
on them, display them to their best 
advantage and say nice things 
about them!” The returns for 
Vaught’s of Austin are well worth 
the effort! 


68 For more information use Handy Return Card, Page 75 SOUTHERN HARDWARE for February, 1960 





YALE ©... 


Finest Name in Locks 








PRESTIGE HARDWARE 


— TAB EAS THAT PAYS PROFITS 


Yale offers a full line of hard 





write The Yale & Towne Manufactur ng 
Co., Lock and Hardware Division, 
White Plains, N. Y. 


YALE & TOWNE 


(ime © YALE -— finest name in hardware 
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“..an investment 
that makes 
all other 
investments 
worthwhile” 


JOHN COLLYER 
Chairman of the Board 
The B. F. Goodrich Company 


“For much of our nation’s progress, technologically, economically and 
socially, we must look to the excellence of our institutions of learning, 
whose students of today will be the scientists, the managers, the states- 
men and the cultural and religious leaders of tomorrow. 

“Tt is the responsibility of the American people and American industry 
to provide the financial aid so urgently needed now by our colleges and 


universities. 


“Join this important crusade. Contribute today to the university or 


college of your choice. You will be making an investment that makes all 


other investments worthwhile.” 


If you want more information on the problems faced by higher education, write to: 


Council for Financial Aid to Education, Inc., 6 E. 45th Street, New York 17, N. Y. 





ly 


. ° ° . . . ~/\= mieHer epucation 
Sponsored as a public service, in cooperation with the =()z 


Council for Financial Aid to Education 


KEEP IT BRIGHT 
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CATALOGS & BULLETINS 


170 Door Hardware. Door Catalog 
A-400 contains 192 pages covering 
the company’s line of hardware. 
Richards-Wilcox Manufacturing Co., 
Aurora, Ill. 


171 Hand-Tool Equipment. Auger 
and electric drill bits, chisels and 
gouges, drawknives, door lock bits, 
nail pullers, and other hand-tools 
are pictured and described in this 
catalog. Greenlee Tool Co., 1822 
Herbert Ave., Rockford, III. 


172 Pumps. A loose-leaf catalog, 
No. 1, of the complete Commander 
line of water pumps, water systems, 
and sump pumps is available. The 
Tait Manufacturing Co., 200 Detrick 
St., Dayton 1, Ohio. 


173 Plastic Pipe. Ace Supplex 
flexible polyethylene plastic pipe and 
fittings are described in Bulletin CE- 
57 which gives installation instruc- 
tions. It also contains a chart which 
lists many common industrial liquids 
and specifies which of these liquids 
may be carried in Supplex piping. 
Amerace Corp., 200 E. 42 St., New 
York 17, N.Y. 


174 Hack Saw Frame. An adjust- 
able tubular hack saw frame, No. 325, 
with chrome-plated handle and gold- 
finished blade, together with other 
tools and kits made by the company, 
is fully described in an available 
catalog. Great Neck Saw Manufac- 
turers, Inc., Mineola, N. Y. 


175 Lawn Mowers. Catalog sheets 
picture and describe the entire Lazy 
Boy and Capri lawn mower line and 
the Lazy Boy riding rotary mower; 
also Edger and Lazy Boy Trimmers, 
plus Universal Lawn Mower Blade 
Replacement Kits. Lazy Boy Lawn 


Mower Co., Inc., 1315 West 8th St., 
Kansas City, Mo. 


176 Padlocks. Padlocks to meet 
every need are described in an 
8-page catalog which features actual 
half-size illustrations of the com- 
pany’s entire line. Catalog #71 also 
describes Master’s Special Service 
Department, as well as Master’s 
padlock and bikelock display boards. 
Master Lock Co., Milwaukee 45, Wis. 


177 Canvas and Nylon Products. A 
complete line catalog is available 
which contains 48 pages devoted to 
pup tents, tarpaulins, Sure-Fit boat 
covers, and many other items. 
Hoosier Tarpaulin & Canvas Goods 
Co., 1320 West Washington St., In- 
dianapolis 6, Ind. 


178 Hand Tool Handles. Catalog A 
and Chart B are available to assist 
customers in determining which 
handle correctly fits certain striking 
and edge tools. Both are illustrated. 
O. P. Link Handle Co., Inc., Salem, 
Ind. 


179 Special Purpose Planes. “How 
to Use Special Purpose Planes,” a 20- 
page booklet on various types of 
rabbet, router, and double-end 
tongue and groove match planes, is 
available in reasonable quantity to 
dealers who may have them im- 
printed if they wish. Profusely illus- 
trated with line drawings the book- 
let will be helpful to both veteran 
woodworkers and beginners. Stanley 
Tools, New Britain, Conn. 


180 Insecticide Sprayers. Descrip- 
tive literature which illustrates the 
company’s garden hose-fitting insect- 
icide sprayer, together with its other 
hose nozzles and sprinklers, will be 
furnished on request. Gilmour Manu- 
facturing Co., Somerset, Pa. 
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Available free to readers. Write in the numbers 
of items wanted on the return post card, page 75 


181 Water Skis. The Hydro-Flite 
line of water skis, aquaplanes, and 
accessories is presented in catalog No. 
14. The catalog is in color, with the 
skiing equipment pictured and fully 
described. Hedlund Manufacturing 
Co., Nokomis, Ill. 


182 Nail Wall Chart. A colorful 
wall chart shows “penny-wise” and 
corresponding nail lengths in inches; 
also illustrates many types of Maze 
nails. W. H. Maze Co., Peru, Ill. 


184 Farmers and Ranchers Hand- 
book. Information essential to suc- 
cessful farm operation and items of 
interest to the family are included 
in a 72-page catalog of USS Steel 
Products for farm and home. Illustra- 
tions, application helps, specification 
charts, and “how to” instructions are 
included. Genera] information on 
care of animals, tips on electricity, 
fish ponds, etc., the use of nails; in- 
formation about building materials; 
and an offer of free building plans 
for various types of farm structures 
are included. Tennessee Coal & Iron 
Division, Fairfield, Ala. 


186 Garden Shears. The complete 
Snap-Cut line of garden shears is 
described and illustrated in a 10- 
page catalog now available which 
includes specifications, finish, pack- 
ing, and suggested list prices. Sey- 
mour Smith & Son, Inc., Oakville, 
Conn. 


187 Tapatco Products. A 24-page 
catalog, combining all Tapatco prod- 
ucts under one cover is available. It 
is printed in six colors and con- 
tains over 130 illustrations of Tapatco 
marine and other products. The 
American Pad & Textile Co., Green- 
field, Ohio. 


188 Store Displays. Each type of 


7I 





display item from ticket holders to 
complete display units is fully illus- 
trated and described in a cataog 
which contains much information on 
jisplay assembly. Reeve Co., 9249 
East Bermudez St., Rivera, Calif. 


189 Screw Anchors. Separate cata- 
log sheets in two colors describe anc 
illustrate Molly Jack Nuts, Moll; 
screw anchors, Molly utility plug, 
and Molly Hi-Speed Installer. Molly 
Corp., Reading, Pa. 


191 Firearms. An extended fire- 
arms catalog gives detailed specifi- 
cation information, prices, etc., on the 
complete Mossberg line of rifles, shot- 
guns, telescope sights and Covey 
hand trap. O. F. Mossberg & Sons, 
Inc., New Haven, Conn. 


192 Fishing Equipment. A 32- 
page, 8% x ll-inch catalog which 
gives descriptions, prices, and illus- 
trative details on the complete line of 
Shakespeare reels, Wonderods, lines, 
and miscellaneous accessories for 
every type of fishing is available. 
Shakespeare Co., Kalamazoo, Mich. 


193 Camping Furniture. An illus- 
trated catalog describes the com- 
pany’s complete line of folding cots, 
camp stools, and other canvas-cov- 
ered furniture items. Tucker Duck 
& Rubber Co., Fort Smith, Ark. 


195 Foot Valves. Bulletin 203, a 
complete outline of the company’s 
foot valves, with recommended uses, 
is furnished on request, Strataflo 
Products, Inc., Fort Wayne, Ind. 


196 Electric Trains. A catalog is 
available which gives full informa- 
tion and illustrates the company’s 
line of train outfits and accessories. 
The Lionel Corp., 15 East 26 St., New 
York 10, N.Y. 


197 Wood Bits, A 24-page wood- 
boring tool catalog, No. 53, describes 
all Irwin wood bits, special packag- 
ing, and point-of-sale displays. Rec- 
ommended uses for each wood-bor- 
ing tool, along with balanced stock 
recommendations, are included. The 
Irwin Auger Bit Co., Wilmington, 
Ohio. 


198 Fishing Lures. Complete in- 
formation on its lines of lures, ac- 
cessories, and displays is covered in 
the company’s 5l-page illustrated 
catalog of action tackle items. Mara- 
thon Bait Co. 840 Henrietta, 
Wausau, Wis. 


200 Pliers. An illustrated catalog 
containing information on a wide as- 
sortment of pliers, hammers, and 
miscellaneous tools is available, 
along with a price list. Merchandis- 
ing helps and suggested assortments 
are described in detail. Champion De- 
Arment Tool Co., Meadville, Pa. 


201 Screwdriver Roll Kit. A cata- 
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log page is available in black and 
white which describes and illustrates 
the TK-5 Hold-E-Zee Screwdriver 
Roll Kit. The RT-52 Roll Kit, a spe- 
cial electronics kit, is described also. 
Upson Bros., Inc., Rochester 14, N. Y. 


202 Chemical Dehumidifier. A col- 
orful consumer folder, “How To 
Avoid Rust, Mildew, Musty Odors 
Throughout The House,” gives in- 
formation about De-Moist chemical 
dehumidifier and contains a chart il- 
lustrating many new uses. Also avail- 
able are 3-color catalog sheets fea- 
turing Oven-Aid Cleaner, Free-All 
Septic Tank Cleaner, Chimney Sweep 
Fuel Additive, and Chimney Sweep 
Fireplace Powder. G. N. Coughlan 
Co., West Orange, N. J. 


203 Fishing Tackle. Offering a 
complete line of volume-priced Com- 
pac fishing tackle, the company lists 
hundreds of items in an all-inclusive 
28-page, general catalog. Commerce 
Pacific, Inc., 161 West 24th St., Los 
Angeles 7, Calif. 


204 Ornamental Iron. The com- 
pany’s 12-page catalog not only cov- 
ers TFC Ornamental Iron adjustable 
rails and columns, but also explains 
how to sell iron work with “step-up” 
merchandising, getting customers to 
spend a little more. Tennessee Fab- 
ricating Co., 1490 Grimes, Memphis 
6, Tenn. 


206 Life Saving Line. A full color 
catalog page offering illustrations and 
dimensions of the company’s U. S. 
Coast Guard-approved life vests and 
boat cushions will be furnished on 
request. Red Head Brand Co., 4300 
West Belmont Ave., Chicago 41, Il. 


207 Twine. A 48-page catalog in 
color entitled, “Columbian Twine for 
Every Use,” is available. The book- 
let describes strength, yardage, ap- 
pearance and price, the important 
factors of strength, knot strength and 
package break. Columbian Rope Co., 
Auburn, N. Y. 


208 Pumps. Lancaster’s line of 
Dutchman jet pumps and of the 
Lawn-Pak lawn sprinkling pumps are 
featured on two available catalog 
sheets which contain complete speci- 
fication data. Also available is a 2- 
page catalog in full color featuring 


the Dual Dutchman. Lancaster Pump 
and Manufacturing Co., Inc., Lancas- 
ter, Pa. 


209 Fishing and Marine Accesso- 
ries. The complete line of Frabill 
fishing tackle accessories and marine 
accessories is shown in this catalog. 
Frabill Manufacturing Co., 234 West 
Florida St., Milwaukee 5, Wis. 


210 Cleaning Supplies. “How to 
Display and Merchandise Cleaning 
Supplies for Profit” is the title of a 
six-page color folder offered to deal- 
ers as an aid in setting up a cleaning 
supplies center. Material in the 
folder, recently revised, has been pre- 
pared in cooperation with the Mer- 
chandising Laboratory of the National 
Retail Hardware Association. Ox Fi- 
bre Brush Co., Frederick, Md. 


211 Sportswear. The Clothing 
“preferred by sportsmen for more 
than 50 years” is presented in a color- 
ful sportswear catalog which features 
Duxbak garments that “shed water 
like a duck’s back.” Utica Duxbak 
Corp., Utica, N. Y. 


212 Bells. A 12-page colorful cat- 
alog illustrates the company’s line of 
bells. The line includes hand bells, 
tea, call, cow, patio, bicycle, yacht, 
souvenir, and numerous other types 
of bells. Bevin Brothers Manufac- 
turing Co., East Hampton, Conn. 


213. Wood and Sheet Metal Screws. 
Every master carton of Southern 
wood screws and sheet metal screws 
now contains Folder TC-3, “Instruc- 
tions for Selecting and Using Wood 
Screws and Sheet Metal Screws.” 
Folder TC-4 gives complete instruc- 
tions for measuring length and di- 
ameter, head styles available, pilot 
hole sizes, drill bit sizes, etc. Sup- 
plies of their folders are available to 
wholesalers and dealers handling 
Southern screws. Southern Screw 
Co., P. O. Box 1360, Statesville, N. C. 


214 Sprayer and Duster Line. A 
Hudson Sprayer and Duster Catalog 
(No. 546) shows and describes the 
company’s line of hand- and power- 
operated sprayers and dusters. Acces- 
sories and service parts are included 
also. H. D. Hudson Manufacturing 
Co., 589 East Illinois St., Chicago 11, 
Til. 


215 Toggle Bolts. A two-color bul- 
letin #7001, describes and illustrates 
a diversified line of toggle bolts. 
Complete information on minimum 
back-up clearances required and 
holding strengths of the spring-type 
bolts is provided. Installation in- 
structions are given. Specifications 
provide diameters, lengths, weights, 
catalog numbers, and packaging in- 
formation. Diamond Expansion Bolt 
Co., Inc., Garwood, N. J. 


216 Oilers and Cans. A catalog il- 
lustrating and describing the com- 


SOUTHERN HARDWARE for FEBRUARY, 1960 





“FIN- JIG" —the "FIN" Does It! 


(patent pending) , 

THE FIN DOES IT! Wards off rocks, weeds and snags but does not obstruct Fin Blocks Perfect Balance— 
fish's strike like wire weedguards. A carefully balanced jig with more Weeds, Fin-Jig Rides Upright 
lifelike bounce to the ounce. GENUINE Bear bair pulsates seductively .. . Snags 
Simply cast it out, twitch it in just over the bottom, watch your line 
there it goes—set the hook, hard, then enjoy the battle. Man that's livin’— { , ——" 
especially when your twitchin’ a “FIN-JIG’! 

472, 473, AND 475 SERIES “FIN-JIG” c ; e 
No. 472—Weight 1/8 oz.—Length 1 13/16 in.—No. 1 Goldplate Hook. .$ .35 —SEs 
No. 473—Weight 1/4 oz.—Length 2 in.—No. 1/0 Goldplate Hook AS 
No. 475—Weight 1/2 oz.—Length 2 5/16 in.—No. 2/0 Goldplate Hook. .65 

COLORS Y—Yellow B—Black W—White When Retrieved—Fin-Jig SINKING 

PACKING: All “Fin Jigs” are packed one dozen of a color to a display card. Has Darting Motion 


Specify by bait number and add suffix DC, plus color desired pammptet ree Color Y 
PRICES: 472DC. ... $4.20; 473DC $5.40; 475DC 


“GOLD BAND” WORMS! — The Gold Band Does It! 


(patent pending) 


- 


FISH SEE IT BETTER! 


old Band” on worm help fish 

buoyant for tion; add weight for desired 

v ; j is are ormier " sqlirmier, tougher and catchier! 
“200 SERIES “GOLD BAND” WORMS 


Length 6 1/4 in Price $.50 for Pack of 3 


Red 200NL Natural 
Black 200YBS Yellow—Black Spots 
200 DC “GOLD BAND” SERIES ON DISPLAY CARD 


Contains 12 packs of 3 “Gold Band” Worms to a pack, one color to a card, mounted on easel 
display card. Price $6.00. 


200B 


&} “FIN-JIG- WORM” 


(patent pending) 


“Fin-Jig” wards off we eds snags... “Gold Band” worm wiggl 
flashes to get big fish. Deadliest combination for bottom-bumpin 
Simply cast "“Fin-lig- Worm” . let it settle to bottom. . Twitch | it 
. Pause . . . Twitch it . Watch your line jump .. . Set the 
hook—hard . . . Then watch your rod bend — that monster fights 
back! “Fin-Jig” hugs bottom, “Gold Band” floats above cover. f 
When you twitch “Fin-Jig-Worm,” the * ‘Gold Band” flashes, fish se« “ “a 
it better, charge, hit it! Simple! Try it! eee and Gold Band 
260 SERIES “FIN-JIG-WORM” d ° th 
Weight 1/4 oz.—Length 7 in.—One No. 1/0 Goldplate Hook o it together 
Price $.60 for one “Fin-Jig-Worm™ and spare worm 
COLORS 
Red Fin-Jig, Red Worm SINKING 
Black Fin-Jig, Black Worm : 
Natural Fin-Jig, Natural Worm Z (floating worm) 
Yellow Fin-Jig, Yellow—Black Spot Worm : Colet R 
“FIN-JIG-WORM” SERIES ON DISPLAY CARD 
12 packs of one “Fin-Jig-Worm” plus spare “Gold 
. one color to a card, mounted on ease! display 
20 


Fin-Jig balanced to ride 


upright when retrieved Fish see it 


a 





Heddon 


WON'T MELT, FREEZE, OR AFFECT OTHER PLASTIC .. . WILL CATCH FISH 


The “Gold Band” Does It! 
Fish See It Better! 


SERIES 230 —PLAIN HARNESS Color B 


CATCH MORE FISH ON “GOLD BAND” WORM HARNESSES! 


(patent pending) 


THE “GOLD BAND” DOES IT! Flashes to catch fish's eye, then catches fish. Special spinner has 
bearing built in, never frays leader. Worm is extra buoyant for lifelike action; add weight for 
desired depth. Fish s-l-o-w-l-y! “Gold Band” worms are wormier, squirmier, tougher, catchier! 
Weedless Harness has two super sensitive guards to ward off weeds and snags 

230 Series—Plain Harness Price $.60 
250 Series—Weedless Harness Price $.75 


R_ Red 
B_ Black NL Natural 


230 DC “GOLD BAND” PLAIN HARNESS ON DISPLAY CARD 
Contains 12 packs of one “Gold Band” Plain Harness to a pack, one color to a card, mounted 
on easel display card. Price $7.20 


250 DC “GOLD BAND” WEEDLESS HARNESS ON DISPLAY CARD 
Contains same arrangement as 230DC—Price $9.00 


SERIES 250—WEEDLESS HARNESS The “Gold Band” Does It! 
Fish See It Better! 


™’ J 
a ZZ Color YBS 


\“ 
— 


BULK pack “cow BAND” WORMS 


(patent pending) 


in Self-Selling FREE 
Counter Display Cannister 


Sells worms like mad, dramatic and colorful counter display cannister. 
Durable plastic container attractively displays assortment of worms in 
most popular colors. Worms also available in solid colors. One gross in 


FREE cannister. 


Cannister contains one gross “GOLD BAND” worms, assorted 36 each— 
Red, Natural, Black, and Yellow—Black Spots, in Free cannister. 201 
Ass’t. Price $21.60. 


Cannister contains one gross “GOLD BAND” worms, solid color. Specify 
Red (201R), Natural (201NL), Black (201B), or Yellow—Black Spots (201YBS) 
color in Free cannister. Price $21.60. 


Litho U.S.A. 


JAMES HEDDON’S SONS 


Dowagiac, Michigan 
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Help yourself to free literature 

4 and more details on any prod- 
ucts or sales aids mentioned in 
this issue. 





Instead of writing a dozen different manufacturers for free 
literature and more information on new products, and sales 
aids, just insert in the appropriate space provided on one of 
these postage-free cards the key numbers of the items in which 
you are interested, and drop the card in the nearest mail box. 

Use the cards also to get details on any advertisement— 
just insert the name of the company and page number in the 
space provided. 
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pany’s entire line of oilers, safety 
cans, and oil and gasoline containers 
is available in two forms, No. 60 Gen- 
eral Catalog, and No. 60-C Condensed 
Catalog. Eagle Manufacturing Co., 
Charles St., Wellsburg, W. Va. 


217 Dealer Displays. Thirty-one 
different displays of Cabinet Hard- 
ware are illustrated in Amerock’s No. 
104 Catalog of Dealer Displays. The 
catalog is said to cover the right kind 
of display for any store arrangement, 
any department, or any “on-the-job” 
use. Amerock Corp., Rockford, III. 


218 Aluminum Furniture. The De- 
lighter line of aluminum furniture 
specialties for homes, gardens, beach- 
es, boats, offices, and institutions is 
presented in a color folder. Universal 
Converting Corp., Dept. 1957C, Saw- 
yer St., New Bedford, Mass. 


220 Humorous Fishing Booklet. 
“How to Catch a Mermaid” is a 12- 
page booklet, printed in color, sched- 
uled for nationwide promotion in the 
company’s “W-40 Mermaid” consum- 
er advertising campaign. Author is 
humorist Ed Zern. A prevue copy is 
available to dealers, and additional 
copies are packed free with each 
“W-40” Fishing Line Department, for 
customer distribution. Western Fish- 
ing Line Co., Glendale 4, Calif. 


222 Wrenches, Pliers, Tools. Cata- 
log No. W-24 illustrates and gives 
specifications of the wrenches, pliers 
and other tools covered in this cata- 
log. A section is devoted to store dis- 
plays and advertising material which 
Diamond offers. Diamond Too! and 
Horseshoe Co., Duluth 7, Minn. 


223 Plastic Housewares. A Lustro- 
Ware catalog illustrating and describ- 
ing over 200 plastic housewares is 
available. Featured is the Lustro- 
Ware Waste Basket Tree display 
stand which holds a 46-piece assort- 
ment of popular sizes of polyethylene 
waste baskets. Columbus Plastic 
Products, Inc., 1625 West Mound St., 
Columbus 23, Ohio. 


224 Window Glass. A_ 16-page 
booklet tells how smart buying, stor- 
ing, and proper cutting of LOF Qual- 
ity Window Glass will increase dealer 
profits. Libbey-Owens-Ford Glass 
Co., 811 Madison Ave., Toledo 3, Ohio. 


225 Repair Handle. A catalog sheet 
is available describing the advan- 
tages of the Drive-Ezy Repair Handle. 
Step-by-step illustrations show the 
procedure for inserting the new 
handle which is designed to follow 
the curve of all hollow back shovels, 
spades, or scoops. Reverse side of 
sheet lists stock numbers which the 
handle fits. O. Ames Co., Parkers- 
burg, W. Va. 


226 Portable Charcoal Grills. Full 
color, illustrated, descriptive catalog 
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on Deluxe and Promotional braziers, 
barrel braziers, and patio grills is 
offered. Chattanooga Royal Co., Chat- 
tanooga 6, Tenn. 


227 Sling Chains and Attachments. 
A catalog on the entire line of McK- 
Alloy Sling Chains and Attachments 
provides specifications and informa- 
tion on McK-Alloy chain products in 
sizes from “4” through 2” diameter 
inclusive. A section is devoted to the 
use, care, safety, and inspection of 
the sling chains. The McKay Co., 
1005 Liberty Ave., Pittsburgh 22, Pa. 


228 Sabre Saw. The Wen Model 
909 “All-Saw” is described and illus- 
trated in catalog sheet No. 90A110. 
The saw cuts 4x4 at 45°, a 6” log, and 
may be used for fine scroll work. Ten 
action photos show 909 cutting wood, 
metals, leather, plastics, foam rubber, 
etc. The sheet also lists special fea- 
tures, specifications, and assorted 
blades available. Wen Products, Inc., 
5810 Northwest Highway, Chicago 31. 


228 Tradesmen Tools. The No. 58 
Rotogravure catalog with 49 pages 
contains newest tools and engineer- 
ing changes in popular lines. Most 
popular Stanley and “Yankee” tools 
used by tradesmen are graphically 
described. Stanley Tools, division of 
The Stanley Works, New Britain, 
Conn. 


230 Specialty Nails. A catalog con- 
taining a wealth of information about 
specialty nails is available. Ilus- 
trated with scale drawings of the 
nails, the catalog serves as a refer- 
ence book for both salesmen and cus- 
tomers. It contains complete nail spe- 
cifications. Handy charts give vital 
data about the sizes and quantities 
of nails to use for various applica- 
tions. Each nail is identified by stock 
number and is priced from a separate 
list. W. H. Maze Co., Peru, III. 


232 Brass Plumbing Goods. A 4- 
page folder, LL-9479, features brass 
plumbing products such as ballcocks, 
flush valves, tank levers, etc. 48 
items covered. Mansfield Sanitary, 
Inc., Perryville, Ohio. 


234 Marine Lamps and Acces- 
sories. A 16-page 1960 general cata- 
log covers the complete line of ma- 
rine lamps and accessories, fully il- 
lustrated and with detailed informa- 
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tion. K-S Marine Products, Inc., Oak- 
ville, Conn. 


235 Tapes and Tape Rules. Color- 
ful catalog pages cover the com- 
pany’s line of hardware items includ- 
ing all types of steel measuring tapes 
and tape rules from 3- to 100-feet, 
and augmented by woven tapes, 
plumb bobs and hand — = 
iven is packaging informa , 
aw prices, etc. Keuffel & Esser 
Co., Adams and Third Sts., Hoboken, 


N. J. 


236 Builders Hardware. A colorful 
104-page catalog illustrates the com- 
pany’s full line of builders hardware. 
New items in the Safe line include 
Champion and Adams-Rite type 
hardware as well as Fraim padlocks. 
Safe Padlock & Hardware Co., Lan- 
caster, Pa. 


237 Fence Products, “American 
Products,” an illustrated general cat- 
alog listing fence and kindred prod- 
ucts. describes numerous types of 
fences and posts. The 41-page catalog 
also contains information and speci- 
fications on such other items as bale 
ties, corn cribs, hardware cloth, nails, 
roofing sheets, welded wire fabric, 
stone wire, trellises and agricultural 
wire rope. A chart and table is pro- 
vided to determine how much fence 
and how many posts are required to 
enclose farm acreage. American Steel 
& Wire Division, U. S. Steel Corp., 
Rockefeller Bldg., Cleveland 13, Ohio. 


239 Wrenches and Socket Sets. A 
16-page catalog describing Billings 
Life-Time Wrenches and _ Socket 
Sets is available. Catalog is illus- 
trated with complete description of 
each wrench and socket set. The 
Billings and Spencer Co., Hartford 
1, Conn. 


240 Hack Saw Blades. A catalog 
page is available covering the Grif- 
fin line of Hand Hack Saw Blades, 
Coping Saw Blades, Jig Saw Blades 
and Scroll Saw Blades. G. W. Griffin 
Co., Franklin, N. H. 


242 Simplified Pump Selection. A 
full-color, 12-page catalog, Section 
102, that simplifies pump selection by 
sectionalizing all basic information on 
facing pages has been designed for 
the Olympian line of pumps and 
accessories. The catalog features a 
color coding system and a numerical 
and letter coding system for identify- 
ing pumps, jet packages, and tanks. 
The F. E. Myers & Bros. Co., Ash- 
land, Ohio. 


244 Chain Data. The Chain Data 
Bulletin 59, a 28-page chain sample 
book, illustrates most sizes of 17 
types of welded and weldless chain. 
Contains 146 actual size illustrations, 
recommended uses, and working load 
limits for each size; also, trade sizes 
and trade numbers, material size, 


77 





78 


“Sure it’s a great idea 
but we were 
only using 26% of it!” 
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“We've had the Payroll Savings Plan for U.S. Savings 
Bonds in our outfit for years. We think it is good for the 
Country and good for our company—and it goes without 
saying it’s good for the saver. I had assumed we had a large 
participation by our people. But when I checked up last 
month I found that only 26% of our employees were regular 
users of the plan. In a company our size there is always a cer- 
tain amount of personnel turnover, and there are always some 
people who are going to subscribe . . . next payday, maybe. 

“So what I did was contact our State Savings Bonds 
Director. He helped us put on a company-wide campaign 
that reached every employee personally to point out the 
advantages of buying new 334% Savings Bonds, regularly. 
Today we have more thar 50% of our people using the 
plan, and we’re going on from there!” 

Perhaps your organization, too, has been taking your 
Payroll Savings Plan for granted. It’s a great idea, but its 
value to your people and to your company increases with 
the number of employees who use it, every payday. Let 
your State Savings Bonds Director show you how easy it is 
to get your company back in the high value area of par- 
ticipation. Or write Savings Bonds Division, U.S. Treasury 
Department, Washington, D.C. 
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weight per 100 feet, number of links 
per foot, and finish and packing in- 
formation. S. G. Taylor Chain Co., 
Inc., Hammond, Ind. 


250 Polyethylene Housewares. 
Four-color catalogs illustrate and 
describe the complete line of Polly 
Flex Housewares. Colorful consumer 
folders are also available. Republic 
Molding Corp., 6465 N. Avondale 
Ave., Chicago 31, II. 


251 Packaged Screws. The color- 
ful catalog P-2, Package List Prices, 
contains eight pages of list prices 
on packaged wood screws, Type A 
tapping screws, machine screws, ma- 
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chine screw nuts, stove bolts, and 
carriage bolts. Back cover, inside and 
out, is filled with color illustrations, 





Show this man these pliers 


and he’ll buy them,,, 


from YOU! 


CTT: 


Specially Designed 


ELECTRONICS PLIERS 














Many of your customers work in electronics—either profes- 


sionally or as a hobby. They need special pliers . . 


. pliers 


made with surgical instrument precision. We know because 


we asked them—lots of them, right at their benches—what 


they wanted in pliers. Here is the answer . . . four long-reach 
CHANNELLOCK Pliers that satisfy 90% of their needs. Show 


your electronics customers these specially designed 
pliers and they'll buy them 

« + + from you! (Electri- 

cians like ’em, too) 


CHAMPION DeARMENT TOOL COMPANY © MEADVILLE, PENNSYLVANIA 


For more information use Handy Return Card, Page 75 


FREE DISPLAY 


Your customers will eye 
‘em and buy ‘em from 
this compact, 3 color 
display. Easeled for the 
counter grom- 
meted for the wall. 





descriptions and explanations about 
the “EZ to C” label system. South- 
ern Screw Co., P. O. Box 1360, States- 
ville, N. C. 


252 Firearms. A 24-page catalog, 
indexed and illustrated, contains de- 
tailed specifications for each of the 
imported sporting arms comprising 
the company’s line: F. N., Sako, F. I. 
and Finnish Lion rifles; AyA and 
Manufrance shotguns; Astra, Star 
and Unique pistols. Firearms Inter- 
national Corp., Dept. P, Washington 
= c's. 


253 Lawn Hose Goods. Catalog 
No. H-60 presents the Sherman line 
of lawn hose goods in actual color- 
style, with descriptive information 
and prices. Back page features photos 
and the nmames and addresses of 
company representatives. H. B. Sher- 
man Manufacturing Co., Battle Creek, 
Mich. 


254 Threadless Pipe Fittings. Cat- 
alog sheets carry illustrations, dia- 
grams, and detailed information on 
Slip-On Threadless Fittings, Ball- 
cock and Faucet Adapters. The Slip- 
On Co., P. O. Box 9806, Atlanta 19, 
Ga. 


264 Athletic Equipment. A _ 3- 
color, 14-page catalog features the fall 
and winter line of athletic equipment 
Includes football, basketball, boxing, 
volley ball, and soccer equipment 
Draper-Maynard Co., Cincinnati 32, 
Ohio. 


265 Power Mower Engines. The 
complete, illustrated story on the 2- 
cycle Lawn-Boy power mower en- 
gine, its design and performance fea- 
tures, is told in a 16-page booklet 
Lawn-Boy, Lamar, Mo. 


266 Bolt and Nut Price Finder. 
Form ADV-791 is an indexed price 
chart for quick reference. It lists re- 
tail prices on the full line of fasten- 
ers, is printed in two colors, and may 
be hung on the wall. Republic Steel 
Corp., 1441 Republic Bldg., Cleveland 
1, Ohio. 


267 Merchandising Equipment. A 
display and merchandising equipment 
catalog is available which features: 
Vizusell, a flexible system of fixtur- 
ing for store wide visual merchandis- 
ing; Viz-U-Bilt, all metal gondola 
type merchandisers; Vizuclips, dis- 
play attachments for perforated hard- 
board panels, signing and binning 
equipment as well as a wide selection 
of metal displayers for specific types 
of merchandise. L. A. Darling Co., 
Bronson, Mich. 


296 Salesman’s Chain Catalog. 
Compact 4-page catalog gives specifi- 
cations, and Working Load Limits for 
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“Poly-Plus” Blue Insert Fittings... 


nSf 





PLASTICS DIVISION 


The Union Malleable 


Manufacturing Company 





Ashland, Ohio ° Vernon, Calif. 





all popular grades of welded and 
weldless chain. Also includes illus- 
trations and data on welded and 
weldless assemblies. Campbell Chain 
Co., York, Pa. 


297 Chain Merchandisers. Two 
separate 2-color catalog pages. One 
each featuring regular reel assort- 
ments and new Proof Coil Chain on 
reels. Each page illustrates new reel 
display merchandisers and actual size 
illustrations of chains. Space allowed 
to insert dealer cost. Campbell Chain 
Co., York, Pa. 


298 Window Glass Ads. A 12-page 
booklet listing more than 75 mats 


HELPFUL 


BOOKLETS 
FREE! 


(Use reply card on page 75) 





with detailed instructions for build- 
ing advertisements, ideas for layouts, 
for use in local newspapers or maga- 





HARDWARE WEEK SPECIAL HS-159 


12 tubes of PLASTIC ALUMINUM plus 
2 FREE “SURPRISE TUBES in Mother's 


“MY MOTHER-IN-LAW LOVES TO GIVE FREE 
SURPRISES — EVEN IF IT COSTS US MONEY!” 


reasure,. F 
oO Oo 
Oe 


YOUR PROFIT 


MARGIN NEARLY 50% 


Here’s the hottest deal in Hard- 
ware Week*. Let my mother-in-law 
(she’s in the shipping room now) 
send you 12 big 51/-0z. tubes of 
DURO-PLASTIC ALUMINUM and 
she'll include . . 


. absolutely free 
. two tubes of either LIQUID 


STEEL, DURO-PLASTIC RUBBER 
or DURO-PLASTIC PORCELAIN 
REPAIR. The two free surprise 
tubes are packed right in the 
Treasure Chest. A free window 
banner is in the carton, too. 


RETAIL VALUE 514.00. DEALER COST ONLY 57.20 
*HS-159 offer expires April 15, 1960. 


PLUS AN ADDED ATTRACTION FOR YOUR CUSTOMERS 


Each of your customers buying a tube of DURO-PLASTIC Aluminum can receive 
a regular 25c POPULAR MECHANICS do-it-yourself booklet absolutely FREE. 
You have nothing to handle. We mail it direct to your customer when they 
send us the coupon on the back of each package. - 


Ve 


Sales Manager and Son-in-low 


ORDER STOCK NC. HS-159 FROM YOUR JOBBER, OR write 


THE WOODHILL CHEMICAL CO. 1390 East 34th St., Cleveland 14, Ohio 


“Originators and World's Largest Manufacturers of Plastic Aluminum” 
THE NATION’S ONLY MOTHER-IN-LAW APPROVED FIX-IT LINE 
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zines. Mats are furnished free on re- 
quest. Libbey-Owens-Ford Glass Co., 
811 Madison Ave., Toledo 3, Ohio. 


289 Window Glass _ Installation. 
Four-page folder or stuffer entitled 
“How to Replace a Broken Window.” 
Eight helpful steps for the do-it-your- 
self handyman described and illus- 
trated. May be imprinted with dealer 
name. Libbey-Owens-Ford Glass Co., 
811 Madison Ave., Toledo 3, Ohio. 


300 Fishing Lures. A 16-page cat- 
alog presents the company’s line of 
lures. Items are illustrated and fully 
described. DeLong Lures, 4026 Prince- 
ton Blvd., Cleveland 21, Ohio. 


301 Fishing Rods. Improvements 
in styling and design of the company’s 
line of fresh and salt water, solid and 
tubular fiberglass rods are depicted 
in the 1960 catalog. Also included are 
telescopic fiberglass and steel rods, 
revolving rod display stands, and 
wall display racks. Betts Manufactur- 
ing Co., Division of M-B Corp., New 
Holstein, Wis. 


302 Fastening Devices. A 16-page 
catalog features detailed information 
on “Hi-Red” plastic expandable screw 
anchors, and “Wally” plastic screw 
anchor, “Drive-Straps” shields, wash- 
ers, machine screws, masonry drills, 
and other fastening devices in the 
company’s lines. Holub Industries, 
Ine., Sycamore, Il. 


303 Household Hardware. A 2- 
page, 3-color bulletin describes the 
Roto-Rack household hardware dis- 
play, a 4-sided merchandiser contain- 
ing 41 individual items and 396 pieces 
of “Standard” barrel bolts, cupboard 
turns, sash locks, hinges, and hasps. 
Information about available finishes, 
sizes, and packaging for each item is 
given also in Form RR. Shelby Metal 
Products Co., Shelby, Ohio. 


304 Water Systems. The 1960 cat- 
alog, largest in its history, is avail- 
able. It features a loose-leaf cover 
with tabs for easy reference and in- 
cludes product sections on submers- 
ible, jet and reciprocating water sys- 
tems, submersibles and upright cellar 
drainers, and water softeners. Sec- 
tions are devoted also to the history 
of the company, pump selection and 
installation data, and sales aids. The 
entire contents are available in 2- 
and 4-page sections suitable for mail- 
ing by wholesalers and their dealers. 
Each section has space for imprint- 
ing. Tait Manufacturing Co., 500 
Webster St., Dayton, Ohio. 


305 Lubricant. A colorful catalog 
page describes Dry-Lube, an all-pur- 
pose lubricant packaged in non- 
breakable polyethylene squeeze bot- 
tles. Also illustrates new display 
cards. Page is 84%” x 11” to fit stand- 
ard binders. Reardon Products, 305 
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Only in the ... the GENUINE 


_ LOUISVILLE SLUGGER AUTOGRAPHED MODELS 


of these 
FAMOUS SLUGGERS 





bat line will you find.. 


== ENUINE———— 


"Vad Williane 


ae ___——tauistie- -$W66ER-——== 











Added to the 1960 line 
are the models of these 4 
outstanding players 


fy eum 
LOUISVILLE SLUGGER BATS g“ja;s% 


HILLERICHBBRADSBY C 
“Oursyi® 
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Cass St., Peoria, lll. 

306 Fishing Tackle. Seven color- 
ful catalog sheets, picturing and de- 
scribing the complete line of Langley 
baitcasting, spincasting, and spinning 
reels and rods, are offered. Newest 
contribution described is the Model 
444 Dyna-matic reel. Langley also 
offers the Fisherman’s De-Liar in two 
styles, bubble-packed for peg board 
display or packaged in cartons, as 
well as two artificial baits, the Mata- 
dor jig and the Banderilla lure. 
Langley Corp., 310 Euclid Ave., San 
Diego 12, Calif. 


307 Trowel Trades Tools. Special 


HELPFUL 


BOOKLETS 
FREE 


(Use reply card on page 75) 


Dealer Edition of the 1960 Goldblatt 
Tool Catalog presents the “Good as 





COMPETITIVE EQUIPMENT 
FOR QUALITY-WISE DEALERS 
WHO LIKE THEIR CUSTOMERS 


Ys and 2 H.P. 

12, 18 or 30 Gal. 

Plastic Lined Tanks 
PACKAGE SYSTEMS 

FOR DEEP 

OR SHALLOW WELLS 

Jet is on pump for shallow 

wells; installs in well for 

deep well service. 


Vs and 2 H.P. 
3-Gallon Plastic 
Lined Tank 
PACKAGE SYSTEM 

DEEP OR SHALLOW 
Installs in smallest space. 
Low first cost. Lowest op- 
erating cost. 





FOR DEEP WELLS & 


FOR SHALLOWELLS 





Ys and V2 H.P. SHALLOWELL JETS 


42, 82 and 120 Gallon 
Plastic Lined Tanks 

Large water system capacity. Pump 
delivers up to 30% more water than 
most shallow pumps. Tank installs 
with or remote from pump. Sharply 
competitive. 

Famous Wayne HORNET Brand. 





Ys and 2 H.P. CONVERTIBLE JETS 
42, 80 and 120 Gallon 
Plastic Lined Tanks 


Converts for deep or shallow wells. 
Bronze-fitted pump. Self-priming. 
Highest convertible efficiency per 
horsepower. 0 to 90 ft. lifts. 


Famous Wayne HI-LO-JET Brand. 





DELUXITE 


SUBMERSIBLE SD350 


ECON-O-MASTER 





FLOAT TYPE 
@ BRONZE 


a 
} 
| 


| 
@ Bronze volute 


column @ Brass 
pump screws 
@ Automatic 
overload @ Bilt- 
on switch. 


QUALITY AT 
A PRICE 





Feet 





Franchises Available .. . 


I Is) Ss 


SOFTENERS HEATERS SS 


NAME 


ADDRESS 


Wayne Home Equipment Co., Inc. 
800 Glasgow Ave Fort Wayne. Ind 


For more information use Handy Return Card, Page 75 


V4 H.P. MOTOR 
| @ RUNS IN 
; OR UNDER 
housing @ Bronze i] 
base @ Bronze ~° BRONZE 
@ AUTOMATIC 


. reas 


10 
GPH 3000 2500 


NEW LOW PRICES. 
TOP PERFORMANCE. 


city - 


@ SEALED FLOATLESS 


BRONZE-FITTED 


@ Automatic 
Overload 
@ Stainless Steel 
Shaft 
@ Bronze Impeller 
@ Bronze Bearing 
@ Cast iron 
volute & base 


MEETS—BEATS 
COMPETITION 


WATER 


15 20 
1900 1100 





We want to know more about the Wayne 


Profit Franchise. We are interested in maximum 
discounts as a (check below): 


() KEY DEALER 


C DIstrisuTOR 








eS ee 
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Gold” line of tools and equipment for 
masons, cement finishers, plasterers, 
and other building professionals. 
Many new tools and building ideas 
are included. Goldblatt Tool Co., Wal- 
nut St., Kansas City 41, Mo. 


308 Airex Products. The com- 
pany’s 1960 catalog contains 10 pages, 
in color, which illustrate and describe 
the complete line of fishing tackle. 
Catalog sheets are offered also on 
Baseball Gloves and on Rainwear. 
Airex Corp., 411 Fourth Ave., New 
York 16, N. Y. 


308 Window Glass. A _ 15-page 
booklet describes and illustrates the 
L.O.F. process of sheet drawing flat 
glass, the types and general uses, and 
gives selection and physical specifica- 
tion data. Booklet also shows dealer 
sales aids, such as signs and display- 
storage racks, and gives pointers for 
glazing and proper cutting of glass. 
Libbey-Owens-Ford Glass Co., 811 
Madison Ave., Toledo 3, Ohio. 


310 Putty Pencil. A catalog page 
descriptive of Magic Woodblend putty 
pencil is available. The bulletin ex- 
plains how Woodblend corrects sur- 
face defects and holes in any shade 
wood. It also provides information 
about two displays, various color as- 
sortments, prices, etc. Form WB 1000. 
Magic Iron Cement Co., Inc., 5403 
Bower Ave., Cleveland 27, Ohio. 


311 Curry Combs. An envelope 
stuffer entitled “How to Curry Favor 
with Your Customers” and which il- 
lustrates and describes a line of cur- 
ry, mane, and curling combs is now 
available. North & Judd Manufactur- 
ing Co., New Britain, Conn. 


312 Galvanized Ware. A 16-page 
catalog describing the full line of 
J&L galvanized ware is available. 
Alongside the pictured products are 
descriptions, specifications, and ship- 
ping information. The product line 
includes pails, tubs, trash cans and 
burners, coal hods, fuel cans, water 
cans, etc., for a variety of industrial, 
commercial, and domestic uses. Con- 
tainer Division, Jones & Laughlin 
Steel Corp., City Park and Hamilton 
St., Toledo 1, Ohio. 


313 Building Specialties. An en- 
larged M-D catalog which contains 
64 pages plus cover is offered to deal- 
ers. The outside cover is dominated 
by a 3-D rendition of the M-D trade- 
mark in four colors against a black 
background. The inside pages, printed 
in three colors, completely illustrate 
all of the building specialties manu- 
factured by the firm. Macklanburg- 
Duncan Co., Box 1197, Oklahoma City 
1, Okla. 


314 Fishing Lures. The 1960 color 
catalog illustrates the complete line 
of Whopper Stopper lures consisting 
of styles for all types of fishing from 
top to bottom scratchers. Sizes for 


1960 








F STANLEY HARDWARE CENTER 


, wad your prospects for faster turn- 
over and bigger profits this spring. Sell 
from this complete home hardware depart- 
ment. It has every selling “must” — basic 
stock selection, exciting packaging, organ- 
ized mass display and visual stock control! 


Here’s every hardware item your custom- 
ers will need for their spring remodeling, 
repair and workshop projects. 174 visibly 
packed, fast selling basic items are organ- 


ized into 22 related groups. Wire display 
uni-racks promote self-service buying. 


Order 11 or more groups and you get a 
free, pre-tested PROMOTION KIT . 
everything you need to install, announce, 
advertise and operate your STANLEY 
HARDWARE CENTER. Order from 
your wholesaler salesman. He has the 
“know-how” to make this plan pay off for 
you in a big way! 


STANLEY Hand and Electric Tools are Best Known... MOST WANTED 











No. 2940D Uni-Rack 
holds complete stock 
of fast-selling 
“SURFORM” speed 
forming tools, plus 
replacement blades. 
Rack hooks into peg- 
board for wall dis- 
play, or is used with 
easel on counter. Will 
boost impulse sales 
... promote self- 
service purchasing. 


Heavy-duty H264 
router — the router 
with the light. Full 4% 
hp. Sales features in- 
clude safety switch 
that locks shaft auto- 
matically, permits 
changing bits fast 
with just one wrench 
. precision depth 
gauge that sets bit 
for cuts as fine as .004 
inches in seconds. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
This famous trad: rh distinguish exer 20000 quality produte of the Darter adn Sew Ostet, Canned tees electric 


tools « builders hordwere + industrial hardwore + drapery hordwore +» avtomatic door controls - 
+ springs + coatings - strip steel - steel! sirapping—made in 24 plants in the United States, Canada, England ond Germony, 


CANADIAN OFFICES: MONTREAL, P.Q. AND HAMILTON, ONT, 








REG. U. S. PAT. OFF. 
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spinning, casting, and trolling in a 
wide range of patterns to suit all 
conditions. Whopper Stopper, Inc., 
Box 793, Sherman, Texas. 


Sf 


Special Sales Appeal 
Wins Housewares Volume 


(Continued from page 51) 


“But to dispose of such merchan- 
dise, the price has to be low 
enough to draw customers. A 10 
Jor 25 percent reduction usually 


won’t do the job. It’s got to be big 
enough for the newspaper ad read- 
er to instantly recognize it as a real 
bargain and resolve to buy. Hence, 
I try to list it at about 50 percent 
reduction.” 

Vandevelde uses no radio adver- 
tising. He relies upon newspaper, 
direct mail and circular distribu- 
tion. 

In addition to regular promotion 
of housewares specials in the 
newspaper, he has a big seasonal 
promotion in February in which he 
uses newspaper ads and also cir- 
culars provided through a whole- 





You will have more 
water skiing customers 
next summer than ever before! 


NEW PURITAN 
DISPLAY RACK 


Stock your 

entire line 

of Water Ski 
Equipment 

in this 
HIGH-PROFIT- 
PER-SQUARE-FOOT 


display! 


% Your purchase of the Puritan Standard Water Ski Shop gives 
you this beautiful and sturdy display rack worth $26.75 FREE. 
It holds a complete line of tow ropes, tow bridles, bars, floats and 
figure-8 hooks and 25 full color books on Water Skiing .. . 
PLUS: The rack is designed to hold, in addition, up to 11 pairs 
of your water ski line. This self service display rack is a must 
in every store carrying boat and marine goods. Fill out the 
coupon below and mail today for complete information. 


© Self-Service 


| PURITAN ‘ 


MARINE DIVISION 
PURITAN CORDAGE MILLS, Louisville, Ky. 


For more information use Handy Return Card, Page 75 


® Inventory at a glance 


* Suggestive selling 


Send coupon today! "=" "~~~~~=""""""===="1 


Marine Division, Puritan Cordage Mills 
124 Cabel Street, Dept SH-260 ' 


Loutville, Kentucky 
Send me complete information on Puritan's 
Ski Shop’) Merchandiser 





sale supplier. The circulars go to 
4,500 or 5,000 persons. Dyersburg 
has a population of around 12,500. 

The store also conducts spring 
and fall sales. 

Vandevelde uses window dis- 
plays effectively. The store has two 
large windows. Facing the town 
square, they are eye-catchers. 
Vandevelde changes one at least 
once a week so the store can al- 
ways present a fresh look to side- 
walk traffic. The windows are kept 
lighted until 10 or 10:30 nightly. 
The store remains open on Satur- 
day night until 8. 

Vandevelde carries complete 
lines of housewares. The lines are 
all name brands that customers 
recognize and can buy with confi- 
dence. Main sellers are aluminum 
cooking utensils, stainless steel 
and oven glassware, and rubber 
kitchen items. Small electric items 
also sell well, especially as Christ- 
mas gifts. 

Vandevelde is a strong advocate 
of self-service. Items are either 
tagged or displayed with a price 
list conveniently posted so brows- 
ing customers can learn the cost 
at a glance. 

The store has three regular em- 
ployes, in addition to Vandevelde. 
Part-time employees are added 
during the fall rush season and at 
that time the store also uses a full- 
time cashier. 

Vacations for regular employees 
are handled in an unusual way— 
the employees go on vacation at 
the same time. 

Vandevelde put in this policy 
about four years ago and it works 
satisfactorily. 

“The vacation period chosen 
usually is the first or second week 
in July and the selection is made 
early in the year,” Vandevelde ex- 
plains. “This enables married em- 
ployees to make vacation arrange- 
ments long ahead with their wives 
who also may be working. 

“This last year the vacation pe- 
riod was the second week in July. 
With July the Fourth, a normal 
holiday, falling on Saturday, it 
gave the employees an extra two 
days. 

“There are advantages and some 
disadvantages to a single vacation 
period, but I believe the advan- 
tages outweigh disadvantages. 

“Of course, with all regular em- 
ployees gone at the same time it 
makes a hard week for me. My 
wife usually helps in the store then 
and sometimes I bring in a part- 
time salesman. 

“The advantages are these: With 
staggered vacation weeks, opera- 
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9% 


Model J-1 


DEALER PROFIT ON 
WAVE SPRINKLER BUY! 


HERE'S YOUR NO. 49 PROFIT-PAC: 


For a limited time only, your opportunity to make a 
BIG 49% PROFIT with Sherman’s Wave Sprinkler 
Buy for 1960! 
Simply buy four Sherman Wave Sprinklers shown 
above and get FREE: 
1-NEW MODEL 900-1 JET STREAM 

Impulse Type Sprinkler 
5-NEW MODEL 39-C SHERMAN 

HOSE SHUT-OFF 


Order from your JOBBER TODAY! your GIANT 49% PROFIT 


LIST PRICE 
1-Only MODEL 2-S-1 WAVE SPRINKLER $13.95 
1-Only MODEL M-1 WAVE SPRINKLER 10.95 
2-Only Model J-l1 WAVE SPRINKLERS 

@ $8.95 ea. 17.90 
Your selling Price on Waves 42.80 

FREE — 1 only MODEL 900-1 JET STREAM 
Impulse Type Sprinkler 5.95 

FREE —5 Only MODEL 39-C SHERMAN 

HOSE SHUT-OFF @ $1.39 ea. 6.95 
Your Selling Price — Entire Package $55.70 
YOUR COST $28.53 


*27.17 


—_— 
=—————— 


Youll do better with PUB RPIAB-OS years beet | 


H. B. SHERMAN MANUFACTURING CO., 
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Battle Creek, Michigan 
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tions often are disrupted. You are 
short-handed for a longer period. 
Its hard to plan buying and to 
check merchandise when the staff 
is short. For example, I buy my 
Christmas toys during the summer 
and a shortage of help slows this 
operation. Certain things need to 
be carried on regularly and re- 
quire a full staff for best results. 

“My employees don’t object to 
being on vacation all at the same 
time. In fact, they like it because 
they don’t have to take up slack 


someone else normally would be 
on vacation.” 

Vandevelde, incidentally, has 
found toys profitable the year 
‘round. Last spring he held an 88- 
cent toy sale for the second year 
and it again produced “amazing 
results.” The sale merchandise, 
Vandevelde emphasizes, was not 
Christmas leftovers. “It was all 
new, and this was stressed to cus- 
tomers.” 

The store increases its toy stock 
for Christmas but also enjoys a 


“Toys are always in demand,’ 
Vandevelde observes. “Birthdays, 
parties and sick spells always bring 
toy demands. Variety and drug 
stores sell toys the year ‘round. 
Why not more hardware stores?” 

Vandevelde’s toy success also 
can be attributed, to large extent, 
to the store’s heavy patronage by 
women. This also is reflected in 
the booming sale of garden sup- 
plies. He is increasing the size of 
this department. Since housewares, 
garden supplies and toys all ap- 


cood volume throughout the year. peal to women, each department 
helps the other, he has found. 
Vandevelde keeps his_ store 
clean, displays neatly arranged and 
dusted regularly. That’s important 


by working short-handed when 





THERE IS NO OTHER to women shoppers. Signs are 
DOOR CLOSER LIKE THIS 


ing self-service customers to in- 
quire if they don’t see what they 
are seeking. 

The store has a pleasant atmos- 
phere. In short, it’s a store that 
many women enjoy visiting when 
downtown. Shopping with them 
becomes a habit. And that’s the 
secret behind the success of any 
housewares department. 


GLIDRAULIC 




















. 





MORE POWER 
AGAINST THE WIND... 
No slam! No bang! 


NEVER A BOUNCE. 
NO HEEL CATCHING. 
always a gliding close. 


iT IS FILLED WITH 
HYDRAULIC FLUID... 
not air! Sealed for a lifetime. 





Korsoski to Head Gates' 
“Private Brands" Sales 


CHARLES J. Korsoski, a Gates 
Rubber company vice-president, 
recently was named head of the 

company’s multi-million dollar 
Teva TO OOOR ... “private brands” sales division. 
Pulls door tight! better pulling power The announcement of Korso- 
7 7 ski’s elevation in the company 


SS was made by Clarence H. Mingle, 
~N 























NEVER REQUIRES 
ADJUSTMENTS... 
anywhere, anytime. 


POSITIVE DOUBLE 
LATCHING POWER... 





executive vice-president in charge 
of sales. 

Korsoski, who has been with 
Gates for 27 years, has been in 
charge of all automotive jobber 
and hardware sales since 1953. He 
has served also in the market re- 
search and sales departments cf 
the company. 

Drexel D. Minshall becomes 
head of the automotive jobber and 
hardware sales division. He has 
been a member of that department 
since 1941 and has served as as- 
sistant to Korsoski since 1951. 

B. C. Emerson has been ap- 
pointed sales manager of Gates 
“private brand” tire sales depart- 
ment, under Korsoski. Emerson 
spent nine years with the Briggs 
Manufacturing Co. in the South- 
western U. S. and in central Can- 
ada before coming to Gates. 

















SAME CLOSING perion 
AS IN COMMERCIA ‘ 
Expensive closers. 


15 YEAR GUARANTEE 
1S CALLBACK INSURANCE.. 


ALL STEEL HEAVY 
DUTY PARTS. 
with Baked Enamel Finish, 


eeeeeeeaeeeeeeeeeeeeeeeeeeeeeeeeeeeeeaee eee? 





a 


Model 15 Specially designed 


NEW! 


GLIDRAULIC MODEL 20 
designed for interior doors in 


FOR JALOUSIE AND 
HOLLYWOOD DOORS oe naenee, Senate, etc. 


1%" to 134" thick retail $595 retail $795 
Write now for catalog and specifications 


THE ILLINOIS LOCK CoO. 


800 So. Ada Street 
Manufacturers of Cabinet Locks, Padlocks and Glidraulic Closers 


Chicago 7, Illinois 
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Coming In April... 


Southern 
Hardware’s 


22nd Annual 


Wholesalers’ Issue 


WITH SPECIAL EDI- 
TORIAL FEATURES FOR 
THE JOINT ANNUAL 
CONVENTION OF THE 
SOUTHERN WHOLE- 
SALE HARDWARE AS- 
SOCIATION AND THE 
AMERICAN HARD- 
WARE MANUFACTUR- 
ERS ASSOCIATION TO 
BE HELD IN NEW OR- 
LEANS APRIL 10 - 13TH, 
1960. 
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ARCTIC BOY 


portable water coolers 


COLD WATER 
is aHOT item! 


If it’s not cold, it’s not drinking water! 

That’s your big selling point in ARCTIC BOY 
portable water coolers ... they keep water 
refreshingly cold and sparkling clear. 


Here's why: 


® inset of HOT DIPPED galvanized or stainless steel 
® Sparkleen plastic liner is non-toxic, prevents 
corrosion 


® Large opening—easy to ice and clean 
® Extra large insulation space 
® Popular 2, 3, 5, 10 and 15 gallon sizes 


Send for free booklet ‘‘Care and Use 
of Your Cooler.”’ Write Dept. H-2 


SCHLUETER MFG. CO. 
ST. LOUIS 7, MO. 


Yy 
Scaueren wr (0. SSS 
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Se/f-powered 
Spray gun 
sprays 
any liquid 
at touch of 
a button! 








aroling 


TOP QUALITY 


Cork Fishing Floats 


Furnished Lines 


AVAILABLE IN 


POPULAR SIZES 


NON-RESISTANT 


TANGLE-PROOF 


Precision made from select cork 


* 


Ask your Sporting Goods Jobber for this fast 
selling line of floats 











Complete in one hand! One replaceable 
can of constant-pressure propellent sprays 
up to one pint of liquid. Everything from 
lacquer, enamel and latex wall paint to 
model dope, lubricants, polishes, cleaners 
and house-plant sprays. An engineered, 
precision tool for craft and model work, 
decorating and general household use. 
Easy to get expert results. Sprayon Jet-Pak 
is distributed through normal trade chan- 
nels. Inquiries invited. Complete unit 
$3.95 list. Refill cans $1.79 list. 


2083 East 65th Street 
Cleveland 3, Ohio 
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SPRAYON PRODUCTS, INC. 








FITLER 


ROPE RACK 


ATTRACTS 
ATTENTION 


FITLER MANILA ROPE—always reliable, is lubricated 
against internal friction, waterproofed to keep it flexi- 
ble, and rot-proofed to arrest the growth of mildew, 
fungi and bacteria. 
FITLER "STABILIZED" NYLON and DACRON®* ROPE 
"Stabilized" makes the difference. 


FITLER POLYETHYLENE and POLYPROPYLENE ROPES 








SOLD BY HARDWARE DEALERS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 
Division of Columbian Rope Compony 


NEW ORLEANS 17, LA. PHILADELPHIA 24, PA. 
* DuPont Polyester Fiber 





_| 








SOUTHERN HARDWARE for February, 1960 


Sure Source 


for Extra Profits | We're Still Looking 


for a Pipe Fitter 
Who Doesn't ? 








_ _— 
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When you stock WOOD'S fine seeds 
you're sure of more store traffic, more repeat 
customers, more profits! T. W. Wood & Sons 
have been selling the South’s finest seeds for 
more than eighty years. Seeds developed for 
Southern soils and climate . . . favored by 
Southern farmers and gardeners. Get set for 
better business with WOOD'S! 


A full line of 
FINE SEEDS FOR THE SOUTH 


PRE-PACKAGED VEGETABLE SEEDS 
Write for full information on Wood's pre-packaged vege- 


table seeds in both '2 and 1 Ib. polyethylene bags. . j RiGkID 


WOOD'S SEED RACKS % ‘(he - Neod two 14's— 
G lete detail Wood’ 0 a: Sel j \ got ‘em? ...Be at your 
et complete details on Wood's consignment racks. Inves \ eve ta 00 tnthetioet” 
\ 


nothing! Make 40% commission. Your choice of three 


\ 
\ 
! 
1 

I 
! 
! 
! 
I 
| 
/ 


assortments. 


ALSO COMPLETE LINE OF: 
Open Pollinated Corn * Wild Bird Scatter Food 
Ensilage Corn * Parakeet Food 
Wood's Hybrid Corn * Soybeans 
Popular Certified Hybrids * Edible Cow Peas 
* Lawn Grasses and Fertilizers 


Write for Wholesale Price List 
Your neighborhood mechanics and 
home workshop customers want 


WOODS T. Ww. woOoD & SONS RIGID ... Pays to stock ‘em 


Ss E EI DS —call your Wholesaler now! 


The Ridge Tool Company \ Elyria, Ohio, U.S.A 





P. O. Box 6-0 Phone Mi 3-2138 THREADED PIPE... it’s Tight... it’s Best... Costs Less? 
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CUSTOMER'S CHOICE! 





WICKWIRE BROTHERS, INC. 
CORTLAND NEW YORK U.S.A 





NUMBER 





Q 4 Ee 4 y 
cn WAILS 
LENGTH 
1] 


NUMBER 





NAILS 
eeavo and BRADS 


come in three popular packs ... ¥% Ib., % Ib. or 1 Ib... . to give your 
customers the choice of their needs! Each is clearly marked for weight, 
length and gauge . . . colorfully designed to create impulse sales year 
‘round . Brads are packed in yellow 

. nails in green boxes. Both make 
eye catching displays on shelf or 
counter. Ask your jobber TODAY for 
Cortland Brand Nails and Brads. 


Send post-card for colorful FREE window or counter streamer! 


WICKWIRE BROTHERS, INC., Cortland, N. Y. 
@NAILS & BRADS - WIRE NETTING - WIRE SCREENING - HARDWARE CLOTH 


CAVERT & LIPSCOMB — Nashville and Dallas 





Southwestern Plastic 
Pipe Names New Rep 


SOUTHWESTERN Plastic Pipe Co., 
Mineral Wells, Texas, recently ap- 
pointed John Buckner & Co., of 
Dallas, as representatives to han- 


John Buckner 


dle sales contacts for its products 
in all except the northern border 
counties of the state of Texas. 
Buckner previously was associated 
for a year with a plastic pipe man- 
ufacturers’ agency, covering the 
Arizona and New Mexico territory. 


* 


Puritan Cordage Names 
Reps for Marine Sales 


PURITAN Cordage Mills, Louis- 
ville, Ky., has named the Magoon- 
Langley Co. as marine sales re- 
presentatives. Kenneth Magoon, 


Langley Magoon 


who headquarters in Tulsa, Okla., 
and Joe D. Langley, headquarter- 
ing in San Antonio, Texas, will 
travel the states of Texas, Okla- 
homa, Arkansas, and Louisiana in 
the interests of Puritan. 


For more information use Handy Return Card, Page 75 SOUTHERN HARDWARE for February, 1960 





What is 


THE MOST 


VZolemeoreyel (om 7- la) a@ilam- Millar 
of fishing tackle? 


A ROD AND REEL FOR EVERY. CUSTOMER? 
line of aalelichich st ernest rent ie 


QUALITY THAT BRINGS CUSTOMERS BACK FOR 


t one line 


CUSTOMER ACCEPTANCE OF A BRAND NAME? 
one line é ree of the greatest name ; 


BUYING GUIDANCE? Only one line 


PROFITS? Only one line 


profit margin are both ¢ 


BuY IRUWE TEMPE 


THE ONE LINE THAT OFFERS YOU ALL THIS AND MORE...» 





ONLY 7eUe 7emPeR. OFFERS A ROD 


HERE ARE EXAMPLES OF TRUE TEMPER’S COMPLETE LINE OF RODS AND REELS 





4 ’ 
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CLOSED-FACE SPINNING OPEN-FACE SPINNING 
ROD: REEL: ROD: REEL: 


True Temper “Flipline’’, Ocean City ‘‘Flipline’’, wide True Temper “Sunbeam’’, True Temper “Dynaspin’”’, 
two-piece solid and Hollo- casting control bar works two-piece, Holloglass, 6%’, lightweight, compact, full 
glass tip, choice of actions, with either hand. No. 376. SL action. No. 2240. bail. No. 330. 


lengths. $9.95 $12.95 $7.95 $12.95 


fal 2 eee ¢ SSS. = 
aren CS ee} 
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BAIT-CASTING FLY-CASTING 


ROD: REEL: ROD: REEL: 


True Temper ‘“‘Eagle’’, one- Ocean City Level-Wind, rug- True Temper “Aristocrat”, Ocean City ““Plymouth”’, 
piece tip, solid glass, choice _ ged, all-metal, 4:1 gear ratio. two-piece Holloglass, choice reversible line guide, single 
of actions, lengths. No. 1600. of actions, lengths. action. No. 76. 


$9.95 $8.95 $19.95 $7.95 


ONLY 7e0E TEMPER. OFFERS YOU 


Quality Leadership 


True Temper’s constant atten- 
tion to quality improvements, 
inside and out, superior mate- 
rials and superb workmanship 
add up to better performance 
and happier customers. For 
instance, extra-close tolerances 
necessary on reel spindles are 
held by the screw machine 
shown here—the same type of 
machine used for making fine 
watch parts. 


Prices shown are suggested retail 





AND REEL FOR EVERY FISHING NEED 


Y 
z} of 
a/ 7 


SALT/FRESH WATER SPINNING ALL-PURPOSE FISHING 


ROD: REEL: ROD: REEL: 

Montague “Blue Island’”’, Ocean City De Luxe, for True Temper “‘Bay Bridge’, Ocean City ““Topsail Mono- 
two-piece, Holloglass, 7 ft. right- or left-hand use, large one-piece tip, solid glass,6 ft. _line’’, level wind, free spool, 
long. No. 2291. snap-off spool. No. 300. 8 in. long. No. 8860. anti-backlash control. 


$16.95 $19.95 $7.95 No. 945. $14.95 


i a ee 
ae 


SURF-CASTING BOAT TROLLING 
ROD: REEL: ROD: REEL: 


True Temper “High Tide’, Ocean City “Ike Walton’’, Montague “Jones Beach’’, Ocean City “Bay City’”’, 
one-piece tip, Holloglass, 9 “‘lightning’’ spool, 1-screw two-piece, solid glass, 6 ft strong fluted spool, extra 
ft. 6 in. long. No. 6090. take-apart. No. 996 length. No. 8892 rugged. No. 112 


$17.95 $17.95 $9.95 $12.95 


ALL THESE EXTRA PROFIT BUILDERS 


Extra Selling Features 


Typical of the special, exclusive 
features found on True Temper 


Customer Acceptance 


reels are the revolutionary fluted ;, , A hard-hitting program of na- 
spools (below) built to withstand FieldeStream tional advertising, in magazines 
the pressures of monofilament line Sr . your customers read, backs up 
ay ; the already-established prefer- 
width control bar (left) on the No. : ence that fishermen have for 
376 closed-face spinning reel allows ? 7 the names True Temper, Ocean 
natural casting with either hand City and Montague — names 


aceeeTa LUCK 


on salt water reels. And the full- —_ 


another True Temper exclusive. | they know as well as the names 
of the fish they’re after. 


a 
\" 


TURN PAGE 


FOR INFORMATION ON 





MONEY-SAVING /RUE /EMPER 


DISPLAY MERCHANDISERS > 





16 BASIC RODS 


and new display stand 


New RF16 Fresh Water Merchandising Unit requires only 2 sq. ft., 
displays a balanced assortment of 7 different basic rods — every one a 
proven best seller. 16 rods include: 

No. 4514 Montague 5)’ Solid-Glass Flipline Rods 

No. 3553 True Temper 5’ Solid-Glass Bait-Casting Rods 

No. 4025 True Temper 6’ Holloglass Flipline Rods 

No. 4216 True Temper 61%’ Solid/Holloglass Flipline Rods 

No. 1186 True Temper 8%’ Holloglass Fly Rods 

No. 2560 True Temper 6’3”’ Solid-Glass Spinning Rods 

No. 2210 Montague 6’ Solid/Holloglass Spinning Rods 

















SPECIAL DISCOUNT SAVES DEALER MONEY: 
No. RF16 
Regular cost of 16 rods $77.52 
Regular cost of display stand 6.00 
Total value of rods and stand $83.52 
Less special $8.52 discount — 8.52 
YOU PAY ONLY %75.00 


THIS MONEY-SAVING PACKAGE IS ALSO AVAILABLE WITH 16 BASIC SALT-WATER RODS: 
No. RS16 
Regular cost of 16 rods $89.52 
Regular cost of display stand 6.00 
Total value of rods and stand $95.52 
Less special $10.52 discount — 10.52 


Pre-assembled metal YOU PAY ONLY %85.00 
stand folds flat for 
storage. 


12 BASIC r E E L ll 


No. RD12 includes a balanced assortment of four different reels for fast 
turnover and profit. New all-metal stand hangs or sits anywhere in store, —— & © 
compactly displays reels for quick sales. Handy price tags are included. wae 3 “ 
Each reel in this group is a proven best seller, all current 1960 models in e rmuk TEMPER Montaque 
the most popular price ranges: | Oceantiny — 
4 each Ocean City No. 1581 Bait-Casting Reels 

each Ocean City No. 1610 Chrome-Plated Bait-Casting Reels 

each Ocean City No. 376 Flipline Closed-Face Spinning Reels 

each True Temper No. 330 Open-Face Spinning Reels 





SPECIAL DISCOUNT SAVES DEALER MONEY: 
No. RD12 
Regular cost of 12 reels $63.24 
Regular cost of display stand 5.00 
Total value of reels and stand $68.24 
Less special $7.24 discount — 7.24 
YCU PAY ONLY %61,00 





ORDER FROM YOUR TRUE TEMPER WHOLESALER TODAY! 
Pre-assemblied metal 


Each merchandising unit is shipped direct from factory, postpaid. stand sits on counter 
or folds flat for hang- 
ing on wall hooks. 


your basic line...your money line 
RUE SEM BER  vwcncen tenis buision 
® 


1623 EUCLID AVENUE ¢ CLEVELAND 15, OHIO 


© Ccanbliy 4 TRUE TEMPER. 27 Montague 


Lithographed in U.S.A. 1/60 





ACCO 
EXTRA-BRIGHT 


ZINC FINISH 
CHAIN Brand new and bright as 


a dollar fresh from the mint, this chain 
will stop store traffic—men, women, 
children—maybe even smart dogs who 
would like to be chained with it. It's a 
chain so appealing that it instantly sug- 
gests dozens of now do-it-yourself uses. 


ACCO’s new Extra-Bright Zinc Finish is a 
durable protective coating bonded to the 
chain surface. It is highly resistant to 

rust as well as staining and tarnishing. 

it stays bright long after standard zinc 
finishes turn dull and dirty looking. . 
You can now get ACCO's Extra-Bright Zinc zy 
Finish in a wide variety of chain prod- 
ucts including dog chain, farm chain, 
Chain Salesmaker Assortment, and of 
course, in regular welded and weldiess _ 
chain styles. See your distributor o 

write our York, Pennsylvania, se 


< 4 i. 4 
4 ty 


. “# ¥ 
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AMERICAN CHAIN “<< 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


Sales Offices: *Atianta, Boston, *Chicago, *Denver, Detroit, *Houston — 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore.,*San Francisco 
"Indicates Warehouse Stocks 
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Cash in on Plastics 
(Continued from page 60) 


that week end. 

The merchandising value of col- 
or was unexpectedly demonstrated 
in connection with these waste- 
baskets. The baskets just men- 
tioned were featured in a variety 
of colors: about three weeks later, 
when a re-order arrived, they were 
all the same color, a dull brown. 
The following Thursday’s adver- 
tisement occupied about the same 
space as before, the same mass dis- 


play was built adjacent to the spe- 
cial plastic housewares section, and 
the response to the announcement 
was just as heavy as before, Jacobs 
observed, but only 48 of the brown 
baskets were sold. 

“Wr feel sure,” he continued, 
“that if we had had the same as- 
sortment of rich colors as before, 
sales would have been at least as 
good, if not better, because many 
customers inquired about the 
baskets and looked at them but did 
not buy.” 

A recent weekend feature was a 
plastic garbage can. More than 30 





Sandvik Saws serve the world! 


Traditional Swedish Craftsmanship 


. is built into every fine Sandvik hand 
saw. Blade of Sandvik Swedish Steel, 
recognized the world over for its excep- 
tional cutting qualities. 





OTHER PRODUCTS 
SANDVIK OFFERS 


BUCK SAWS 
FILES 
CHISELS 
PLIERS 
SCYTHES 





... all made 
from the finest 
Swedish Steel! 








For more information use Handy Return Card, Page 75 


Recommend, stock and display Sandvik 
hand saws, because when you offer Sand- 
vik you are offering the best. 


Sandvik sreex inc. 


7702 NEVINS ROAD, FAIR LAWN, NW. 





Saw & Too! Division 





were bought during that two-day 
period. Another special item from 
the plastics section was a water 
pitcher for use in keeping water in 
the refrigerator. More than 100 of 
these sold within a week. 

“When we have an item featured 
in the regular store advertise- 
ment,” Jacobs said, “we always 
accompany the ad with a mass dis- 
play of the item featured adjacent 
to the 20-foot gondola units. Some- 
times we show a mass display of 
the special near the front of the 
store. The public is highly respon- 
sive to plastic housewares promo- 
tion, and we find that no store item 
moves more easily than plastics if 
it is given a little extra promotion- 
al attention.” 


¢ 


Pendleton Announces 
Purchase of Vichek Tool 


E. C. Koster, president of 
Vichek Tool Co., Cleveland, Ohio, 
announces that agreement has 
been entered into, subject to rati- 
fication of Vichek Tool Co. share- 
holders, for sale of the 65-year-old 
firm to Pendleton Tool Industries, 
Inc., Los Angeles. 

Pendleton Tool Industries, Inc. 
is purchasing Vichek’s operating 
assets only, including the firm’s 
forged tools plant at 3001 East 87th 
St. in Cleveland, and its plastics 
division in Middiefield, Ohio, as 
well as stocked raw materials and 
finished inventories. 

The assets being sold will be 
transferred to a wholly-owned 
subsidiary of Pendleton Tool In- 
dustries, Inc. The subsidiary will 
continue to operate as Vichek Tool 
Co., retaining its individual cor- 
porate identity, trademark and 
sales policies, according to Morris 
B. Pendleton, president, Pendleton 
Tool Industries, Inc. 

Koster will continue as Vichek 
president. L. F. Storie, former 
Vichek vice-president, will be ex- 
ecutive vice - president. Other 
Vichek executives and employees 
will remain in their present posts. 





For information on 
CATALOGS & BULLETINS 
See Page 71 
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NATIONALLY ADVERTISED 
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Famous Center Hole Threading 
for Reeling of Catch to Tip of Rod 
and Tip-Top Action in Casting. 


All Ideal 5-Way Floats have these features: 
e Hole Through Center 
@ Slip-Stop Attachment 
e Fish Upright 
Snap On... Snap Off 


Pull Top Button . . . Push Bottom Button be a 


Available in Popular Sizes 


For: Bait Casting 
Spinning 
Still Fishing : é 
The Ideal family of 5—Way Floats is 
colorfully illustrated along with many 


other fishing accessories in our 1959- 
1960 catalog. Send for yours today. 


> 


IDEAL 5-WAY WEIGHTED FLOAT : 
No sinker . . . longer casts . . . aa ; ‘ 
more action for live baits — 


IDEAL 5-WAY BUBBLE FLOAT 


Standard and Water-Fillable. 
Spin, bait, fly, lure cast or still 
fish with just one rig. 


IDEAL FISHING FLOAT COMPANY, inc. 


2001 E. Franklin Street ¢ Richmond 3, Virginia 


WAREHOUSES: = 
301 North Market Street, Dallas, Texas 2 


605 Third Street, San Francisco, California 


World’s Largest Manufacturer of Fishing Floats, 
Furnished Lines and Sinkers 


DEALER SALES AIDS 


For more information on these sales 
aids use the free post card on page 75 


Hardware Center 


A Hardware Center offering basic 
stock selection, positive inventory 
control, and organized visual display 
is announced by Stanley Hardware, 
New Britain, Conn. 

A total of 174 basic items were 
selected and are packaged and mass 
merchandised in 22 product related 
groups. The selection is said to be 
compatible with the NRHA Turnover 
Handbook, but rather than being 
necessarily basic, 20% of the items 
comprise best fast-sellers. 

A Promotion Kit is furnished with 
the sale of any 11 groups and con- 
sists of a merchandising manual, 24” 
installation photo, window streamer, 
newspaper ad, and publicity release. 
Consumer announcement flyers and 
a price marking set are available on 
request. For more information— 

Write in No. W1 on card, Pg. 75 


Sandpaper Cabinets 


Two new sandpaper assortments, 
self-service cabinets with grit and 
price identification panels, and great- 
er dealer profit margins are features 
of the “300 series” of sandpaper deals 
offered by Minnesota Mining and 
Manufacturing Co., 900 Bush Ave., 
St. Paul 6, Minn. 

The two new assortments combine 
flint sandpaper with aluminum oxide 
in the one instance, and garnet in the 
other. These assortments are includ- 
ed in the “300 series” deals listed be- 
low. 

No. 370: one cabinet, plus one 
Sleeve each of “Production” (alum- 
inum oxide) paper in very fine, fine, 
medium and coarse grits; and “Im- 
perial” flint paper in fine, medium 
coarse and very coarse grits. 

No. 375: one cabinet, plus one 
sleeve each of “Production” paper in 


a LDER*s 


STANLEY HAROWARE CENTER 
- ee 


the five popular grits; and “Wetor- 
dry” Tri-M-ite (silicon carbide) paper 
in the super fine, extra fine and very 
fine grits. 


Aimed at faster turnover and bigger profits, the new Stanley Hardware Center uses the wall area as home base fer its 
display — note the Centers, already established, shown in the above photos. Stanley has attempted to divide up basic 
and best fast-sellers into groups, to unify the whole department, and to simplify stock control. All items are visually 
packaged: skin pack, die cuts, and labelled items, with produ:t name, class number, price spot, and instructions all included. 
Wire display racks organize the products into related grows; they may be hung on peg board fixtures or on a plain 
surface. Group header signs identify each product group, and a “Stanley Hardware Center” sign calls attention to the 
entire department. Additionally, inventory control cards are supplied, one for each product; cards signal the time to reorder 
and contain the item name, number, minimum stock, and reorder quantity; space is provided for pricing and cost coding. 


100 
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“Just Load and Sell!’’ 


“‘Here’s the rope rack that brought rope up from 
the basement—and not in big heavy coils either. 
It’s Plymouth’s SalesRak. It holds the sizes I get 
the most calls for— ';"’, 34’ and 4” diameters. It 
holds my rope inventory to a minimum—the com- 
pact refills take up a lot less room. What I really 
like about the SalesRak is the way it puts rope on 
display and keeps it out where it can be seen and 


sold. It comes the closest to making rope a self- 
service item of any rack I’ve seen. Does it sell 
rope? You bet!” 


Jim Moffat 

Moffat Brothers 

5240 Veterans Highway 
Metairie, Louisiana 


PLYMOUTH 11-SPOOL SALESRAK UNIT—a compact Plymouth SEE-AND-SELL 


rope merchandising unit for dispensing !4’’, 5/16 


7 
, 


3¢"’ diameter ropes in lengths up to 


300-feet and 14" ropes in lengths up to 200-feet. Plymouth’s Ship Brand Manila, Sisal and 
Puritan Ropes are available. Rack included free with order of 11-spool unit. For all the 
details, get in touch with your Plymouth Distributor right away! 


PLYMOUTH CORDAGE COMPANY 
Plymouth, Massachusetts 


For more information use Handy Return Card, Page 75 





No. 380: one cabinet, plus one 
sleeve of “3M” garnet paper in very 
fine, fine, medium and coarse grits; 
and “Imperial” flint paper in fine, 
medium, coarse and in the very coarse 
grits. 

No. 385: one cabinet, plus one 
sleeve each of “Imperial” flint paper 
in the five popular grits; and “Crys- 
tal Bay” emery cloth in fine, medium 
and coarse grits. 

No. 390: one cabinet, plus one sleeve 
each of “Imperial” flint paper in the 
five popular grits. For more informa- 
tion— 

Write in No. W2 on card, Pg. 75 


Sweep Merchandiser 


The Oxco Floor Sweep Display No. 
2 which features an assortment of 
sweeps designed and priced to ap- 
peal to both home and commercial 
users is made available by Ox Fibre 
Brush Co., Frederick, Md. 

The unit holds 20 sweeps and 
handles including the Maryland, the 
Ranch House Outdoor Broom, three 
sizes of the Regent, three sizes of the 
Challenger, and the Garage Palmyra. 

Dealers ordering Display No. 2 get 
a free, all-metal folding display rack 
which both stocks and displays a 





NOW! You Can Sell 
High Wheel Mowers With 


JACOBSEN 


A 


Power Propelled 
24 inch cut. 


The New Ram by JACOBSEN 
Made in Dixie for Dixie Dealers 


Experts from our Brookhaven, 
Mississippi plant have carefully 
surveyed the South to determine 
the kind of mower your customers 
need most. 

The answer is our new Ram 
series of High Wheel Rotary 
Mowers, tailored to your market, 
with Jacobsen experience and 
quality built in. 

Jacobsen reputation helps you 
sell more, Jacobsen design keeps 
customers happy. 


e 22 inch and 24 inch push type 
models. 


* 24 inch power propelled model. 


¢ Jacobsen industrial Hi-Torque 
engines made exclusively for the 
mowers. 


¢ Straight belt drive to cutter. 


e Cutter can be disengaged for 
starting and transport on Ram 
24 and 24SP models. 


¢ Low center of gravity. 
Send for brochure. 


Fedtiune for featinne— the finest | 


’ 
s 


“a. Jacobsen 


MANUFACTURING COMPANY 
General Offices, Dept. SH2 + Racine, Wisconsin 


Factory at Brookhaven, Mississippi 


For more information use Handy Return Card, Page 75 





complete assortment of styles. Six 
sweep heads are displayed in front 
of the unit while balance of stock is 
stored in the rear, It has a metal top 





sign with use recommendations. Re- 
quires 2.3 square feet of floor space. 
For more information— 

Write in No. W3 on card, Pg. 75 


Carded Lubricant 


A new merchandising display card 
for “Dry-Lube” which features con- 
sumer uses and product advantages 
is announced by Reardon Products, 
305 Cass St., Peoria, Ill. 


Noy 


i ay 


KLEEN 


E DRY “LUBE - 


Lo 


REARDON PR 
— error 


The card is designed in modern art 
treatment to be displayed on counters 
or wall racks. Illustrated diagrams on 
the back show exactly how to use the 
lubricant. 

Dry-Lube squeeze bottle is avail- 
able in %-oz, size for 39 cents, and 
2-oz. size, 69 cents. For more infor- 
mation— 

Write in No. W4 on card, Pg. 75 


SOUTHERN HARDWARE for February, 1960 





FOR PROFIT STANDARDIZE 


It's a safe bet this man is enjoying a profitable operation because he stocks Southern 100% 

Screws. Southern fasteners are profit-partners in stores everywhere because they are 

pre-sold to your customers in national craftsmens’ magazines, and because once your ON SOUTHERN 

customers use quality fasteners by Southern, they remain Southern customers. FASTENERS 
Standardize on Southern Screws for profit. Stock ‘em in the handsome new Sou- 


thern package with the EZ to C© label — the package with the NRHA approval — or buy 
‘em for bulk customers in Southern’s new 275# test carton. Put Southern Screws in 


your want book today. = se Se 
- id « 


Sold Through Leading Wholesale Distributors SCREW COMPANY 


Stareswrace monte Camoum 


Warehouses: New York * Chicago * Dallas * Los Angeles 


Wood Screws « Stove Bolts « Machine Screws & Nuts ¢ Sheet Metal Screws « Carriage Bolts « Wood Drive Screws «+ Dowel Screws 
“ae 
Ye 7 


1 aga 


- ; PF 
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PRINTED HELPS 
and other sales aids 





The Garcia Corp., 268 Fourth Ave., 
New York 10, N. Y., offers dealers a 
wide assortment of sales aids, includ- 
ing a retailer consultant service and 
assistance from fishing experts who 
set up in-store demonstrations and 
lectures. Merchandising aids include 
the Mitchell Counter Card, die-cut 
for holding a Mitchell reel and one 
spool of Platyl; display stand for 
Mitchell reels; an Abu Reflex trans- 


parent window streamer; an in-store 
streamer illustrating Six Steps to 
Successful Spin Casting; large and 
small size streamers featuring Mitch- 
ell reels; instruction manuals for all 
reels; with complete parts diagrams; 
and others. For more information— 
Write in No. W5 on card, Pg. 75 


The Reichert Float & Manufactur- 
ing Co., 2250 Smead Ave., Toledo 6, 
Ohio, offers envelope stuffers, pack- 
age inserts, and newspaper ad mats 
to assist dealers in promoting its line 
of rubber tank balls and guaranteed 
leak-proof copper and plastic floats. 
For more information— 

Write in No. W6 on card, Pg. 75 





FOR A BANNER YEAR IN SALES! sgt 


Promote 
the Favorite! 


CHAPIN 


ALL-PURPOSE 


SPRAYERS 
with Chapin’s famous 
2 stage safety lock 


Send for 
CHAPIN'S 
NEW 1960 
CATALOG 
write 


Dept. SH-2 


OPEN-HEAD 
and 
FUNNEL-TOP 
MODELS 
1%y~—2—2'%4 
4 and 7 
GALLON 
CAPACITIES 


Quality Sprayers and Dusters since 1887 


MANUFACTURING WORKS, INC. 
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Foley Manufacturing Co., 3300 5th 
St., N. E., Minneapolis 18, Minn., 
continues its 14-day trial offer on 
Foley mowers, as a promotional aid 
to dealers. A customer is allowed a 
14-day trial on his lawn. If not sat- 
isfied, he may return the mower and 
get his money back. Dealer has noth- 
ing to lose as the company states that 
it will replace the used mower when- 
ever requested. Window streamer 
and ad mats available on all items in- 
cluding a banner on the new 32” 
Quad Cut mower and trimmer fcr 
1960. For more information— 

Write in No. W7 on card, Pg. 75 


©. F. Mossberg & Sons, Inc., P. O. 
Box 1302, New Haven, Conn., makes 
available to dealers consumer stuffers 
for enclosure with mailings or count- 
er use; a consumer stuffer on Moss- 
berg’s 4X scopes and its latest ad- 
justable power scope; and a Retail 
Sales Manual for the dealer and his 
sales staff. In addition, the company 
offers free electrotype advertising 
mats. For more information— 

Write in No. W8 on card, Pg. 75 


Henry L. Hanson Co., Worcester, 
Mass., has available a Self-Seller 
Drill Display which requires 14 
inches of space. A clear cover high- 
lights the high speed drills which are 
held in support holes and serve as 
a drill gauge. The size and price are 
marked and quantities are varied ac- 
cording to demand. The cabinet has 
a storage rack for extra stock. An in- 
formation chart is also available. The 
Hanson Self-Seller Display Cabinet 
for taps and dies contains initial as- 
sortment of taps, dies, screw extrac- 
tors, die stocks and tap wrenches, in- 
cluding all popular sizes, and is grad- 
uated according to normal customer 
demands. The cabinet requires coun- 
ter space 18 inches x 13 inches and 
has space in the back for extra stock. 
For more information— 

Write in No. W9 on card, Pg. 75 


Hoosier Tarpaulin & Canvas Goods 
Co., Inc., 1302-10 West Washington 
St., Indianapolis 6, Ind., offers new 
complete sales programs for whole- 
sale distributors on Hoosier Tarpau- 
lins, Tents, and Boat Covers. These 
sales programs include the suggested 
stock of the fastest selling sizes or 
models and complete advertising, 
sales promotion and selling aids in- 
cluding miniature tarpaulins and 
tents, wall display posters, signs, 
newspaper ad mats, self-mailer enve- 
lope stuffer brochures, list price sell- 
ing catalogs, individual display 
cartons, inventory control cards, and 
glossy photos. For more information— 

Write in No. W10 on card, Pg. 75 


Campbell Chain Co., York, Pa., of- 
fers the following display units: The 
compact Chain Reel Display Unit, re- 
designed to load from front, incor- 
porates handy chain end holders and 
new cutter. Requires less than two 
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SHAKE! 


CTY ‘ 
ALLLA 


TU leingham Eo. CLEVELAND 1. OHIO 
Corpus, Christi Hardware, Co,, Wy 
MILLER BROTHERS HARDWARE Co. Ze BOSTWICK-BRAUN Conbitey 


RICHMOND, IND. TOLEDO 1, OHIO 


Van Camp Haroware & Iron Company Woodward Wight & C2& 


INCORPORATED 


MOORE- HANDLEY Birmincam 2.ALa. * RESERVED FOR YOU 





eS 
































Mr. Dealer: Ames, as hardware people since 1774, knows your problems. With this 
understanding of your business in mind we have designed a quality line for hardware, 


housewares dealers. Ames is your line. Even more proof of this is that the above qual- 


u 


Since : 
dealer, have recently joined “the big switch” to AMES. : METAL HOUSEWARES 
AMES : GARDEN TOOLS 
: SHOVELS 


O. AMES CoO. PARKERSBURG, WEST VIRGINIA 


ity distributors, with over 600 years of combined service to the hardware, housewares : CASUAL FURNITURE 
1774 
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World's most complete line of doth and rubber surface waders 


HODGMAN 


A style for every purpose and purse 
=v weel-dinve 


Strong, reinforced suspender button 
Strongly reinforced seam 

100 waterproof 

Carefully designed for comfortable fit 
Fully vulcanized as a complete unif 

Boots cemented, strapped and vulcanized tc 
upper for extra strength 

Roomy inside pocket 

Reinforced crotch rubber chafing strips at 
crotch and inseams 

Body material chafe guard eliminates flex 
point and chafing at boot top 


4 
NO. 304 Boot teet constructed on foot-shaped last for 


WADEWELL real comfort 

Hord toe cops for foot protection 
| Leleous teleons Cleated soles for sure Pla 
WADER Molded heel 


Sponge rubber arch supporting insole 
Extra strong, double 
texture (cloth surface) 


body material 


Drawstring top 


NO. 308 
-leleks cele}| 
WADER 


Substantial rubber surface 
Extra layer of*yubber at 
> 
crotch and knees ¥, 
Special rubber chafe guard 
at top of boot ~ 


OTHER HODGMAN WADERS 


NO. 300 NO. 303 NO. 307 NO. 309 NO. 384 
Brighton ® Brighton ® Wadewel!l ® Nylon Wadewel!l ® 
Lightweight Bootfoot Insulated Boot- Zephyrweight Hip Wading 
Stockingfoot Wader foot Wader Stockingfoot Boot 
ader Wader 


HODGMAN RUBBER Co. *™™" 


79 Madison Ave 549 West Randolph St 8231 Hoyle Ave 1355 Market St 
New York 16, N.Y Chicago 4, Ill Dallas 27, Texas San Francisco 3, Cal 
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square feet of floor space. It has a 
blue and yellow baked finish and five 
accessory bins at top; is 5334” high, 
20%” inside, 21%” deep. The Proof 
Coil Chain Merchandiser which re- 
quires only one square foot of count- 
er or floor space; shipped pre-as- 
sembled. Unit is 24” high when used 
for counter display; stands 39” high 
when used as a floor unit. Blue 
Temper Proof Coil Chain Assortment 
consists of 3/16” and 4” chain in 10’, 
15’ and 20’ lengths; 5/16” chain in 
10’ and 15’ lengths. For more infor- 
mation— 
Write in No. W11 on card, Pg. 75 


The Irwin Auger Bit Co., Wilming- 
ton, Ohio, offers to dealers free metal 
display merchandisers with the fol- 
lowing assortments. No. M-62T con- 
tains metal wall merchandiser and 
13 bit assortments of the Irwin Sello- 
paked 62T Bits, one of each size 
4/16” through 16/16”. No. M-88 con- 
tains metal wall merchandiser and 
20 bit assortment of the Irwin Sello- 
paked Speedbor “88” Wood Bits for 
electric drill, two each of even sizes 
and one each of odd sizes “4” to 1”. 
No. 430 contains metal wall merchan- 
diser with assortment of 30 amber 
plastic handle screwdrivers in the 
five most popular sizes. All displays 
have colorful baked enamel finish 
and fit in a minimum of space. A 
booklet on the selection, use and care 
of bits, and a variety of envelope 
stuffers are also available. For more 
information— 

Write in No. W12 on card, Pg. 75 


Rubbermaid, Inc., Wooster, Ohio, 
offers the following merchandising 
units. Display #0816: a dispensing 
unit for Shelf-Kushion, which comes 
in 45’ rolls; free with purchase of a 
merchandise assortment of four rolls 
each of #1635 wall cabinet Shelf- 
Kushion and four rolls of #1644 base 
cabinet Shelf-Kushion. #0888 Bath 
Display: solid frame of square metal 
tubing finished in neutral blue enam- 
el; composition board shelves and 
backing in oatmeal finish, harmoniz- 
ing blue; available at $12.50 net, 
shipped prepaid. #0877 Plastics Dis- 
play: displays odd-shaped products; 
available at $20 net; shipped prepaid. 
#0837 Door Mat Wheeler: portable 
merchandising fixture sells complete 
door mat line; available through 
wholesaler only, not drop shipped; 
cost is $6.98 with one #1411 door 
mat (Value $6.98) free. For more in- 
formation— 

Write in No. W13 on card, Pg. 75 


McCulloch Corp., Marine Products 
Div., 2901 East Hennepin Ave., 
Minneapolis 13, Minn., offers the fol- 
lowing promotional aids to dealers. 
Scott’s display service “A” and “B”, 
which gives dealers a continuous flow 
of point-of-purchase display material 
throughout the year—each service 
consists of four mailings of display 














Chain Door Guard card is master soles- 
man. Besides permitting customers to see 
and “feel” the product, it lists sales fea- 
tures and complete installation instructions. 


new STANDARD” 
Chain Door Guard 
sells on sight 


This carded Chain Door Guard, newest product in the “Standard” 
line of over 90 items, is compact, attractively modern . . . sells on sight! 

An outstanding sales feature is provided by the special positioning of 
screw holes. This permits installation at the door edge without danger of 
splitting the wood or marring the finish. 

Available in brass, nickel and chrome finishes. Substantial welded 
chain. Screw holes of base and keeper fit flush for strongest possible 
attachment. 


Shelby Metai Products Company 


Shelby, Ohio 
Originators of carded hardware complete with screws 





























by 
Brookville 


Prices from 59c-$1.19 
Full profit line 
Nationally Advertised 
Prepriced on Rack 


SOFT TOUCH 
a HOUSE ’N HOBBY 
viene wm seni ol for HOE 'N HOME 

prices and full-color catalog sheets. 


BROOKVILLE GLOVE COMPANY, INC. 
Brookville, Pennsylvani: 
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The Most Advanced Line 
in Fishing Equipment 


Fishermen ask for Old Pal because 
of its quality . . . you should fea- 
ture Old Pal because it’s the most 
up-to-date line with new and 
exclusive items. 


New! 
Hand-E-Floater 


No. 14610 Designed for 
use both as a carrier and 
a floater. Galvanized, one- 
piece, round. Capacity 
equal to standard 10-qt. 


Tow-Bucket 
No. 34G10 Bait can be 
towed without drowning. 
Cone-shaped lid reduces 
drag. Can also be used as 
a marker buoy. Two- 
jiece, galvanized floater. § 

fo-at. capacity. 


New! 

y) Oxy-Charger 
No. 22G10 A bubbler type 
, bucket with a perforated 
ic air pressure cham- 
. Minnows keep alive 
| for days. Galvanized; 10- 

' qt. capacity. 


Molded Fiber Bucket 
Ne. 806 The ideal econ- 
omy bucket for minnows, 
crawfish and other live 
bait; waxed rim and 
bottom. Fiber buckets 4 
to 20-qt. capacities. 


Old Pal 

Plastic Spin Kit 

No. 370 New, exclusive de- 

‘ sign. Can be used for spin 

_ : kit or tackle box. Opens 

from both sides. 16 compartments—9 on one 

side, 7 on the other. Equipped with belt loop. 

Measures 944" x 4” x 2”. 

Order the complete line of OLD PAL Metal 

and Air Feeder Minnow Buckets, Bait Boxes, 

Worm Cans, Minnow Traps and Plastic Lure 
Boxes from your wholesaler. 


Write for free illustrated catalog 


OLD PAL, INC., Subsidiary of 


Animal Trap Company of America ¢ Lititz, Pa. 
Pascagoula, Miss. ¢ Fenton, Mich. © Niagara Falls, Ontario 
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material which ties in with Scott’s 
national advertising. In addition, 
Scott makes available line folders, 
price sheets, service uniforms and 
emblems, billboard poster, roadside 
signs, radio scripts, 30-minute movies, 
store-front signs, and clock signs. For 
more information— 
Write in No. W14 on card, Pg. 75 


Aladdin Laboratories, Inc., 620 So. 
8th St., Minneapolis, Minn., encloses 
a dealer merchandising kit in each 
box of six JON-E’ Hand Warmers. 
Included is a cardboard counter dis- 
play, a window streamer and a deal- 
er’s return order post card for addi- 
tional material. Four-color, self-ad- 
hering clear acetate, 10” x 24” win- 
dow posters for glass doors, dispiay 
windows and display cases are now 
available. For more information— 

Write in No. W15 on card, Pg. 75 


The Acme Shear Co., Advertising 
Dept., 100 Hicks St., Bridgeport, 
Conn., is offering free to dealers mats 
for their local newspaper advertising 
on Kleencut Scissors and Shears. A 
four-page folder showing the 28 mats 
with a postage paid return order card 
is available upon request. For more 
information— 

Write in No. W16 on card, Pg. 75 


The Wood Shovel and Tool Co., 
Piqua, Ohio, offers to dealers a bro- 
chure and a proof sheet on advertis- 
ing mats which are available free of 


charge. A self-mailer on the com- 
pany’s Jet-Lite line of shovels, spades 
and scoops can be used by the whole- 
saler and the dealer alike and is 
available in any quantity upon re- 
quest. A floor type shovel rack which 
provides a great degree of flexibility 
inasmuch as it can be moved from 
one part of the store to another and 
which displays six or more shovels, 
spades and scoops is made available 
at a small extra cost. Also at modest 
cost, the company offers three mer- 
chandiser and display rack deals for 
shovel and steel goods. For more in- 
formation— 
Write in No. W17 on card, Pg. 75 


©. Ames Co., Parkersburg, W. Va2., 
is offering a wide variety of ad mats 
on its full line of garden tools. Avail- 
able in one column size, the mats 
provide generous space for imprint 
and price. A proof sheet showing 
available mats is available upon re- 
quest. For more information— 

Write in No. W18 on card, Pg. 75 


Crescent Tool Co., Jamestown, N. 
Y., has available displays for all the 
better selling items in its complete 
line of wrenches, pliers, screwdrivers, 
hacksaws, tinner’s snips, special line- 
man’s tools, etc. The displays, 23 in 
all, can be mounted in units of one, 
two, four, six, 12 and 16 panels. Vari- 
ous fixtures are offered by the com- 
pany at a small cost. No charge is 
made for the display panels, they are 








HAE-EH 938/1059 


EARLE 
@ LOCKS 


BUILT-IN QUALITY MAKES EARLE LOCKS TRUE BARGAINS : 
Dollar for dollar, there’s nothng like them for mechanical craftsmanship, appearance, finish. 
Earle’s 45 years of specialization plus a completely modernized plant assures products that 
consistently pass the most stringent mechanical and visual inspections. NEW sales-making 
packaging; NEW aggressive merchandising cooperation, enables you to make friends as well 
as profits with EARLE LOCKS. Write for catalog—now. me, 200 8) Gm wenmentas 
1 


Rim LOCK SET, wrought steei 
with 24” knobs. Packing, { set to 
box, 30 to master 3 

45 ibs. + No. 100 


ee 4 steel with 214” 

No. S-J (not shown) precis' 
carton, Weights: “Ne. 100 8-1 be 
tbs.: Mo. 600 S-) 47 Ibe. 


Nos. 3525 and OB 3545 (above) 

PASSAGE DOOR SETS with 2%” 

knobs. * No. OB 3525 set with 2 pr. 

wy knobs; No. OB 3545 set with 1 pr. 

knobs. Finishes; U.S. 4, U.S. 14, U.S. 15. 

Packed 1 set to box, 30 to carton. Weight 

52 tbs. * EARLE LOCKS are master keyable. 
Instruction templates included. 


EARLE HARDWARE MANUFACTURING CO., PITTSTON, PENNA. 
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The square head is dead! 


\oNe LIVE HEX AND HX | 


Hex and Hex (hex screw plus finished hex nut) replaces: 


1. Square and Square (rolled thread) 
2. Square and Square (cut thread) 
3. Bright Cap Screw 


MORE PROFIT FOR YOU! 

@ Down goes your capital outlay on slow movers. 

@ Down goes your total inventory — fewer pieces, fewer 
containers. 

@ Down go handling costs and paperwork. 

@ Down go shipping charges — Hex and Hex weigh less. 

@ Up goes turnover. 


COST REDUCTION FOR YOUR CUSTOMERS! 


@ Now just one type to order and stock. 

@ Improved quality—hex screws are stronger than square heads. 

@ Improved appearance — Hex and Hex make a more attrac- 
tive product. 


@ Hex and Hex costs no more than Square and Square, Bright 
Cap Screw with nut bought separately. 


FULL RANGE OF SIZES—CHOICE OF PACKAGES! 
@ Hex and Hex are available in standard packages 4%” x 8” 
smaller and shorter. 


@ Hex screws without nuts are available in standard packages 
1” x 6” smaller and shorter. 


oa 
a 
| 
va 


4) 


= BRIGHT 
( SQUARE no ) ee 


{ SQUARE HEAD MACHINE BOLT, NC 
MACHINE BOLT, CUT THREAD, (killed by smart 
ROLLED THREAD, ] SQUARE NUT ; distributors) 
SQUARE NUT (killed by mfrs.) 
4 (killed by mfrs.) 

















LAMSON & SESSIONS 


5000 TIEDEMAN ROAD + CLEVELAND 9, OHIO 
Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 
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billed at the cost of the tools on them. 
Stands to mount four, six, 12, and 
16 panels are available at low cost. 
Crescent recently added a series of 
18 fixtures for mounting on Peg- 
board. Each fixture comes with a 
small assortment of tools at the cost 
of tools only. For more information— 
Write in No. W19 on card, Pg. 75 


Hanson Scale Co., 1777 Shermer 
Rd., Northbrook, Ill., offers a versa- 
tile point of purchase display stand 
for its line of personal scales. The 
stand, No. D-108, is in the form of a 
wire bracket and can be used as a 
counter or window display, or hung 
on peg board. It is 16” high by 11” 
wide. For more information— 

Write in No. W20 on card, Pg. 75 


Amerock Corp., Rockford, IIl., of- 
fers colored envelope stuffers illus- 
trating the full line of cabinet hard- 
ware for consumers. The folder in- 
cludes the full line of pulls, knobs, 
hinges, catches, and window sash 
locks and lifts. Space is provided for 
imprinting. A variety of free ad-mats 
are also available to interested deal- 
ers. For more information— 

Write in No. W21 on card, Pg. 75 


The Eclipse Lawn Mower Co., 
Prophetstown, IIll., announces that a 
direct mail broadside on Eclipse Wasp 
chain saws is being mailed free in 
quantities up to 500 for dealers or- 


dering two or more saws. The color- 
ful broadside opens up to 34” x 23”. 
Dealers wishing to use more than the 
500 free maximum may order addi- 
tional copies “in-the-mail” at a cost 
of three cents each. For more infor- 
mation— 
Write in No. W22 on card, Pg. 75 


Upson Brothers, Inc., 65 Broad St., 
Rochester 14, N. Y., offers a peg 
board display with crystal clear plas- 
tic shelf free with its UP-39 Display 
Assortment of Upson Standard 
Screwdrivers. The display may be 
used on wall, counter, or shelf; re- 
quires 11 inches of space; price and 
type number are printed for each 
item. Holds 39 drivers, nine sizes of 
fastest moving numbers, and two 
types (31 slotted head, eight cross- 
point). Packed one to a carton. For 
more information— 

Write in No. W23 on card, Pg. 75 


The Yale & Towne Manufacturing 
Co., White Plains, N. Y., provides 
carded hardware as a dealer help in 
boosting sales. Yale also advocates 
the use of mounted samples on dis- 
play boards as a permanent merchan- 
dising idea. Package merchandisers 
are offered by the company for loca- 
tion in strategic positions. All mer- 
chandisers are in bright colors. For 
more information— 

Write in No. W24 on card, Pg. 75 


Stevens-Burt Co., Water Master 
Co. Division, New Brunswick, N. J., 
provides a colorful display card for 
its all-angle toilet plunger. The card 
carries an illustrated message and is 
fitted with two holes to slip on the 
yellow plunger handle. For more in- 
formation— 

Write in No. W25 on card, Pg. 75 


Style-Crafters, Inc., Greenville, S. 
C., offers a number of promotional 
materials free to dealers for the 
Aqua-Float line. Among these are 
full-color catalogs and bill stuffers, 
metal “Play-Safe” signs, window 
streamers, water-safety posters, wa- 
ter ski and safe boating instruction 
booklets, mailing folder on U.S.C.G. 
small boat regulations, counter dis- 
play cartons for Aqua-Float fenders 
and floats, glossy photos, newspaper 
mats, radio and TV spots, and pack- 
aging. An aluminum floor display 
rack which holds a full 2-dozen as- 
sortment of the company’s various 
products and which features an 
enameled red, white, and blue doubie 
faced sign is also available. For more 
information— 

Write in No. W26 on card, Pg. 75 


The Edwin H. Fitler Co., Philadel- 
phia 24 Pa., offers the following sales 
aids: (1) Octagonal Display and Dis- 
penser Boxes for 3/16” dia. up to and 
including %4” dia. sizes both Manila 
and sisal rope, (2) Fitler measured 
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rope marked at intervals of 5’. Avail- 
able on request in Fitler Octags only 
in sizes “4”, 5/16”, %", and %” 
diameters. (3) A wire rack requiring 
20” x 30” floor space for displaying 
and dispensing three sizes of rope—a 
small charge made for this rack when 
ordered with 300 lbs. or more of rope. 
(4) “Take-Along” coils of Filter Ma- 
nila rope. 50’ and 100’ individual coils 
wrapped in polyethylene for self- 
service selling from Dispenser Rack. 
The rack, on rollers, is furnished free 
when a complete group is ordered. 
Delivered in 300 lb. lots (order may 
be combined with other Manila rope). 
(5) The No. 57 Rope Merchandiser, 
5444” x 4414” x 231%”, will hold six 
full Octags or six full reels of rope 
or a combination of both. Rope feeds 
through guides to a measuring device 
and cutter. To all dealers handling 
Fitler brand Manila rope, Fitler will 
furnish, on request, metal signs for 
counter or wall use. For more infor- 
mation— 
Write in No. W27 on card, Pg. 75 


Columbus Plastic Products, Inc., 
Columbus, Ohio, offers a series of ad 
material for 1960 to merchandise its 
Lustro-Ware plastic housewares. Ads 
are illustrated, same size, on a 12- 
page newsprint folder. The mat serv- 
ice folder includes over 75 ads rang- 
ing from small one-column drop-in 
spots one and two inches deep to 
larger 2-, 3-, 4 and 5-column display 


ads. Individual reproductions of over 
200 items in the Lustro-Ware line are 
supplied also in mat or reproductive 
proof form for special promotional 
use. All materials, mats of ads, etc., 
along with point-of-purchase display 
material, are supplied free. For more 
information— 
Write in No. W28 on card, Pg. 75 


Moore Push-Pin Co., 113-25 Berk- 
ley St., Philadelphia 44, Pa., offers a 
counter display stand, the Moore 
720B, which holds 72 “serve-your- 
self” window packets of Moore pic- 
ture hangers. All metal, the revolving 
display is 103%4” high with a 9” diam- 
eter base. For more information— 

Write in No. W29 on card, Pg. 75 


Jackson Manufacturing Co., Har- 
risburg, Pa., has available the follow- 
ing sales aids: circular on home and 
garden equipment line; 84%” x 11” 
page describing wheelbarrows, lawn 
rollers, garden carts, and lawn 
spreaders; single-column newspaper 
mats illustrating any one of the gar- 
den equipment line. For more infor- 
mation— 

Write in No. W30 on card, Pg. 75 


Republic Steel Corp., 1441 Republic 
Bldg., Cleveland 1, Ohio, offers the 
Blue Ridge Roofing 15-piece kit for 
dealers which contains dealer infor- 
mation and sales guide folder, news- 
paper ad mat sheets, publicity re- 


lease, catalog sheets, radio spots, and 
full-size samples of window banner, 
hanger or counter card, and consum- 
er folders for Blue Ridge and other 
Republic form products. If dealer 
wants ad mats, or sales material in 
bulk, the kit includes a postage-paid 
order card. For more information— 
Write in No. W31 on card, Pg. 75 


Fuller Tool Co., Inc., 3522 Webster 
Ave., New York 67, N. Y., offers 
a complete self-service “screwdriver 
department” in the form of hang-up 
rack at no cost to dealers. Fuller 
screwdrivers, individually carded and 
priced, may be hung from the rack 
for customer convenience. For more 
information— 

Write in No. W32 on card, Pg. 75 


Bridgeport Fabrics, Inc., Bridge- 
port, Conn., offers free of charge a 
window streamer featuring Inner- 
Seal, extruded rubber garage door 
weatherstrip. The streamer, which is 
hung vertically, measures 84%” x 17”, 
and is black, yellow, and white. For 
more information— 

Write in No. W33 on card, Pg. 75 


Lamson & Sessions Co., 5000 Tie- 
deman Rd., Cleveland 9, Ohio, makes 
available to dealers a colorful flexi- 
ble bolt display, the stand of which 
is 54” high, 24” wide, and 24” deep. 
Display trays are 14” deep, 23” wide, 
and 9” high, and provide an eye- 
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reloading set: 


Your customers will agree —the Lyman Vandalia is the finest and 

fastest reloading set specifically designed for shotshells. They'll be 

amazed at the low cost of this precision instrument — and they'll be quick 
to buy when you tell them the Vandalia will save them from 50 to 80% 


of their shotshell costs! 


And the market's so big — anybody who uses a shotgun, anybody 
concerned about the high cost of shells — just about any scattergunner 
is a likely prospect. Now the average shotgunner can save enough 

on ammo costs in just one season to pay for his top-performing 


shotshell reloading set! 


The new Vandalia set is available in 12, 
shells using “new style” crimp. The standard die sets for 12 

and 20 gauge also reload the 3” Magnum shells. 

With the Vandalia, anyone can reload from 50 to 75 shells per hour — 
and it’s so easy! Here's real high speed performance combined 

with low cost: only $34.50 at list, complete. 





16, and 20 gauge for 2%” 





Tell your customers: reloading fired 
shotshell cases with the new Lyman 
Vandalia is like finding money on the 
round! Every time they pick up a 
ired case, they save a nickel or more, 
depending on the loads they use! 





Write today for free catalog of Lyman products 
and name of your nearest Lyman jobber! 


\) 
RELOADING EQUIPMENT - ¢ SIGHTS SCOPES * SHOTGUN CHOKES 


THE LYMA 


SOUTHERN HARDWARE for February, 1960 
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HEX HEADS 


CC 
SQUARE Heaps 7 


... and we'll be more than pleased to fili 

your needs. 

The choice between hex head and square head 
bolts, we feel, is up to the customer. What 

he wants, we'll supply. 

That’s why CLARK .. . a tested and proven 
producer of carriage and machine bolts for 
over a hundred years ... supplies both 

hex and square heads. 


They are available in a full range of sizes 

... with or without nuts . . . in bulk or 

Clark’s superior packaging. 

Write today for complete information and prices. 





REQUEST FREE CATALOG covering the complete 
CLARK line of industrial fasteners. 


CLARK BROS. 
BOLT CO. 


MILLDALE @© CONNECTICUT 





catching setting for the company’s 

“Brite-Plated” bolts, nuts, and 

screws. For more information— 
Write in No. W34 on card, Pg. 75 


Tennessee Coal & Iron Division, 
United States Steel Corp., Fairfield, 
Ala., offers dealers promotion items 
which include folders, leaflets, and 
the Farmers and Ranchers Handbook. 
Color folders feature such items as 
the Griptite Staple and Ranger 
Barbed Wire. Also available to deal- 
ers is a library of films designed for 
showing to farmer, civic, social, and 
educational groups. Films may be 
borrowed without charge, with a film 
catalog supplied on request. For more 
information— 

Write in No. W35 on card, Pg. 75 


American Biltrite Rubber Co., 
Chelsea 50, Mass., provides dealers 
with full-color literature, advertising 
mats, and photo artwork for Biltrite 
and Boston Garden Hose and Sprin- 
klers. In addition to a metal display 
rack on casters, a full-color merchan- 
dising display is available which dis- 
plays over 36 coils and may be used 
as an island or against the wall. Also 
available are water flow charts and 
display cards. For more informa- 
tion— 

Write in No. W36 on card, Pg. 75 


Stanley Hardware, division of The 
Stanley Works, 195 Lake St., New 
Britian, Conn., announces new and 
improved merchandising features for 
its cabinet hardware, including visi- 
ble packaging, and self-service dis- 
plays. Available to dealers in the new 
C-2 pegboard display stand. Fifty- 
seven select items are now visually 
packed, mounted on yellow and black 
space-saving cards, on the back of 
which carry all customer informa- 
tion: item name and number, suggest- 
ed usage, proper application, finish, 
and materials. For more informa- 
tion— 

Write in No. W37 on card, Pg. 75 


Champion DeArment Tool Co., 
Meadville, Pa., offers dealers a wide 
range of sales aids including imprint 
book matches, display boards and 
display tool rolls, newspaper mats, 
counter signs, decals, envelope stuff- 
ers, and counter coats for sales per- 
sonnel, Display boards offered in- 
clude No. 26 which is designed as a 
permanent display. The 26 different 
pliers are fastened on the board 
which is %” plywood, measuring 24” 
x 30”. Display boards 57, 75-A and 
87, of the same size, are dispensing 
boards containing selected assort- 
ments of the complete line of pliers. 
No charge is made for the boards 
when merchandise is purchased, 
boards remaining company property. 
Small 4%” pliers available in five 
different patterns are merchandised 
on 3-color display board and are also 
available in a velvet lined fitted case. 
Advertised as Channellocks “Little 


For more information use Handy Return Card, Page 75 SOUTHERN HARDWARE for February, 1960 





X 


DIRECT DRIVE 


Shakespeare j President 


NO. 1978 - $32.50 


NEW Trvu-Axis casting reels built 


for new monofilament’ casting line 


New Shakespeare Tru-Axis principle, plus newly developed Shake- 
speare bait casting monofilament* makes the use of monofilament 
a practical reality for bait casters. Here is a new concept of reel 
construction destined to revitalize bait casting. No. 1978 Shakespeare 
Direct Drive President—beautiful bronze anodized finish, a custom- 
crafted masterpiece for years of dependable performance. Capacity 
165 yds. 15 lb. Shakespeare B. C. Mono $32.50 
*See the reverse side for complete details on new, ““B. C. MONO” 
Shakespeare monofilament made specifically for bait casting. 





TWO BEARINGS 


RESERVOIN/ 


ONE PIECE SPOOL 
CONTINUOUS SHAFT — 


Tru-Axis is ruggedly anchored, stays 


“AUTOMATIC THUMBING” NEW SPRING 
TENSION CASTING DRAG 


Another plus from Shoke- 

= speare engineering. Easily ad- 

— justed for no-backlash casts 
AS 


eEc 
ry “ QUIET 


NYLON GEARS 
OUTWEAR METAL 


centered and runs smoothly. One Be POWER 
piece construction withstands wedg- 
ing pressure of monofilament. 


SHAKESPEARE 


TUBULAR GLASS 
WONDERODS 


= . —— 
DOUBLE-BILT with: 


1. A reinforcing glass 


%, 


. - 


fiber cylindrical wall on 
the inside and 

Wthousands of parallel 
glass fibers on the out- 


No. 1944T SERVICE 
Tru-Axis, for use with monofilament*. 
Chrome plated brass frame. Three- 
unit take-down construction ruggedly 
built for fresh and salt water serv- 
ice. Capacity 200 yds. 20 Ib. B. C. 


No. 1976 PRESIDENT 
STAINLESS STEEL. Tru-Axis, 
Direct Drive and automatic 
thumb, plus Ty-Bo crank, 
For fresh or salt woter. 
Cap. 165 yds. 15 Ib. B. C. 


No. 1927 DIRECT DRIVE 


Has exclusive Direct Drive, 
automatic thumb and Tru- 
Axis construction to handle 
monofilament*, Price makes it 
o real value. Cap. 165 yds. 
15 Ib. B.C. Mono... $16.00 


No. 1923 DIRECT DRIVE 


Sporty, light salt woter fish- 
ing. Bait casting for musky 
and northerns. “Ty-Bo” crank, 
automatic thumb, direct drive, 
and Tru-Axis. Cap. 165 yds. 
15 Ib. B. C. Mono. .$17.50 


side for strength. There's 
a Shakespecre Won- 
derod for every type 
of fishing. Above, No. 
P1592 Presidential Cast- 
ing Wonderod. 5’8” L 

$24.95 





GET YOUR NEW 
1960 ILLUSTRATED 


a 28 OF ae 


MONOFILAMENT LINE 
SPECIFICALLY FOR BAIT CASTING 


Opens New Sales Opportunities 


Shakespeare research and facilities to fabricate its own 
monofilament — now bring you an entirely new kind of 
monofilament — Shakespeare B.C. MONO designed spe- 
cifically for bait casting and trolling. New “B.C. MONO” 


. .. processed 


for bait casting limpness...is smaller 


in diameter, strength-for-strength than braided line; 
nearly doubles reel capacity! Sealed to insure factory 
fresh delivery to your customers. Available in 10-lb. 
to 35-lb. test rating. 





No. 6100X B.C. MONO in Factory Fresh 6-Pak (6, 100-yd. connected spools) 





10-Ib. | 12-Ib. 


15-Ib. | 18-lb. | 20-lb.| 25-lb.| 30-lb. | 35-Ib. 








$10.50 | $12.00 




















$12.90; $13.50 | $15.00} $18.00) $21.00} $24.00 





WINBEeasTING ond 1” 
— 


a 


—_ 


B.C. MONO IN FACTORY FRESH 6-PAK 
No. 6100X Now B.C. MONO comes in convenient 
6-pak, 100 yds. to spool. Pak cuts apart for single 
spool sales. (For prices see chart at left.) 


B. C. MONO IN PLASTIC BOX 
No. 6100 Now ovailable two 
100-yd. spools connected in 
handy plastic utility box. 
10-Ib—$4.00 
12-Ib—$4.50 
15-Ib—$4.80 
18-Ib—$5.00 
20-Ib—$5.50 
25-Ib—$6.50 
30-Ib—$7.50 
35-Ib—$8.50 


SHAKESPEARE MANUFACTURES ALL TYPES OF 
LINES—PRICED AND PACKAGED FOR VOLUME SALES 


™~ 
SHAKESPEARE 
“FACTORY-FRESH” 


MONOFILAMENT 
in 3 colors for 
varying water 

and bottom conditions 


The ultimate in monofilament, fabricated to toler- 
ances of less than 12/1000th of an inch. (1) uni- 
formly strong throughout and (2) casts smoothly 
because of its small diameter which resists kinking 
and stays limp. No. 5900Q Wexford Monofilament 
available in 4 to 30-lb. test in blue, green or char- 
coal to match every stream, lake, river or salt 
water condition. Competitively priced; for example 
100 yds 8-lb $.65 (also available in 12-pak) 


SHAKESPEARE 


FLY LINE 
' floats high 
j/ and dry 


fF 


~ without dressing 


30 OS) St Hew 
DOUBLE TAPERED 
FLOATS WITHOUT 
DRESSING 


A spectacular performer, the secret is in the tough, 
lighter than water, floating jacket. Wonderfloat fly 
line has body and weight to cast well. Never sub- 
merged, it picks up OFF the water with a flick of 
the rod tip, slithers through the guides, casts with- 
out sag, and lies limp, kinkless on the water. Won- 
derfloat finish level lines from $2.00; tapers from 
$6.00. All in new tangle proof ‘‘Quick-Pak”’ for 
easy reel loading. 


WEXFORD WONDERLINE WEARS UP TO 
3 TIMES LONGER — WILL NOT WATER LOG 


Famous Wexford Wonderline wears up to 3 times longer. Exceptionally 
tight braid gives you a flexible, easy casting line that will not water log 
and provides a bonus of extra strength. Available in 10 to 40-lb. test 
rating in black, camouflage and invisible. All sealed for factory fresh 


delivery. Price example: 50 yds. 15-lb. test. . . 


$1.35 


LITHO IN U.S.A. 





Tens of thousands of gardeners agree... 


For Just Easy TILLING 


no tiller made equals a low-cost V 
A d S = 
OPTIONAL | . 
REVERSE | “EONS } 
& DRIVE eum ~. 
y Are you c slave to y r gorden? Now, with on Ariens 
T “ y T, you umn save endless hours of hard work and really 








more productive garder 
ecoil starting 3 h.p 


lock and new tine 


. ngine, a throttle ontro 
are telling . > v 4 ; or n nding weeds ond backing up from 
© t end of rows. The big 16 all-steel 
and pre-selling tines till 8 to 20° wide and 28" or 36" with tine extend- 

* 7 
millions of magazine rs. Exclusive Free-swinging depth ber 

readers why they s q . Remember this: many tillers may icok like an Ariens JET 
ut or the JET has a tiller drive engineered with Timken 


should buy work- nd needle bearings ond double Neoprene oi! seals for 
. e a long, dependable service and Just Easy Tillin 
saving, dependable ’ 


ARIENS 


, ebb . : 
clincher Case... rmperial; 


$s yours with a 


Enjoy exclusive Flex-N-Float mc 
4'2 or 5'2 h.p. Ariens IMPERIAL. Recoil or electric key startin g 


Rotary or reel mower. Mony year ‘round attachments 


‘““GARD-N-YARD” 
~ - 

e » a 

TOOLS eee a» rt Recor editor, Organic Gardening Magazine, is well worth i 


25 ost! Profusely illustrated. Mail coupon! 


New! Th P er Gardening book, written by 


... and, to get the profit- 


making, “Going Like Sixty” GARD-N-YARD i SOLD AND SERVICED 
facts, ask your ARIENS TOOLS BY ONLY BY SELECTED 
distributor or write “ INDEPENDENT DEALERS 


e Mail Coupon Today! 


COMPANY ARIENS COMPANY, 223 Calumet Street, Brillion, 


ee Os. [1] Please send me free Gard-N-Yard folder describing the Ariens JET 


BRILLION, WIS. [) 25¢ enclosed for “Power Gardening” book. (Cash, or money order or stamps) 


———————————————— . 


Wisconsin 
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The Choice of 
More and More 


Dealers Every Year 


Exclusive design features .. . 

wider selection of models 

... greater dollar volume UMCO 

and profit from each rn fP ba 

unit sold—These are * OCnMA-ALAMMY © 
some of the key rea- TACKLE AND 
sons why UMCO 

Bonus-Quality Alu- SPIN BOXES 
minum and Royalite 
Tackle and Spin Boxes are 
featured by more and more Sporting Goods 

dealers each year! Why not make 1960 your year to 
swing to the UMCO line. You and your customers 
will be glad you did! 








New 1000 Series Hip Roof Models 


4 Hip Roof Boxes are featured in the 1960 UMCO 
line—two in Aluminum and two in Saltwoter- 
proof Royolite. All feature 7 full-length 
cantilever trays with Lur-gard liners, 

large storage area for tackle and gear, 
two positive action safety locks, full 

length Shur-Seal leakproof case seam. 
Models 1000 Aluminum and 1000R 
Royalite are combination tackle 

and spin boxes with 53 lure compart- 
ments—31 for spin lures and 22 for 

larger plugs. Models 1000S and 

1OOORS ore spin boxes with 70 lure 
compartments. Aluminum Models 


retail at $24.95. 
Royalite Models $29.95. % 
MODEL 204R 
ROYALITE TACKLE BOX 
A Big, Rugged Saltwater-proof Royalite Tackle Box 
with 3 cantilever trays—29 lure compartments, 2 extra reel 


clips inside cover, copper anodized aiuminum exterior hardware. Retail 
$17.95. Aluminum Model 204 (same except for aluminum case) Retail $14.95, 


Model P-9 
Pocket Box 


A fast selling pocket tackle box with 2 sets 
of lure compartments— 12 in all—for flys, 
spin lures, plugs, etc. Each side indepen- 
dently covered, complete with lock. Top- 
ered rounded ends for easy insertion in 
pocket. Retail $2.95. 


New Model 802 
Tackle Box 


Popular priced aluminum tackle box with 2 
full length cantilever trays, 10 regular and 
1 jumbo lure compartment. Retail $8.95. 
Model 802R (same except for Saltwater- 
proof Royalite case). Retail $9.95. 





Write for complete catalog 





America’s Most Complete 
Tackle Box Line * 














Spring Park, Minnesota 
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RED JACKET JET PUMP 
WATER SYSTEM DESIGN 


Meets Many Installation Needs 


to Build Your Profits in ’60 
a J 


Same 
System 
Installs Horizontally...or Vertically 





Think of the speed and economy of installation, 
as well as reduction in inventory, you can get 
when you can use one water system and mount 
it vertically or horizontally without change of 
water outlet fittings. Only from Red Jacket can 
you get a water system with this advantage— 
the Convertible single and multi-stage jet 
pumps, Models CJ and CJM, and the shallow 
well Model SJ with 30 or 42 gallon tanks. 


Vertical or horizontal installation is but one 
of the many benefits you get with Red Jacket 
Jet Pump Water Systems. Quick-Connection at 
the pump of injector or plastic or metal pipe 
eliminates costly unions. Right angle or straight 
well adapter fittings allow vertical or horizontal 
mounting over the well casing. All brass shut- 
off service cock on factory assembled systems 
eliminates loss of pressure or draining of system 
when servicing pump. These are but a few of 
the advantages you get when you sell and in- 
stall Red Jacket Water Systems. Ask your Red 
Jacket representative for the complete story. 


SELL RED JACKET— 
IT BUILDS YOUR BUSINESS 
Red Jacket Has A Complete Water System Line 


It also includes: “‘Submerga"’' Pumps ¢« Shallow and Deep Well 
Reciprocating Pumps « Hand and Pitcher Pumps « Water System 
Accessories ¢ Sump Pumps « Centrifugal Pumps « Water Softeners 


RED JACKET RED JACKET 
service MANUFACTURING CO. 
w-89 products 
Davenport, lowa 
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Champ” pliers. A counter promotion 
kit contains nine of the Heavy Duty 
Slip Joint pliers—four 6”, three 8”; 
and two 10” patterns. Each plier is 
individually cartoned and all nine 
pliers are packaged in a blue and 
white on silver foil carton. Offered 
free in the 3-color Salesmaker which 
sells any three Channellock pliers of 
the dealer’s choice (plus a place in 
front of the No. 424 Ignition Plier). 
A self-contained easel and eyelet puts 
the display to work on the counter or 
on the wall. For more information— 
Write in No. W38 on card, Pg. 75 


Wickwire Brothers, Inc., Cortland, 
N. Y., offers for dealer use a mer- 
chandising kit containing colorful 
posters and folders promoting the 
company’s line of wire products. Ex- 
tra posters for windows and folders 
for counter give-aways and envelope 
stuffers are available in addition to 
ad mats of company products. For 
more information— 


Write in No. W339 on card, Pg. 75 


Langley Corp., 310 Euclid Ave., 
San Diego 12, Calif., is offering a 17” 
x 20” display banner free to all deal- 
ers. Printed in bright green and black 
on a fringed white satin background, 
the banner features the symbolic 
Langley sea-lion. Pressure-sensitive 
adhesive backing at the top permits 
mounting of the banner to the wall 
behind the reel display. For more 
information— 

Write in No. W40 on card, Pg. 75 


The Ruberoid Co., 500 Fifth Ave., 
New York 36, New York, manufac- 
turers of building products, offers a 
wide selection of envelope stuffers 
window display material, counter dis- 
plays, and special store displays in 
numerous sizes, colors, and materials 
These include a 6-tier wire rack dis- 
play for asbestos siding, rigid model 
boards, etc.; a two-piece metal en- 
trance doorway sign; and a _ truck 
sign. Also included are a number of 
colorful counter displays. For more 
information— 

Write in No. W4l on card, Pg. 75 


Chas. O. Larson Co., P. O. Box 358, 
Sterling, Ill., manufacturers of wire 
goods, wire specialties and hardware 
construction sets consisting of seven 
styles of saw horse brackets and eight 
styles of folding table leg brackets 
for the do-it-yourself trade, has 
available for dealers envelope stuff- 
ers which may be obtained in moder- 
ate quantities without charge upon 
request. A silent salesman wire dis- 
play rack is available without charge 
in a choice of two balanced assort- 
ments of four construction sets. 
Counter models for three styles of 
saw horse brackets and two styles of 
folding leg brackets are available 
without charge under certain condi- 
tions through wholesalers. For more 
information— 

Write in No. W42 on card, Pg. 75 





...+ from airplane hongar door equipment to vanishing 
door hardware, R-W offers literally hundreds of top- 
quality standard ond specialty hardware products. Some 
you will want to stock becouse of their fast turn-over . . . 
others you will want to buy only on special customer 
requests. In either case, your R-W Hardware Catalog 
offers you ao complete line of “profit-plus” hordware 
specialties ... items that could earn you many dollars 
of “added-profits” each year. 


Richards-Wilcox 


MANUFACTURING COMPANY 





Write today for your 


free copy of Catalog 


No. A-400. 
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A HANGER FOR ANY DOOR THAT SLIDES 
336 W. THIRD ST. * AURORA, ILL. Branches in all Principal Cities 
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NEW PRODUCTS 


Portable Ice Chest 


A new convenience for outdoor 
living, the Fiesta portable ice chest, 
is introduced by Igloo Corp., of 
Memphis, Tenn. 

The chest measures 1844” x 13-54” 
x 101%”; weighs 11% lbs.; and is com- 
pletely insulated. 


A tray provides a dry spot for 
sandwiches, etc., and may be removed 
for cleaning. The entire chest is lined 
with U. S. Royalite which resists ab- 
sorption of tastes and odors. A drain 
is on the end of the chest. 

The Fiesta comes in a blue-green 
color. For more information— 

Write in No. 131 on card, Pg. 75 


Chow-Wagon 


The Hi-Lo Chow-Wagon introduced 
by Union Steel Products Co., Albion, 
Mich., is styled in a “rounded-square” 
design and finished in decorator’s 
Black-N-Brass. 

Deluxe Model H-602 features the 
full, hinged hood with built-in heat 
gauge, 2642” x 261%” vented firebowl 
containing a grid with over 576 


square inches of cooking surface. 

The midsection of the cooking grid 
is removable. A heat mechanism pro- 
vides spot control for rare, medium, 
and well-done meats, simultaneously. 
Spit is motorized. 

Available in four new models. For 
more information— 

Write in No. 132 on card, Pg. 75 


Station Wagon Mattress 


A station wagon air mattress made 
of natural rubber-coated fabric ir 
light blue and Forrest Green satin- 
ized colors is made available by Dixie 
Trading Co., 158 Garnett St., S. W.. 
Atlanta 3, Ga. 

The mattress has concealed brass 
valves, eight tube “I’’ beam construc- 
tion, and is 54” x 75” in size. It is 


For more information on these new products 


use the return free post card on page 75 


made in Japan and is individually 
packaged in polyethylene bags. 

The mattresses are priced at $7.70 
each; stock #SW 5475. For more in- 
formation— 

Write in No. 133 on card, Pg. 75 


Pennsylvania Mowers 


Designated as the 22” Deluxe Self- 
Propelled, the 22” Deluxe, and the 
20” Deluxe, three completely new and 
precision made, low silhouette rotary 
power mowers are introduced by the 
Pennsylvania Power Mower Division, 
American Chain & Cable Co., Inc., 
Exeter, Pa. 


The rotaries feature housings of 
aluminum alloy castings, “straight-up 
safety starter’ which is standard 
equipment, or with the “mechanical 
self-starter” which is optional at add- 
ed cost. 

A cutting height adjustment is built 
into each of the Deluxe rotaries. For 
more information— 

Write in No. 134 on card, Pg. 75 
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NEW! General Electric Appliances 
that sell themselves! 


;) AA 
é 2 POSITION OF COVER WHEN 


¢ ‘ ) 
| SERVING OR STIRRING 





| POSITION TO “YU 
| HELP CONTROL 
| SPATTER 








— | 





BACON PAN-BROILS BACON FAI 
| PERFECTLY IN SKILLET DRAINS 


NEW TIP-TOP a + 


a 


Automatic Skillet |. eater 


RETRACTABLE LEG TIPS SKILLET 


Automatic Toaster 


e Easy to use e Easy to clean e Easy to sell 
e Nine position control e Beautiful new ap- 
pearance e Model T102 Toaster 
STOCK UP on the complete line of General 
Electric Portable Appliances today! Model 
C 122 & C 112 skillets available soon. 
General Electric Company, Portable Ap- 
pliance Department, Bridgeport 2, Conn. 


Progress /s Our Most Important Product 
GENERAL @ ELECTRIC 


k a 
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ROOFING NAILS 


The “high quality” line 
you can count on— 
FOR REPEAT SALES... 
REAL PROFITS! 

me NEW! 
UMBRELLA HEADS 


(with ring or screw shank) 
FOR CORRUGATED & V-CRIMP 
ROOFING 


@ Hammer away— 

nails are one-piece de- 

sign (head and shank 

made from same hard 

steel core.). 
@STORMGUARD 
treated—twice-dipped 

in molten zinc . . 

can’t rust, stain, or 

streak . . . zine coat- 

ing entirely compati- 

ble with aluminum screw 
roofing. 

@ Lighter weight than pte 
lead heads... MORE ¢Spews) 
NAILSPER POUND! _ R.-1345 


LEAD HEAD NAILS 


HEADS FIRMLY ATTACHED TO SHANKS 


lala \a\a\s\ 








SmTTTTaH leah bl 


R-144A (Ring Shank— 
STORMGUARD TREATED ... 


twice-dipped in molten zinc) 














| 
"IT PAYS TO BUY MAZE” 


FR4 w. 4. MAZE COMPANY 


Peru &, lilinois Phone 298 
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Serving Cart 


Hamilton Cosco, Inc., Columbus, 
Ind., introduces an all-brass serving 
cart designated Cosco Model 83-D. 

Style-wise, the cart has diamond- 
embossed French-oval shelves of 
brass-finished anodized aluminum 
teamed with a golden-brass frame. 
The shelves are resistant to heat. 


The serving cart measures 2912” 
tall with 16%” space between the 
two shelves. Shelf dimensions are 
17%” x 27”. The cart rolls on 3” 
casters. 

Price of the item is $26.95. Shipping 
weight is 16 lbs. For more informa- 
tion— 

Write in No. 135 on card, Pg. 75 


Salt Water Dacron Line 


A Dacron casting and trolling line 
is introduced by Gudebrod Bros. Silk 
Co., Philadelphia, Pa, Called “Tarpon 
Tamer,” it is designed for salt water 
game fish, and is extra thin, 


“Tarpon Tamer” comes in Gude- 
brod’s “Greenline” color (green-and- 
white) for less visibility. It is packed 
six 100-yd. spools, connected, per box. 
Longer-length spools are available. 
Class (ibs.): 12, 20, 30, 50. For more 
information— 

Write in No. 136 on card, Pg. 75 





tl 


XK this is going on in thousands of Paint 
& Hardware Stores . . . why not 
in yours ... 


Order your C120A HYDE tower JODAY 


HYDE MANUFACTURING CO., 
SOUTHBRIDGE, MASS. U.S.A 
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Hunting Coat 


The American Pad & Textile Co., 
Greenfield, Ohio, is introducing the 


Cumberland Style #1666 Duck & 
Coon Hunters Coat. The garment 
features extra length; a double-size 
corduroy collar; and is made from 


11-oz., 2-ply duck with the back, front 
yoke and sleeve fronts rubberized 

Sizes available are small, medium, 
large, and X-large and the color is 
Brush - and - Bramble Brown. The 
same coat in Dead Grass color is des- 
ignated as Cumberland Style No. 
1686. 

Literature and prices are available 
upon request. For more information— 

Write in No. 137 on card, Pg. 75 


Hand Mowers 


Clemson Bros., Inc., Middletown, 
N. Y. announces that its 1960 line 
of hand lawn mowers includes the 
following five models: 


The E-17 with full 17” cut; the 
medium-priced E-16, similar to the 
E-17 but with a 16” cut; the popular 
Super Special, which provides a 16” 
cut; the economy-priced 16” cut 
Thriftee, and the low cost Cub, with 
a 14” cut. 

Blades can be adjusted for heights 
of from 7/16” to 2”, and handy wing 
nuts eliminate the need for adjusting 
tools. All mowers are finished with 
infra-red baked enamel. For more 
information— 

Write in No. 138 on card, Pg. 75 





do it yourself... 


o> 


wth CAMPBELL: Cumin 


The Campbell Chain 4444 


“PACKAGE” offers 
better products, 


better service...and 


de it yourself... 


Self-Service : Tie) 


wert Chmpen Cham 


eis 
Display 


Merchandisers 
Help You Wrap Up 
MORE Sales! 





A. Attractive Reel Display Units 


These convenient stands invite self- 
service with their many new features: 


Load from front 

New chain cutter attached 
Handy chain-end holders 
Tilted to provide better display 
Interchangeable welded and 
weldless reels 


Stands and cutter, for light chain, are 
supplied free with the purchase of 
various assortments. 


B. “Blue Temper” Merchandiser 


Versatile two-way display that’s per- 
fect for counter or aisle! Here is a 
complete welded chain department in 
just one square foot of space! Ideal start- 
ing stock—just the popular sizes and 
lengths: *%%” and \” chain in 10’, 15’ 
and 20’ lengths; and %%” chain in 10’ 
and 20’ lengths. 


Cc. Footage Pack “Cam Palis” 


All-steel, water-resistant pails—all 
clearly marked for identification of 
contents. Easy to stock and display. 
Proof Coil and BBB available as 
follows: %¢"-250’; 4-150’; %@"-100’; 
%"-75’. 


Get complete information from your 
Campbell wholesaler or write direct 


CAMPBELL CHAIN Company 


FACTORIES: York, Pa.; West Burlington, lowa; Alverado, Calif. 
WAREHOUSES: E. Cambridge, Mass.; Atlenta, Ga.; Dallas, Texas; 
Chicago, Ill.; Portland, Ore.; Seattle, Wash.; Los Angeles, Calif. 


Makers of Famous CAMPBELL Jiffy Lug-Reinforced TIRE CHAINS 





Ask your jobber about 


KRYLON’S BIG DEALER 
SPRING BONUS OFFER 


® 


SPRAY PAINT 


The Brand with Demand 
Coast to Coast 


KRYLON, INC. 


NORRISTOWN, PA. 





@ The addition 
of this 30 lb. capacity 
hanger to the Moore line 
provides the answer to any 
picture, or mirror, hanging prob- 
lem your customers may have. 
Known as No. 26, it is pack- 
aged the same as other Moore 
hangers in colorful Picture Win- 
dow Packets (4 # 26's to packet). 
Like them it sells fast, and with 
less effort. 
Your jobber can supply you. 





L 
lh. 


The Moore 720-8 
Counter display 
holds 72 Packets of 
the 5 different sizes, 
yet measures only 
10%,” high with 9” 
diameter base. All 
metal. Revolves. 


MOORE PUSH-PIN CO. 


SINCE 1900...MAKERS OF FAMOUS MOORE PUSH-PINS 


113-25 BERKLEY ST., 
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Home Workshop Kit 


Turnbuckles, Inc., Michigan City, 
Ind., announces a home workshop kit 
consisting of 36 assorted self-locking 
perforated board fixtures, plus the 
necessary mounting spacers and 
screws. 


The carryout kit, known as the 
K-36L is designed to serve as a start- 
er for an orderly arrangement of 
household tools above the workbench. 

Ten kits are packed in a red and 
black shipping carton that opens up 
to form a counter display. Shipping 
weight is 16 lbs. The individual kits 
list for $2.70 each. For more informa- 
tion— 

Write in No. 139 en card, Pg. 75 


Plastic Scrub Brush 


The No. 880 Speedy Clean Scrub- 
ster introduced by the Ox Fibre Brush 
Co., Frederick, Md., features a solid 
plastic lightweight block, crimped 
plastic bristles, and a hanging ring. 


oo 
Wy py 
1) pe 


The scrub brush comes with a yel- 
low or pink block with matching yel- 
low or pink plastic bristles. It car- 
ries a suggested retail price of 69 
cents. Block size is 2-3/8” x 7”, with 
a trim of 15/16”. 

Packing is one dozen brushes, as- 
sorted pink and yellow, to a folding 
box; three dozen brushes to a ship- 
ping container. Shipping weight is 
3% lbs. per dozen. For more infor- 
mation— 

Write in No. 140 on card, Pg. 75 
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SELLS ON SIGHT... 


WATER SAFETY BELTS FOR 
EVERY PRICE AND PURPOSE 
Water skiing is one of America’s 


fastest growing sports. Get your share 
of this increasing market with these 
top value ski belts. (They're ideal for U.S. Coast Guard Approved 
beginning swimmers, too 
Single belt construction in assorted LIFESAVING EQUIPMENT 


marine prints. Available in sizes 


© Sue) Lustre IN EYECATCHING 
POLYETHYLENE PACKAGING! 


Specify size 


ALL PURPOSE SKI-BELT 


Material Packaged Ship. Wt 

T Foam | 127earton "14 Tbs. 

J : ) Kapok | 127earton 16 tbs.” 
- 


Styling that bespeaks 
quality is inherent in 
every Drybak life vest 
or ski belt. And Drybak’s 
INSIST ON. THE sparkling polyethylene 
packaging lets you dis- 
play this colorful equip- 


DRYBAK ment in its best light 


for quick sales! 
MAKE 
FAMOUS “SKIMMER” 
WATER SAFETY BELT 
Deluxe ski belt for professional water skiers or boating 
enthusiasts who demand the finest. Lightweight, com- FAST SELLING MOTOR BOAT 
plete freedom of action, exclusive 2-piece construction BUOYANT VESTS 
gives balanced buoyancy, floats skier upright, double ’ . 
slip-proof body straps— instantly adjustable, heavy Made of selected Kapok, hand stuffed and 
duty rustproof hardware, selected Kapok in viny] in- permanently sealed in airtight vinyl liners 
serts. Available in solid orange, red plaid or blue plaid : to meet most rigid U. S. Coast Guard speci- 
In sizes S (up to 80 Ibs.), M (80 to 140 Ibs.), L (140 fications. Rustproof safety snaps for quick 
to 220 Ibs.) Specify color and size positive size adjustment. Balanced buoy- 
; ancy keeps face out of water. U. S. Coast 
Model | Size ; Wt. Range | Packed | Sh. Wt. Guard Approval No. 160.047 /10-11-12 /0. 
; Available in solid orange, red plaid or blue 
plaid. Specify color. 
Model, Size Wt. Range Packed Sh. Wt. 
| AK-D | Agu Over 90 Ths. “TZ 7carton 20 Tbs. 7 
| CKM-D/ Medium) 50 to 90 Ibs. 127earton’ 18 Ibs.) 
[| CKS-D] Small | Under 50 ths. | 127carton | 12 Ths. | 


475 | S-M-L) Kapok | 12/carton’ IS Tbs” 


SELL THE BEST 
UNICELLULAR 
PLASTIC BUOYANT VESTS RUGGED, HEAVY DUTY COMMERCIAL VESTS 
Where a life is at stake many of your customers U. S. Coast Guard ap- 
will want the very best. These unicellular vests aes ed yo mer ir}. " 
can’t slip off and will float the wearer face up cai for all vess: Cpe 
at all times. Covered with orange jeans cloth, rvin oneness ial a 
they are puncture-proof and will not water log son he To - = 
Front closure with harness snap and D ring ro ° nil le _s nab tot 

| vit n : g, mildew treated 

give quick positive adjustment. Filled with and water repellent i 

unicelular foam. U. S. Coast Guard Approval bright India omni 

No. 160.052 /10-11-12 0. Brilliant orange color. Kapok filled in 
Model| Size | Wt. Range | Packed | Sh. Wt. viny] inserts. 


+ + 


AP Adult | Over 90 Ibs. | 6/carton! 15 Ibs | Size Wt. Range Packed | Sh. Wt 
j + + + - Adult | Over 100 ibs. | 6 /carton) 20 Ibs.) 


MiM t 1 t 0 Ib ] ] 0 | if 
cP edium, 50 to 90 Ibs. | 6/carton | 10 Ibs | Child | Under 100 ibs_| 6 carton | 18 ibs. | 


CPS | Small | Under 50 tbs.| 6/carton| 7 Ibs 


i 


nm-S PROMOTION PRICED KAPOK LIFE VESTS 
See Your Jobber — Oo r r, Low in price but no sacrifice in safety as 


li AQ o attested by U.S. Coast Guard Approval 
vu No. 160.047 /10-11-12 /0. Available in 
For Qua ty at < ° in brilliant yellow or orange. Specify 
in Pri es color. CO 
Profit Mak g c Model; Size Wt. Range Packed | Sh. Wt. 


| PYA-D| Adult | Over 90 Ibs. | 12/earton| 24 Ibs] 


..»- LOOK TO THE DRYBAK s 9 SEAL PYM-D| Medium] 50 to 90 Ibs. | 12/earton| 18 Ibs. | 
\ 7 > 


/ + _ 
NCE | PYS-D|" Small | Under 50 ibs. [12 /carton| 12 Ibs.| 


ORY BAK, 3143 N. Lowell Avenue, Chicago _ titineois 





U.S. COAST GUARD 


APPROVED 7 i ‘| 
| | aan Y 
BOAT CUSHIONS f 


Model 1700 PROMOTION BOAT CUSHION 
Select Kapok in four viny! inserts prevents water logging and 
bunching. Amazing new satin taffeta plastic material looks 
and feels like leather, is stain and scuff resistant. Strong loop 
handles, “‘breather’’ vinyl gussets in matching colors. Size 15” x 
15” x 2”. U. S. Coast Guard Approval No. 160.048 (26 0. 
COLORS: Red, Blue, Yellow. PACKED: 12/carton. SHIPPING WT.: 25 Ibs. 


Designed, for Safety, Fhyled for Sales! 


Model 1600 "WATER WISDOM” CUSHION 
Top sales appeal with this intriguing nautical design 
that details important information every boatman 
should know. Beautiful white cushion, hand stuffed 
with select Kapok in four vinyl] inserts that prevents 
water logging and bunching. Strong loop handles 
and “‘breather’’ vinyl gussets. Display it—and you'll 
sell it. U. S. C. G. Approval No. 160.048 /26 /0 
SIZE: 15” x 15" x 2”. PACKED: 12/carton. SHIPPING WT.: 25 Ibs. 


Pring gs: if 


=“ =a Z/ 


Model 1300 BOAT AND RENTAL CUSHION 
Heavy weight army duck shell gives maximum service. 
Select Kapok, hand stuffed and sealed in viny] inserts, 
serviceable olive drab color. U. S. Coast Guard Approval 
No. 160.048 /26 /0. 

SIZE: 134" x 17” x 2”. PACKED: 12/carton. SHIPPING WT.: 24 Ibs. 


Model 1200 SECTIONAL CUSHION 
Favorite of fishermen everywhere. Care- 
fully stitched outer shell of heavy duty 
army duck. Select Kapok, hand stuffed 
and sealed-in vinyl inserts for longer 
service and added buoyancy. De- 


Model 1500 VINYL CUSHION 
Deluxe white cushion, priced as a 
real big value for fast turnover. All 
white, satin vinyl gives that real leather 
feel. Select Kapok, hand stuffed and 


signed for maximum comfort in olive 
drab color. U. S. Coast Guard Ap- 
proval No. 160.048 /27 /0. 

SIZE: 16" x 14Y2” x 2”. PACKED: 
12/carton. SHIPPING WT.: 28 Ibs. 


Eye Appeal- 
buy Appeal 


..- WITH COLORFUL DISPLAY BAG 
Another reason dealers prefer 

the Drybak line. All Drybak 

marine cushions are packed 

in colorful polyethylene dis- 

play bags for easy, quick at- 

tention getting point of sale 

display. 


sealed-in vinyl] inserts to prevent water 
logging and bunching. Extra strong 
loop handles, ‘“‘breather’’ vinyl gussets 


U.S.C. G. Approval No. 160.048 26 0 
SIZE: 15" x 15” x 2”. PACKED: 12/carton 
SHIPPING WT.: 25 Ibs. 


Model 1800 CUSTOM CUSHION 
Exclusive Drybak vinyl plastic. Stain and 
scuff resistant, matching “‘breather’”’ gus- 
sets in gold metallic welting adds rich 
ness and eye appeal. Select Kapok, 
hand stuffed and sealed in airtight 
viny! inserts for maximum durability. 
Extra long size 134 " x 17” x 2” for 
added comfort. U.S. Coast Guard 
Approval No. 160.048 /26 0. 

COLORS: Red or Blue. PACKED: 
12/carton. SHIPPING WT.: 25 Ibs. 


3143 N. Lowell Avenue, Chicago 49, Illinois 


FAMOUS 


FOR PROVEN QUALITY 


SINCE 


1900 





new competitive test assures 


increased LAWN-BOY sales 


Now, for the first time, a leading mower manufacturer dares to invite competitive comparison on the dealer’s 
floor! This bold new 6-step test was developed by LAWN-BoY—for LAWN-BOY dealers. Use it for the con- 
sumer as a standard to judge power mowers by—before he buys. Only LAWN-BOY, the quality-built mower, 
could dare invite such engine-deep, point-by-point comparison. Who will profit from this new 6-step test? 
LAWN-Boy dealers—through satisfied customers! It is time you signed up! Send the coupon below and get 
the facts on LAWN-BOY—top profit line in the industry. 


LAWN-BOY selis with this new 6-step test of a modern power mower 


TILT the mower, as you would to clean it FLEX the bicde. It should be pre- TAP biade housing. It should be solid 

or to mow along a hillside. Oil should not stressed, under tension. A long, whippy as a rock... yet lightweight. Thin steel 
leak out or spill. A drip-free LAWN-BOY mower blade delivers a ragged cut, can cause cronk- stamped housings will vibrate, con spring out of 
keeps oil where it belongs—in the engine, for shaft damage. \AWN-BOY uses a short, hord shape. LAWN-BOY light, strong, durable aluminum 
full-time lubrication. shaft with bronze main bearings. housings never do. 


4 LIFT the mower. It should be light, START the engine. Several times. LISTEN to it. Does it roar? Or spit 

easy to push or turn. Not too big, not too Starting should be easy, fast, sure. LAWN- fumes a step ahead of you? It shouldn't. 
heavy. LAWN-BOY is aluminum-light, nimble and BOY is famous for easy starting. Hottest spark on LAWN-BOY has the biggest mufflers of any power 
easy to use. Even the handle fits you better. any mower delivers yeors of one-pull starting. mower. And exhaust is underneath the mower. 





Add this Selling Feature to a year-round line. . . 

Mowers, Tillers, Edger-Trimmers and Snow-Removers . . . LAWN-BOY, Dept. SH-20, Lomor, Missouri 

on a franchise basis at new competitive prices! CHECK ONE SQUARE 
CLIP AND MAIL COUPON TODAY ©) Send me full details on the new 1960 LAWN-BOY line 
FOR THE STORY ON LAWN-BOY 1960... © Tell me how I can become a LAWN-BOY dealer 
NEW MODELS - NEW SELLING HELPS +« NEW PROFITS 


LAWN-BOY | -— 


gue Missouri. Division of Outboard Marine Corporation. Makers of 
Johansen, Evinrude, and Gale Ouvtboord Motors. 
In Canada: LAWN-BOY, Peterborough, Ontario 
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Now Your Most Compiete 
Reference For 
Threaded & Headed Products! 


NEW 
1960 EDITION 


Y thas 


SCREW £ SPECIALTY CO., INC. 


ATLAS 


SCREW & SPECIALTY CO., INC. 


METAL FASTENERS 


CATALOG 


For more than 25 years Atlas 
Screw & Specialty Co., inc. has 
been synonymous with quality 
and service. In keeping with our 
desire to serve you best, we 
have just completed printing our 
newest catalog. The list prices 
published therein are up to date 
and reflect the most current 


Our Factories And Warehouses 


Are Centrally Located To Guarantee You. 


Fast And Efficient Service. 


ATLAS 


SCREW & SPECIALTY CO., INC. 


450 Broome St. 396 Jellif St. 
N.Y. 13, N.Y. Newark, N.J. 


3661 N.W. 48 St. 250 Mill St. 
Miami, Florida Waterbury, Conn. 
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Fielders Glove 


The DG918 “Contour-Flex” Field- 
ers Glove, introduced by Draper- 
Maynard Co., Cincinnati, Ohio, is a 
Bill Mazeroski Autograph Model. 


The glove has full size pocket and 
web and tapered finger construction 
for easy handling. It is full leather 
lined with laced wrist. Laces in palm 
hold padding securely in place, has 
adjustable finger lace; leather tunnel 
web is double laced in crotch. Ad- 
ditional laces provide large permanent 
pocket. 

The glove has an inner processed 
greased palm. For more information— 

Write in No. 141 on card, Pg. 75 


Metal Fishing Lure 


A metal spoon with swimming 
action designated the Swimmerspoon 
is introduced by Helin Tackle Co., 
4099 Beaufait Ave., Detroit 7, Mich. 


k 
—_ 


2% -inch 


The Swimmerspoon is equipped 
with a double set of trebles—sensible 
in size, hung on a yoke or harness, 
detachable, and replaceable with 
either one treble or single hook. 

The lure is available in three sizes: 
2%”, 2%” and 2%”. Retail price is 
$1.50. For more information— 

Write in No. 142 on card, Pg. 75 
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DO-IT-YOURSELF 
CASTER DISPLAY 








fits easily into cai 2 inches! 


Attracts impulse buyers by giving them 
ideas they can carry out themselves. 
Casters make dozens of things around 
the house easier to use. From toy boxes 
to laundry hampers—Bassick Casters 
make work lighter, easier. 

You can set up this simple peg board 
display from your own stock in a few 
minutes. Profit from the power of 
casters to attract the eye and arouse 
interest ... particularly with do-it- 
yourselfers ! 

THE BASSICK COMPANY, Bridgeport 
5, Conn. In Canada; Belleville, Ont. 


°.6 


ay 
es 
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Salita You! 


Ww BACK IN 1946 we pioneered Plastic Garden Hose. 


Through the years your loyal support encouraged us to produce better 
and better products. Today SUPPLEX Garden Hose and Flexible 
Sprinklers are as close to perfect as it is humanly possible to make them. 


Many thousands of dealers all over the country, just like you, take pride 
in selling SUPPLEX .. . and profit by it too. You know that SUPPLEX 
is priced right, packaged to sell, and profitable to push. 


We want your continued support. We know that the only way to get it 
is to continue providing you with saleable and profitable products. 
THAT WE WILL DO. Your Supplex jobber’s salesman will present 
the facts to you. 


Many thanks for your confidence in us. We hope we will earn it, always. 


* 


GARDEN HOSE © SPRINKLERS 


SUPPLEX COMPANY, Garwood, New Jersey, Division of Amerace Corporation 
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Sede 


“Pape” de Bice 


YOU CAN FORGET 
YOUR COMPETITION 
WHEN YOU SELL 


Fi Tewntlite >) 
Sl 
... the mower line that 


CHALLENGES 
COMPARISON 


g SELF-PROPELLED 


All the LawnFlite features that 
proved so popular last year 
\ —plus the exclusive, positive 


Syncro-Mesh Drive and 
\ Air-Flo Shield 


Tes 


RIDING MOWERS 


With these new LawnFlite models, you can “cash 
in” on the big demand for riding mowers. They're 
tops in engineering, styling, construction 

and value. 


PUSH TYPE 
These are the famous mowers 
that established such 
phenomenal sales records 
om in 1959. Each is a leader 
‘ee in its price class. 


IT’S EASIER TO SELL THE 


Lawntiite ne 
THAN TO SELL AGAINST IT 


MODERN TOOL & DIE CO. 
5389 West 130th St. © Cleveland 11, Ohio 
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Utility Vises 


A new line of Stanley-Yankee 
utility vises is announced by Stanley 
Tools, New Britain, Conn. 

No. 992A, shown, and 993A are de- 
signed for use on drill presses, milling 
machines, grinders and other ma- 
chines. They have removable swivel 
jaws, and are furnished with dovetail 


cut for use with a swivel base or 
swivel-tilt base. No. 992A has a 244” 
jaw width and jaw opening; No. 
993A, a 3”. 

The No. 994A is a general-purpose 
vise with a 4” jaw width and opening. 
Steel jaw plates are removable. No. 
991A has the same construction as 
the 994A with a 1%” jaw width and 
opening. 

A third model is a swivel vise in 
two sizes, No. 1992A with a 2%” jaw 
width and opening, and 1193A, witha 
3”. For more information— 

Write in No. 143 on card, Pg. 75 


Coping Saw Set 


An assortment of five blades and 
a heavy duty coping saw frame make 
up the No. 86 coping saw set made 
available by Parker Manufacturing 
Co., Worcester, Mass. 





The blades include one coarse, two 
medium, one fine, and an extra fine. 
Each has individually filed and set 
teeth. The frame has a generous 6” 
throat depth and features Parker’s 
exclusive “Klik-Klik” ends which 
lock the blade in any position. 

The sets are individually mount- 
ed on colorful hang-up display cards. 
For more information— 

Write in No. 144 on card, Pg. 75 





PROFIT TIPS 
FROM 


Fred ffrboyact 


"BAIT OF CHAMPIONS” 








Tr No.1... THE Eve? NEW! 


Allows casting into really heavy cover 
without snagging. Will not twist line. %4. 
\%4, \% oz., 4 colors. Packed 12 on display 
card. Retail $.85. 


fw Z 
ee 


TIP NO. 2... HAWANHAN WIGGLER NO. 2” 
Shallow runner. Comes through pads and 
snags easily. Gets the “smartest” lunkers. 
5%, 14 oz., 5 colors. Packed 6 to display 


/ 


box. Retail $1.25. (Single Spinner) 


_ 


<SOS 


TIP NO. 3... HAWAHAN WIGGLER NO. 3” 
Streamlined shape slides through clingy 
moss. Casts like a bullet, even in wind. 
54, 4 oz., 5 colors. Packed 6 to display 
carton. Retail $1.25. 


Every year, more and more fishermen are 
filling their tackle boxes with these proven 
Arbogast “Bait of Champions” lures. Be 
sure they are on your shelves. 


Powerful national CONSUMER AD- 
VERTISING CAMPAIGN in leading 
Outdoor Magazines stimulates sales, pre- 
sells Arbogast lures, helps make greater 
profits for you. 


SEE YOUR JOBBER TODAY! 
Write for FREE CATALOG on 
“BAIT OF CHAMPIONS” 


FRED ARBOGAST COMPANY, INC. 


313 W. North St., Akron 3, O. 
$H-2 
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Al-Whays the woet 
+ woneuwerable tier ever made 


= 


PLYMOUTH CHIEF DELUXE 


Plymouth presents the royal family 
of tillers and garden equipment 


<“r 


PLYMOUTH CHIEF STANDARD 


2. < 


. 
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INDOOR-OUTDOOR HOME BELL 
Gleaming, polished 
aluminum bell, with satin 
black ship's wheel bracket. 


Suggested 
Retail 
$4.95 


BARBECUE BELL 
Good luck horseshoe bracket, polished 
aluminum bell with a clear, lasting tone. 


Suggested 
Retail 
$7.49 


PATIO-GARDEN BELL 
Beautiful, fully polished brass bell 
+++ @ big seller everywhere, anytime. 


* Complete Line 
* High Profit 
* Big Volume 
Display packaged, full price range, 
on all year ‘round sellers. Perfect for 


o hundred uses at home or away 
++. @ big gift item. 


Send for the Bevin Catalog 





EVIN BROS. 
MFG. COMPANY 
East Hampton, Conn. 


Sales Representatives 
John H. Graham & Co. Inc. 
105 Duane Street, New York 8, N. Y. 














130 For more information use Handy Return Card, Page 75 


Packaged Fasteners 


Atlas Tack Corp., Fairhaven, Mass., 
recently completed the redesigning 
of its consumer size packages to 
provide better “family identity” 
throughout the line. A new white 


border around the cellophane aper- 
ture on the Atlas %-lb. “window box” 
is now matched with a similar design 
on all %4-lb. boxes. Uniform printing 
of product names, numbers, and sizes 
completes the new look. For more 
information— 
Write in No. 145 on card, Pg. 75 


Plastic Patch 


A new liquid cement for repairing 
all types of vinyl plastic products is 
announced by Magic Iron Cement Co., 
Inc., 5403 Bower Ave., Cleveland 27, 
Ohio. Known as Magic Plastic Patch, 
it also may be used as a general 
purpose household cement. It is flexi- 
ble, transparent, and waterproof. 


QUICK... easy REPAIR 


Weding Posts « inttorgbia toys « Bae™ * 





Furnished with an _  applicator- 
spreader cap, Magic Plastic Patch is 
bubble-packed on prepriced cards 
which are punched for peg board dis- 
play. Packed one dozen cards in the 
standard dealer pack which weighs 
two lbs. Retail price, 39 cents each. 
For more information— 

Write in No. 146 on card, Pg. 75 





TURNBUCKLES 





SPACE-SAVING 
ASSORTMENTS 


STIMULATE 
SELF-SERVICE, 


SPEED TURNOVER 





TURNBUCKLES 


52 Turnbuckles in 10 fast 

selling sizes and styles. Attractive 14° 
x 6” all metal display panel in 3 colors. 
Unit packed for shipment. A complete 
line. Availedle from open stock. 





EYE BOLTS 


Ten each of the most 
popular sizes of Eye Bolts, 
boxed by size. Sturdy 14” x 6” all metal 
display panel in 3 colors. Unit packed: 
Open stock Eye Bolts in 8 thread sizes. 





U-BOLTS 
Ten each of the 5 most popular sizes 
of U-Bolts, boxed by size. 14” x 6” all 
metal display panel in 3 colors. Unit 
packed. Also available from open stock. 





LAG THREAD 

EYE BOLTS 
80 bright zinc plated Lag 
Thread Eye Bolts in 6 
popular selling sizes. Packed for ship- 
ment with durable, colorful 14” x 6” dis- 
play panel. Available in open stock. 


ORDER FROM YOUR WHOLESALER 


BOX 333, MICHIGAN CITY, IND. 
FACTORY: GRAND BEACH, MICH. 
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A good pair of team-mates to dis- 
play and sell together. Each has great 
eye-appeal and is beautifully pack- 
aged — together they cover most 
fishing needs, are easy to sell. Long 
life and sturdy performance are built 
in by AIREX, America’s oldest 
maker of Spinning Tackle. 


IMPALA — easy to sell, easy to use. 
Has all of the features of the high 
priced models but priced for volume 
sales. All metal, beautiful Epoxolite 
finish. List $12.95. 





LARCHMONT — exclusive quadrant 
Brake, 2 different size spools to hold 
200 yds. of 6 Ib. test line or 200 yds. 
of 10 Ib. test line. Handsome gold 
Epoxolite finish. 


List (with 2 spools) $32.50. 
Unconditionally Guaranteed by 


AIRE xX 


Division of The Lionel Corporation 
411 Fourth Avenue, New York 16, N. Y. 





Nothing Close At Even Twice The Price! 


CHECK THESE FEATURES 


% Sells on sight . . . impulse-packed blister card 
%& Handsome design . . . decorative fashion colors 
% Ni-carbed cutters . . . give years of service 
% Easy to install... mounting screw in blister 
% Terrific value . . . low 98c retail price 


Individ om | % Precision made . . . fully guaranteed 
(oe \ 
pctaged We 4LL POPULAR COLORS... 


on dynamic, = WHITE © TURQUOISE * YELLOW © RED 
colorful 3 





b card... ORDER FROM YOUR JOBBER OR WRITE 


ARS * 





GUARANTEED BY 
THE ACME SHEAR COMPANY 
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It’s NICE 


GOIN’ 


with 


WATERSPIKE 


2-WAY SPRINKLER 


SUB-SURFACE 
IRRIGATOR 


for PRECISION 
SPRINKLING 

in an 

actual square 

on the surface 


v. , for 
ths PRECISION 
1s) &% IRRIGATION 
<J of roots 


below the 
surface 





Nothing was ever 
so easy to use— so easy 
to sell! Two-way water- 
ing gets both surface 
area and roots. Patented 
SQUARESPRAY head 
sprinkles in exact square 
patterns from 2x2 to 

35 x 35 feet. 


WATERSPIKE 

irrigates with- 
out run-off or puddling. 
Saves water, time and 
labor for your customers. 
Builds profits for you. 


LIST PRICE $4.90 


Other Proen products 
include: SQUARESPRAY 
sprinkler — List Price 
$2.95... WATERFEEDER fer- 
tilizer applicator—Mod- 
els range from $1.99 to 
$11.95 each...WATERFEED 
cartridge type fertilizer 
— $1.00 per box of 20 
WATERFEED cartridges; 
also in ECONOMY BULK 
PACK ... PLANT-CHEM, 
the perfect potted plant 
food to use with or with- 
out soil. Two formulae 
for regular or acid loving 
plants—50¢ and $1 sizes. 


For more information use Handy Return Cord, Page 75 





Window Tool 


Red Devil Tools, Union, N. J., an- 
nounces the addition of the Duo Fast 
Putty Knife to its line of painters’ 
and glaziers’ tools. Red Devil has pur- 
chased the knife from the Fastener 
Corp., and has incorporated its fea- 
tures into the Red Devil WT-1 win- 
dow tool. 


The tool features a scraper blade 
at one end for cleaning out old putty, 
and a special shaper end that packs, 
shapes and trims the new putty as the 
tool is drawn along the sash. A slot 
in the shaper end permits excess 
putty to slip away from the working 
surface. 

The WT-1 is mounted on a two- 
color card. For more information— 

Write in No. 147 on card, Pg. 75 


Drive Attachment 


A high torque drive attachment, 
H352, for “4” and larger electric 
drills, that increases the drill’s power 
seven times, is announced by Stan- 
ley Tools, division of The Stanley 
Works, New Britain, Conn. 

With the use of “Yankee” style 
snap-in bit holder and snap-in bits 
for slotted and Phillips screws, it is 
said to drive the heaviest screws with 
ease and reverses for screw removal. 
Quarter-inch square socket wrench 
adapter in high-torque drive converts 
power drill to power wrench. 

Snap-in bits and adapter complete, 
$14.95, list. For more information— 

Write in No. 148 on card, Pg. 75 











The Original 
miracie clean 
powder lubricant 


e Lubricates anything 
that moves in home, 
office or shop 
Over a million 
squeeze bottles sold 
More desirable than 
dirty black graphite 
Counter display and 
individually carded 
Full jobber and 
dealer discount 
A few choice terri- 
tories open for rep- 
resentatives 
Don't be misied 

by low priced 
imitations 


REARDON PRODUCTS 
305-07 CASS ST. PEORIA, ILLINOIS 











For FREE Sample and full information, 
write Dept. SH-2 


In Canada: J. L. Bardwell Co. 
Box 142 Sta ‘'d"’ Toronto, Canada 














Tapat«co 


HORSE COLLAR PADS 


For every work horse and mule. 
“The pad with the rust-proof 
red hooks” 


Tapatco 


TRACTOR SEAT CUSHIONS 





For every tractor and farm 
implement seat. 


See your jobber or write us. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, Ohio 


MAKERS OF FAMOUS TA-PAT-CO 
HORSE COLLAR PADS SINCE 188! 
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IF YOU STOCK 7 


OF THESE 12 TOOLS- 


= 


YOU should 
stock the 


DIRECT- 

TO-DEALER 

GOLDBLATT 
LINE! 


Take this check-list test! If 
you can identify 7 or more 
of these tools as items you 
carry in your regular stock— 
then your store is a tool 
center for professional men 
in the building field! And 
such Dealers must stock and 
sell Goldblatt Tools, the 
preferred trowel-trades line 
since 1885. If you do not 
get the Goldblatt Dealer 
Catalog, write for your Free 
copy today! We'll send it 
out at once! 


IN CERTAIN AREAS, 


"> 

SNe NOW 
SELLS THROUGH 
KEY JOBBERS! 


We have appointed stock- 
carrying swift-servicing Job- 
bers on both coasts. Other 
Jobber appointments are 
pending. Write for the name 
of the Jobber nearest to 
your store. 


JOBBERS: Write us if you 
are interested in the Gold- 
blatt Tool line for your area. 


N 


7y 
5 oldblan) TOOL COMPANY 


1950 WALNUT STREET 
KANSAS CITY 41, MO. 





You'll Get More Customers 
This Year For 


PENN REELS 


Forecasts for this year and the years to come 
indicate that people will have more and more 
leisure time. This means more and more fisher- 
men...more sales for quality made, depend- 
able PENN REELS. 

Now is the time to order a good selection 
of PENN REELS for your customers. 


FOR THE SURF 


@ SQUIDDER 

@ JIGMASTER 

@ SURFMASTER 
@ BEACHMASTER 


BOTTOM FISHING 


@ LONG BEACH, Nos. 60, 65 
@ BAYMASTER 

@ MONOFIL, Nos. 25, 26, 27 
@ SEA BOY @ DELMAR 


LEVEL-WIND REELS 


For Fresh and Salt Water Fishing 
@ MONOFIL No. 9 

@ MONOFIL No. 109 

@ MONOFIL No. 209 


@ LEVELINE No. 350 
(The Reel With The Brain) 


DEEP SEA & TROLLING 


@ PENN SENATORS 
1/0 te 16/0 

@ MASTER MARINER 

@ LONG BEACH, Nos.66,67,68 

© SAILFISHER 


SURFMASTER 


9/0 SENATOR 


PENN FISHING TACKLE MFG. CO. 


28 W. HUNTING PARK AVE PHILADELPHIA 


For more information use Handy Return Card, Page 75 


ORDER FROM YOUR JOBBER TODAY! 
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REWARD! 


Fishermen with prize-winning lures. 
Wanted by both expert and novice. 


21 COLOR PATTERNS 
IN 7 SERIES 


SPIN—CAST—TROLL 


A complete line of lures — from top water 
to bottom scratchers. No tackle counter 


complete anywhere without them. 
Stock such famous names as Jig-Crawler, 
Stinger, Stumper and Bayou Boogie. 


Ask your jobber — or write 
for FREE Color Guide Catalog. 


WHOPPER STOPPER, INC. 
P. O. Box 793 SHERMAN, TEXAS 





CANTEENS 


eo Oa 


sroantiilios. e CAMPER 
FARMER ¢ RANCHER 
LOGGER 
Available in: 
3 MATERIALS 


ALUMINUM * POLYETHYLENE 
GALVANIZED STEEL 


7 CAPACITIES 
1 QUART TO 2 GALLONS 


14 MODELS 
ODORLESS 
POLYETHYLENE 


Keeps beverages hot or 

cold. 1 Qt. Capacity. Non- 

toxic, unbreakable. Safe 

for most beverages—may 

be frozen. Silent thong- 

attached safety cap. (2 

Qt. round type also availa- 

ble.) 

Write for FREE Illustrated Catalog” £ 
ond Prices 

A Canteen To Suit Every Need 

Lt 


2526 DALY STREET 


For more information use Handy Return Card, Page 75 





“Covered Cooker" Grill 


Chattanooga Royal Co., Chatta- 
nooga 6, Tenn., is introducing the 
“Covered Cooker” Patio Grill, a 
portable, motorized unit, Model ROW- 
43. 

Top of the grill is 18” x 33” with 
a 14” x 24” fire bowl and has an 
attached cutting block. The fire tray 
is crank-adjustable; the hood is 


adjustable to four intermediate open 
positions and has a built-in tempera- 
ture indicator. Hood handle and legs 
are chrome plated and grill is avail- 
able in Copper Hammertone or Twi- 
lite Blue. Retail price, $49.95. 

As a special free offering, a 4-piece 
set of cooking utensils, a 2-lb. sack 
of charcoal; one lb. of hickory chips; 
and the Royal Chef Cookbook, are 
packaged in the carton with every 
Model ROW-43 as a bonus gift from 
dealer to his customer. For more 
information— 

Write in No. 149 on card, Pg. 75 


Party Percolator 


A new 10-20 cup party percolator 
is being introduced by Mirro Alumi- 
num Co., Manitowoc, Wis. 


Made of aluminum, the percolator 
has a coppertone, anodized bail-type 
carrying handle and wire tilting grip 
so that it can be used on barbecue 
grill or hung over a camp fire. 

The percolator has a smooth pour- 
ing spout and a screw-in glass top 
that can’t fall out during pouring. The 
coffee basket and water section are 
graduated for easy measuring. Sug- 
gested retail price of the No. 5560C is 
$2.98. For more information— 

Write in No, 150 on card. Pg. 75 


Tackle Box Deal 


Ideal Fishing Float Co., Inc., 2001 
East Franklin St., Richmond, Va., an- 
nounces that the Hi-Impact Copoly- 
mer Polystyrene tackle box is given 
free to purchasers of the contents. 
The box features two swing out can- 
tilever trays. Colors are Ideal blue 
with red handle. Closed the box will 
float. Retail value, $3.00. 

Included in the contents are 43 as- 
sorted 5-Way Floats, 312 assorted 
pinch on sinkers, and 222 assorted 
bass casting sinkers. All items are 
pre-priced as shown. The tackle box 
dimensions are 12” long, 5-1/8” high, 
and 5-1/8” deep. Packed in individ- 
ual reshippable box. Net weight per 
deal is 8 lbs. For more information— 

Write in No. 151 on card, Pg. 75 











MITH 


PRAYERS 
E-Z 


“Finest knapsack 
sprayer made." No 
dampness reaches 
the back. 5 gallon 
tank. 
SMITH SPRAYERS 
and Dusters have 
been choice for 
Quality since 1888 
. complete line 
of all types, styles 
and sizes ... 
superior in 
workmanship, 
design and 
performance. 








D.B. SMITH & CO. 


428 Main St., Utica 2, N. Y. 
‘Originators of Sprayers"’ Send for 
Canadian Rep. G. L. Cohoon NEW 
1396 St. Catherine St., Catalog! 
Montreal 2, Canada 
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Sell Sterling... 


Vale Mm Zelem-1-11 Zell mrotel-i(olaal-la-m molalo Mo) (-i edge) {-fe) ito] a 


TWO-BY-FOUR Hardware Cloth 


WELDED: 2 x 2 mesh with me- 
NON-CLIMBABLE FENCE chanically accurate wire spacing 
Made of Electric Furnace Steel meme oe ‘aon py sal 
welding. Standard widths from 
12” to 72”. 
WOVEN: Uniform in width with 
double selvage for extra strength. 
Zinc galvanized after weary 
Six standard meshes 2” x 2” 
x 3”, 4” x 4", 8° x 8", 4%" x %”, 
and 4%” x %” ... widths 24”, 
30’, 36”, 48”. 
The Sterling ‘“Two-by-Four’’ design is a ae Wire — , 
al , : mg, one-piece we wire 
sturdy, welded-joint construction that is fabric, with no sharp edges or 
beautiful as well as practical. It is made from projections. Vertical stay wires 
electrically refined copper alloy steel and has cut flush with line wires. Electric 
an exclusive Sta-Bright chromate finish that furnace steel galvanized for high 
provides high resistance to rust and corrosion. ag 
Can be erected quickly and easily . . . no 1”, 14" x 1", 17x 2”, 2"x 
special tools are required. 4”, and 2” x 4”. 
© FIELD FENCE © BARBED WIRE © BALING WIRE © ORNAMENTAL LAWN FENCE AND GATES © FABRI-CLOTH 
© POULTRY NETTING © STUCCONETTING © CORNCRIBSANDCRIBBING © NANSANDSTAPLES © SMOOTH WIRE 


NORTHWESTERN STEEL AND WIRE COMPANY 
N | V + STERLING, ILLINOIS 





g Just about everyone 


% ¢knows the BIG BUY is 


PLANO 


You really get “more for the money" with this new, low- 
priced $5802 plastic box by Plano, ORIGINAL manu- 


facturers of plastic tackle boxes. Our years of experience 


enable us to offer this outstanding box full of easy-to- 
sell features that fishermen want—at a price they 
want to pay. Two cantilever trays provide 10 single 
and 2 double compartments for lures and small 
tackle, and there is plenty of room in box bottom 


for spin and bait-casting reels, 


CORROSION AND RUSTPROOF 
SOLID BRASS HARDWARE 
i ‘ NOISELESS 
£5802 ‘‘_ . NYLON LATCH 
pe * teen i‘. ; UNBREAKABLE—guoaronteed by manufacturer 
5% deep, “% es. - against breakage in normal use 
5" wide. ; ' 
anna green ' ’ Write today for FREE catalog and prices on our entire line of nationally 
ee" advertised Piano tackle boxes. 


e@eeeseoeeooeasoeoen even eene ese? 


Tie hae ot Oe be) ele, bem ote]  ia7-4. & 4 PLANO 10, ILLINOIS 
@eveecoeseseeeeer 


eee ees eoeoee ee @vesvrevr een enee en ee e80820 
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MAK-A-KEY 
Packaged 
Machine Key Stock 


OVER 60 SIZES AVAILABLE 


The keys that changed buyers’ habits — 12- 
inch lengths of cold finished steel. zinc- 
coated. Made .000" to +.003" oversize: 
rust-proof; just cut, file and fit. Reduce 
storage and handling costs. Proven in hun- 
dreds of applicati throughout the world. 
Over 60 sizes stocked. 


12-in. lengths of 


MAK-A-PIN ROUND steel bars 


It's new, it's versatile — hun- 
dreds of uses for repairs or 
replacement — by aie makers, 
mechanics, machine shops, 
farmers, do-it-yourselfiers. 
Mak-A-Pin ds are copp 
coated; can be riveted, will 
cold bend; are easy to weld. 
easy to cut. Handy display 
pack contains 10, 12-in. bars 
in 7 sizes: 44” to ". Size 
marked on each bar. 


DEVAN-JOHNSON COMPANY 


520 Rathbone Ave., Aurora, Ill. 














ALL-POSITION 


\CHECK VALVE | 


For steam, hot 
or cold water, 
oil, gas and 
compounds. 


Designed for rugged service. Also 

available with Buna rubber poppet for 

use with air or cold water. Sensitive in 

operation. Work in any position. Made 

in seven sizes, 200 lbs. pressure. We 
will design special Check 
Valves; tell us your 
needs. Write for Bulle- 
tin 204 and prices 


Order from your jobber. 
STRATAFLO PRODUCTS, INC. 


FORT WAYNE INDIANA 


For more information use Handy Return Card, Page 75 





Clamp Fixture Display 


The No. 5059 “Pony” Clamp Fix- 
ture Merchandiser, offered by Adjust- 
able Clamp Co., 437 N. Ashland Ave., 
Chicago 22, Ill., combines a self-dem- 
onstrating bar clamp that is pilfer- 
proof, a colorful display panel, and 
self-service shelf into one unit only 
18” wide x 11” high. 

The display unit is designed to 
hang on peg board, post or wall, or 
set solidly on any flat surface as a 
counter or window display. The 
model bar clamp functions on the 
display—tail piece slides, head as- 
sembly moves to clamp simulated 
work. 


The complete unit includes display 
panel, clamp mounted on %4” pipe, 
Shelf shelf-brackets, six sets of No. 
50 “Pony” Clamp Fixtures in shelf 
boxes, and a generous supply of lit- 
erature. 

The special offer is currently avail- 
able to dealers through wholesalers at 
only the regular price of the seven 
sets of No. 50 “Pony” Clamp Fixtures 
—$16.80. 

Each unit, packed completed in 
shipping carton, sets up by attaching 
shelf brackets; everything else is pre- 
assembled. For more information— 

Write in No. 152 on card, Pg. 75 


Stabilized Wood Levels 


A new step in manufacturing wood 
levels to guarantee dimensional sta- 
bility for long years of service is an- 
nounced by Mayes Brothers Tool 
Manufacturing Co., Johnson City, 
Tenn. 

Under the new process, holes are 
bored from edge to edge of the level 
stock along its entire length; then 
the holes are accurately plugged with 
hard, smooth oak dowels. The dowels 
interrupt the grain of the level blank 
and so prevent stresses from running 
the entire length, the manufacturer 
states. 

Illustrated literature is available. 
For more information— 

Write in No. 153 on card, Pg. 75 





For information on 
CATALOGS & BULLETINS 
See Page 71 








oo _iP 
YHEKHKA 


lai 


PERCENTAGE 


of sales 
by selling 


BATRITE 


Protreated 


BATS 


Oe LITTLE LEAGUERS 
BIG LEAGUERS 
SOFT-BALLERS 


Whee a 


Write for catalog of 
our complete line 


MANUFACTURING COMPANY 


HOME OFFICE and PLANT - ATHLAS, GEORGIA 














Tha BIG ORANGE FN.) 


YOU BUY THE BEST 


Shackle Chain HOOKS 


Every Hook marked with blue to identify for 
use on "HIGH TEST” Chain 


EXTRA STRONG 


Even the pin is made 
of hi-strength steel and 
heat-treated. 


SAVES TIME 
Can be attach- 
ed anywhere on 
the job. Only a 
pair of pliers 


GRAB HOOKS needed. 


Available 
for Chain 
Sizes 1/4" 
5/16", 3/8", 
7/16", 1/2", SLIP HOOKS 
5/8" Available 
for Chain 
Sizes 1/4", 
5/16", 3/8" 
7/16" and 1/2" 


Every Hook plastic coated for clean handling 
Small Factory Packs Avaliable 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 
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Sic, 


—_, A YOuR 

~y wnt Y. Sh _¥ 
at this aA ow t— ‘ 
Hy-Ko's Se8-O-Rame. foe a ALL-NYLON 
dust catcher — hard-hitting, 
sales inviting, always orderly age oth ser Fey 
display that sells and stocks! 
Occupies only 15". Display 
FREE with 2350 Assortment of 
40 doz. L-100 2 in. Letters & 
Numbers (A through Z, |! 
throu 4 2 plus Sedines. Re- 
tail, 


ORDER FROM YOUR JOBBER 
HY-KO Products Co., 
Cleveland 3, Ohio 











Here’s the stringer that obsoletes all others! 
AND HERE'S WHY: 
e Made entirely of high-strength NYLON 
(tabs, clips, spacers and cord) 
e Rust-proof . . . rot-proof, therefore best for 
both fresh and salt water fishing. 
e Weighs only 2 ounces . . . easy to carry in 
pocket or store in tackle box. 
e Can't lose fish. Positive acting sleeve locks 
\ £ clips securely when in closed position. 
i Cannot be opened accidentally. 
MARINE PRODUCTS - i — ab , e Clips not in use can be locked at top of cord 
ski TOWS E-Z SALE RACKS ity within easy reach when stringer is over side 
Nylon and Polyethylene rh of boat or when wading and each released 
‘ List Price $1.00 as fish are added. 


ANCHOR LINES (NYLON) 
Tensiles 500 to 10,000 Ibs. ‘ fA e Backed by Repair andjor Replacement 
{ f ' Guarantee. 


NOVA W - fo) é vi, Available through your Jobber. Literature on request. 
roccs oon LEWIS E. HAMEL CO., INC. 


West Georgia Mills 1c. 24 BROWNCROFT BLVD. + ROCHESTER 9, N. Y. 


Whitesburg, Georgia 




















MY | nc WY 





Se er a ee 


PROFIT-MINDED DEALERS erent Slaymaker offers * 
HAVE STOCKED GENUINE : FREE RACK 


aa Zl _to display locks in 
now in 9 Pe | SEL PAS 
ec sees agree ger oneal 


© 
g locks on pegboard, counter or bin, you'll enjoy the 





extra profit you make with Slaymoaker podlocks in 
REPRESENTATIVES THROUGHOUT U.S. AND CANADA « WRITE g the dramatic See-Pack. Ask your jobber, or write ... 


LOU J. EPPINGER MFG. CO. 1  SLAYMAKER LOCK CO. + LANCASTER, PA. 


World's Largest Producer of Brass Padlocks 


1757 PURITAN AVE., DEPT.SH-2, DETROIT 3, MICHIGAN © as un an wn Om Oe OD oe Oe sm Oe om oe os ee os 


ae tt 2 te nT 
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Magic Wood 
Availability of Magic Wood in € y AY | i] Kap 
; fe) J 


seven decorator colors is announced 
by Magic Iron Cement Co., Inc., 
Cleveland 27, Ohio. 

New colors are natural, maple, 
birch, redwood, mahogany, oak, and 
walnut. All are said to take stain, AIR MASTER 
paint, or varnish in the same manner Compressors 
as real wood. 





In Price . In Quality 
All Sizes Avoilable 
Write for Catalog 


DECKER MFG. CO. 


Rockford, til. 

















SPECIALTY JOBBERS 
oso Sos 
=e 


You'll sell a lot more Green Jute = 
Garden Twine if it’s displayed in P ees x Seats to Gum 


the handy KING COTTON SNAP _ Hammer, nail- beg poe y a of 
SACK’. Perfect for display, easy to ~ : 8 screw drivers, including extra small 
get at, easy to stock, easy to sell. iy for_miniatare estat, Se bones or 
In % Ib. balls. Ask your jobber for | J “ é on nny A 4 aeuon 
KING COTTON in the SNAP SACK. — “ ; Gam Manufacturing Co. 


Lancaster 2, Pa. 














: son CORDAGE 


. GRAHAM & CO. INC | ; 
soun Honan. NEW YORK 6, N.Y, : Aggressive, rapidly growing manu- 
Applied with a putty knife, Magic facturer of outdoor power equip- 
= ee ome a en oe oem ae ea og Wood fills defects and hardens quick- 
ly without shrinking. It can be nailed, ment needs young salesman in 











compensations and opportunity for 


ULLIOMS! screwed, sawed, and sanded when established territory. Excellent 
ood by MILLIONS: dry. In addition to wood, it is said to n j 


stick fast to metal,. masonry, and 

other building materials. For more long profitable association. Reply 

information— : 5 
Write in No. 154 on card, Pg. 75 in confidence. 

Box 716, Southern Hardware, 806 


Peachtree St., N. E. Atlanta 8, 
Georgia. 


LIQUID 
WRENCH 


Loosens Rusted Bolts 


nuts rew elelad 


Jigging Tadpoly 
Delong Lures, 4026 Princeton Bivd., 
Cleveland 21, Ohio, announces the 


addition of No. 431 to its flexible, 
soft plastic Tadpoly line. 














___ | SALESMEN 
caren rey Se WANTED 


to sell full line Cy cauaiiies & re- 
lated products + to dealers. 
commission & bonus, 


T5 MILLION ADS 
EVERY MONTH 

, closing 

Pitas chain buyers. 
= Territories 

The super-penetrating rust solvent Penn, New J 

used by farmers, do-it-yourselfers, 
mechanics, plumbers, sportsmen, 


Your Wholesaler Has It! 


RADIATOR SPECIALTY CO. 5 + — a 5 Lafayette St, Srooklyn 1, 
Cherlotte, North Caroline yg i DeCLONG LURES Be 
en om 22060 oe oe ee ee ee ee ee 


Gwe oe oe oe ee Oe OS oe 8 On ee oe oe et oe Oe Oe oe oe oe 
-— oe oe ee ee oe oe oe 6 Gt GR 62 oe ee ee ee ee ee ee ee es es es es 
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The No. 431 is a 2” Junior Tadpoly 
packed three tads and a jigging hook, 
size two, per card. Packing is pat- 
terned after the No. 424 which is a 
3” Tadpoly packed three tads and a 
jigging hook size 1/0 per card. 

Both list at $1.00 per card and are 
packed 12 cards per display. The 
431 is recommended particularly for 
crappie; the 424 for bass. 

The Tadpoly line includes a variety 
of colors. For more information— 

Write in No. 155 on card, Pg. 75 


Solid Glass Rods 


Two Big Game Rods in solid glass 
are announced by True Temper 
Corp., 1623 Euclid Ave., Cleveland 
15, Ohio. The newcomers are of 
regulation specifications, 6’7” long 
with 17” butt having 4-way slotted 
gimbal. 

The #7540 Montague “Billfisher” 
is bright green with dark green spiral 
winds, has five guides and roller top 





at $27.95 list; the #7545 Montague 
“Billfisher” (shown) is jet black with 
golden yellow solid overwrap on 
white underwind, has six guides and 
ring tip top at $29.95 list. Both rods 
are in the 39 thread class. For more 
information— 
Write in No. 156 on card, Pg. 75 





For information on 
CATALOGS & BULLETINS 


See Page 71 











Repair Kits 


The Woodhill Chemical Co., 1390 
East 34th St., Cleveland, Ohio, ‘offers 
repair kits which consist of 25¢ to 
$1.00 tubes of Liquid Steel, Duro 
Plastic Aluminum, Duro Plastic Por- 
celain, and other synthetics. The re- 
pair kits are especially handy for 
women to use in fixing things around 
the house. For more information— 

Write in No. 157 on card, Pg. 75 


lou me acry 








WEEDLESS SINGLE HOOK ASSTS. 


CASH REFUND GUARANTEE: 
use on any Weber 


guard breaks in normal 
—— Weedle:s hook! Each Asst 
1 & 
— 


; hooks on display panel; 
b} 2/0, 3/0, 4/0 
cellophane envelope 








——— $12.00. 


TACKLE COMPANY 
STEVENS: POINT, WISCONSIN 





2 doz. ea. sizes 1/0, 
Packed 2 hooks of a size in 


( 1 7 No. 878H Horseshoe Weedless Plain 
A ‘ $12.00. 
2 NM aad No. 878W Wisconsin Weedless Plain, 


DEALERS 


$1.00 refund if 


contains 8 doz. 


Sproat 


Sproat 





PROFIT... 


_/ CUSTOMERS 
/ ARE SATISFIED 


Exclusive water-proofing and uni- 
form thickness prevents leakage 
and waste. Here is quality that 
keeps your customers coming back 
for more. Special attention to odd 
size cup orders. Advertised 
throughout the South and South- 
west. 


Make Extra Profits from 
KAYO, TIP-TOP and ADAMS 
Steel Hand Tools, Cold Chisels, Punches, etc. 


420 S« 


C.F. Aapaeeeee, 6 ee 





g. 


- Write for Free 


es Oi -iaelitia- 


ALWAYS SELL GENUINE T\n, 


MOLLY 2 by 


SCREW ‘ANCHORS and JACK NUTS 
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A 
Acme Shear Co. 
Adams, Inc., C. F. ... 
Airex Corporation . : 
Aladdin Laboratories, Inc. 
Amerace Corporation 
Supplex Company Division 
American Chain & Cable Co., Inc. 
American Chain Div. . TE 
American Pad & Textile Co. . 132 
American Steel Wool Mfg. Co. al 
American Tackle Division 
True Temper Corp. 93, 94, 95, 96 
Amerock Corporation ” 
Ames Company, O. 2, 105 
Animal Trap Co. of America 108 
Arbogast Company, Fred 128 
Ardmore Products .. “Ve 
Ardor Manufacturing Inc. . 
Ariens Company 115 
Arrow Fastener Co., Inc. ~~ 
Atkins Saw Division 
Borg-Warner Corp. 
Atlantic Industrial Corp. 
Atlantic Steel Co. 
Atlas Screw & Specialty Co 
Atlas Tack Corp. 
Atlas Tool & Mfg. Co. 


B & W Southwest Corp. 
Bassick Company 

Bethlehem Steel Co. 

Black & Decker Mfg. Co., The 
Bridgeport Fabrics, Inc. 
Bronson Reel Company 
Brookville Glove Company 
Burgess Battery Company 
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Campbell Chain Co. . 

Carolina Washboard Co. 

Champion DeArment Tool Co. 

Chapin Mfg. Works Inc., R. E. 

Chattanooga Royal Company 

Clark Bros. Bolt Co. * 

Classified Ads ..... 

Clemson Bros., Inc. 

Cleveland Mills Co. 

Columbian Rope Co. 

Commerce Pacific Inc. 

Connecticut Valley Mfg. Co 

Consumers Glue Company 

Cosco, Hamilton, Inc. 

Coughlan Co., G. N. 

Crescent Tool Company .. 

Cross & Co., W. W. Div. of 
Plymouth Cordage Industries, Inc 

Cyclone Fence Dept.. Amer. Steel & 
Wire Div. United States Steel 
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Dayton Bait Co. 
Decker Mfg. Co. 
Deming Company 
Denison-Johnson Corp. 
Detecto Scales, Inc. 
De Van-Johnson Co. 
Diamond Tool & Horseshoe Co 
Dixie Trading Co. 
Dobbins Div., Chamberiain Corp 
Dovorany & Co., J. 
poapet- -Maynard — 

k Division 

ed Head Brand Company 

Duro Company, The 
Dyer Specialty Co., Inc. 


E 

Eagle Electric Mfg. Co., Inc. 
Earle Hardware Mfg. Co. 
Empire Brushes, Inc. 
Enterprise Mfg. Co. . 
Eppinger ap Co., Lou J. 
Evans Rule Company 


is 
Falls City Division 

Stratton & Terstegge Co. . 
Firearms International Corp. 
Fitler Co., Edwin H. 
Flex-O-Giass Inc. (Warp Bros.) 
Forsberg Manufacturing Co., The . 
Frick-Gallagher Mfg. Co., The ..... 
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Gam Manufacturing Co. 

General Electric Company 
Housewares Division .. 

General Electric Co., Lamp Div., 
Large —- pt. 

General Stee Warchouse ee 

Gilmour Manufacturing Co. . 

Gilson Brothers Co. ......... 

Gladding & Co., B. F 


~ 
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Goldblatt Tool Gemgesy 
Grabler wy. Co. 
Graham & Co., John H., 
Bevin Bros. Manufacturing Co., Div... 
Graham & Co., John H. 
G. W. Griffin Co. Mivision 
Graham & Co., Inc.. King Cotton 
Cordage Div. 
Greenlee Tool Co. 
Gries Reproducer Corp. 
Gudebr Bros. Silk Company, Inc. 


H 
Hager & Sons Hinge Mfg. Co., C. 
Hahn, Inc. . 
Hamel Co., Inc., Lewis E. 
Hanna Mfg. Co. 
Hanson Co., Henry L. 
Harris, Inc., Morton H. 
Hayes Spray Gun Co. 
Heddon's Sons, James 
Heineke & Co. 
Se & Co., W. C. 

h Standard Mfg. Corp. 

erich and Bradsby Company 
Hodell Chain Co., Div. of National 

Screw & Mfg. Co. Second Cover 
Hodgman Rubber Company 06 
Hopley Sales, Fred A. 
Hoppe, Inc., Frank A. 
Horton Equi ment Company 
Hyde Manufacturing Company 
Hy-Ko Products Company 
Hy Score Arms Corp. 


Ideal Fishing Float Company 
Igloo Corporation 

Illinois Lock Company 

Irwin Auger Bit Co. 


J 


Jacobsen Manufacturing Co 

Johnson Service Company 

Jones & Laughlin Steel Corp 
Cream City Div. 

Justrite Manufacturing Co 


K 


Keystone Steel & Wire Co 
King Hardware Company 
Krylon, Inc. 


L 


Lamson & Sessions Co 

Langley Corp. 

Larson Co., Chas. O. 

Lawn-Boy Division 

Linen Thread Co. 

Locke Stove 

Lowrance Elec. Mfg. Co... 141, 142, 143, 144 
Lyman Gun Sight Corp 110, 111 
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Mann Edge Tool Company 
Mark & Company, Clayton 
Marshalitown Trowel Co. 
Master Bronze Powder Co., Inc. 
Master Co 

Mayes Bros. Tool Mfg. Company 
Maze Co., H. 

Melnor Industries 

Micro Aluminum Company 
Midland Company 

Midland Industries, Inc 
Milwaukee Tool & Eauipment Co 
Modern Tool & Die Co 

Molly Corp 

Moore Push- Pin Co. 

Mossberg, & Sons, Inc., O. F 
Moto-Mower, Inc. 

Murray Ohio Mfg. Co 
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National Hardware Show, Inc 
National Mfg. Co. 

National Metal Products Company 
National Screw & Mfg. Co. 

New York Wire Cloth Co 
Nicholson File Co. 
Nixdorff-Krein Mfg. Co 

North & Judd Manufacturing Co. 
Northwestern Steel & Wire Co 


oO 


Olin Mathieson Chemical Corp., 
Winchester-Western Division 

Olt Co., Philip S 

Ox Fibre Brush Co., Inc 


Pp 


Parker Sweeper Company 35 
Penens Tool Corporation ° 
Penn Fishing Tackle Mfg. Co. 33 
Pennsylvania Lawn Mower Division 

American Chain & Cable Company ° 
Peters Cartridge Div.. 

Remington Arms Co., Inc ° 
Peterson Manufacturing Co ° 


Be eB cecSreos 


Ball ceces 


Phoenix Mfg. Co. .... 

Plano Molding Co. 

Plastex Company .. sain 
Plumb Fayette R. Inc. 
Plymouth Cordage Co. 
Portable Electric Tools, Inc. 
Proen Products 

Propulsion Engine Corp. 
Puritan Cordage Co. 


Quick Mfg. Co., Inc. 


R 


Radiator Specialty Comecey 138 
Radio Steel & Mfg. Co ° 
Reardon Products 132 
Red Devil 

Tools Third Cover, Fourth Cov er 
Red Head Brand Company 
Red Jacket Manufacturing Co 116 
Reeve-Company ° 
Reichert Float & Manufacturing Co 
Remington Arms Co., Inc., 

Ammunition Div. 
Remington Arms Co., Inc., 

Firearms Division 
Remington Arms Co., Inc. 

Peters Cartridge Division 
Republic Molding Corp. 
Republic Steel orp 
Reynolds Aluminum Supply Co 
Richards-Wilcox Mfg. Co 
Ridge Tool Co. 
Royal Elec. Corp. 


S 


Samson Cordage Works 
Sandvik Steel, Inc. 
Savage Arms Corp. 

Sporting Arms Div. 

Lawn Mower Div. 
Schlueter Mfg. Co. 
Screw & Bolt Corp. of America 
Shakespeare Company 
Sharon Bolt & Screw Co., Inc 
Shaw, & Sons, M. E. 
Sheffield Div., Armco Steel Corp. 
Shelby Metal Products Co. 
Sherman Mfg. Co., 


Simplex Manufacturing Corp. 
Slaymaker Lock Co. 
Smith & Co., D. B. 
Southern Screw Co. 
Southwestern Plastic Pipe Co. 
Sprayon Products, Inc. 
Saer Works 

lo 


Strata Products, Inc. 

Sunset Line & Twine Co. 
Supreme Products Corporation 
Swan Rubber Company 
Swing-A-Way Manufacturing Co 


T 


Tait Manufacturing Co. The 
Taylor Chain Co., S. 

Tennessee Coal & Iron ha 

Toro Manufacturing Corporation 
True Temper Corp. 
Turnbuckles, Inc. . 


U 


UMCO Corporation 116 
Union Fork & Hoe > Front Cover 
Union Malleable Mfg. 81 
United States Srused “Corp. 43 
United States Rubber Company 
Cycle Tire Department 
United States Steel Corp. 31 
Upson Brothers, Inc. ° 


Vv 
Vital Prod. Mfg. Co. 


WwW 


Water Master Co. 
weyee Home “Company Co., 
r Tackle Company 
Wen Products, Inc. 
West Georgia Mills 
Western Chain Co. 
Western Fishing Line Co. 
Whopper Stopper, Inc. 
Wickwire Bros. Inc. 92 
Wickwire Spencer Steel Company 
(Div. of Colorado Fuel & Iron 
Corp.) . rs 
Wire Products Co. 
iss & Sons Co., J. 
waate Manufacturing Co. 
ood & Son w. 
Woodhill Chemical Company 
Wright-Bernet, Inc. . 
Wright Steel & Wire Co., G. F. 


7 

Yale & Towne Mfg. Co. . bid od 

Yuba Power Products, Inc., sub. of 
Yuba Consolidated Industries, Inc. 


17, 18, 19, 20 
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Locate the Fish You'll “‘See’’ If It’s 


J 

Without the LO-K-TOR you a Sloping Bank 
may be fishi in the wrong 

. o~ A sloping bank or bottom 
spot .. . maybe only a short — 
ways off .. . of you may be 
ot the we Jepth. Don’t on the sketch often 

that moy be just before o 

waste time guessing 
KNOW where they ore 


gives a wide band, as shown 


shelf is reached, under which 
the BIG fish are trying to be 


cagey 


CONE 
OF Soun® 


wie +e at 


ell the T f 
cf enstoha Watch Out For 


Bottom You’re 
ishing Brush and Snags 
On brush covered bottoms 


he bottom echo reveals the 4 
the echo bands are con- 
pe bottom you ore over 
nected to the bottom echo 
up to 80 ft. deep). A nar- 
bond. Note the wider bond 
ow echo bond meons a filot 
locating the bottom and the 
br soft (muddy) bottom. A 
thin ones showing the brushy 
ider band indicates a hard 
condition. Echo bands are 
br rocky bottom (this type 
reflected at a rate of 30 
ignol con also mean oa 
per second 
loping bottom, but that can 
be determined usually by the 


ore line) 


ou’ll KNOW When 
You’re “On the Whotever you're using 


Beam”’ @ small inboord or outboard 

cruiser, sailboat, outboard or 

14 You'll “see” the fish by the rowboat, the unit is an ac- 

thin bands between the bot- curote depth finder and aids 

16 tom écho band and the “‘O” - navigation especially in 

on the diol . . @ single foggy or otherwise bad 

22 fish will show a single weather. Makes all kinds of 

band, whereas a school of boating sofer. And it’s so 

25 them will show mony fine : : simple to operate that any- 

lines at the depth they are one can reod it with little 
swimming. Then is when practice 

really good fishing starts. 





Turning on the unit causes the amplifier to gen- 
erate a high frequency sound wave (you can’t 
hear it and neither can the fish). Flash at “O” 
indicates that the unit is sending out signals. The 
sound wave or “‘signal’’ enters the water through 
the transducer. When the signal hits an object, 
such as a fish, brush or the bottom, it bounces 
back and is picked up by the transducer and re- 
turned to the amplifier, where it is “stepped up” 
and sent to the receiver, or scope. There it is 
transformed into a visual signal as an “echo band” 
on the scope. This is done at the rate of 30 times 
per second, giving you a constant reading of con- 
ditions. 


The LO-K-TOR gives accurate readings while 
trolling up te 10 mph. The large indicator scale 
is calibrated by feet and instantly shows bottom 
depth changes down to one foot. 


The shadow box scope with the high intensity neon 
bulb provides easy readings in an open boat dur- 
ing bright sunlight. 


The Lowrance Portable Fish LO-K-TOR has been 
engineered with the most advanced sonar technique 
yet developed. No tubes or vibrators to wear out 

. instantaneous warm-up . . . low power con- 
sumption, and it has its own self-contained power 
supply. Requires only two lantern-type batteries. 


Transducer Bracket 


Heavy suction cups in slotted base 
with transducer holder for attach- 
ing to boat, (no tools required) 
comes with original equipment 
(can be replaced at $3.50) 


CHECK THESE FEATURES 


TRANSISTORIZED 
No tubes or vibrators to wear out. 


LOW POWER NEEDS 

Efficient operation from two inexpensive 6-Volt 
lantern batteries . . . easily obtained most any- 
where. Set of batteries will last the average 


fisherman a full season. 


INSTANT WARM-UP 
Readings begin when the switch is flipped on. 


PORTABLE - COMPACT 
10 ft. transducer cord allows wide ranae of 
unit placement for LO-K-TOR. Complete unit 
642" high, 6” wide and 8” deep and weighs 
only 10 Ibs. with batteries. 


SUPER - SENSITIVE 
Will indicate a fish as small as a perch. Works 


through ice, showing where to cut the hole to 
“be with the fish."" Also, works through bot- 


tom of metal boats for fast survey work 


DEEP READINGS 
“Shows all’’ at 80 ft. depth. Will also indicate 


depth of water to even greater depths 
While the Lowrance Portable Fish LO-K-TOR was 
especially designed for the fresh water fisherman, 
it works equally as well in salt water. You'll find 
it about as much fun to locate the fish with the 





RED DEVIL No. 30 PAINT CONDITIONER 
handles 4 pint to 1 gallon cans, 
features exclusive 3-way Super 
Blending Action that mixes paint 
through-and-through — at 1360 
shakes per minute. Easily fitted with 
4-can or square-can adapter. Model 
shown has spring-mounted counter 
base, but is also available with 
counter-high floor pedestal base. 


STORES 
THAT SELL PAINT 


NEED 


At Least One of These. 





CONDITIONERS! 


How About YOUR Store? You can step up paint and sundries 

sales by “tailoring” your paint service for any trade: profes- 

sionals, homeowners, commercial users. It’s a proved way to 

bigger profits! 

Take Your Pick from the world’s biggest line of paint condi- 

tioning machines—Red Devil. There’s a sturdy, efficient Red 

Devil Paint Conditioner for every type of store and trade. And 

nothing beats Red Devil service: 29 Authorized Red Devil 

Service Stations, coast-to-coast. There’s one nearby, for your 

convenience. You save on freight, too, because Red Devil ships See Your Jobber, 

from three points—F.O.B. Union, N. J., Chicago and Los and ask him about Red Devil’s famous trade-in 

Angeles. Save up to $3.00 per unit! allowance. He'll tell you why it's the most gen- 
erous in the field! 


Send for free illustrated price sheets on whole line 


Red Devil Tools. 


UNION, N. J., U.S.A. 


World's largest manufacturer of painters’ and glaziers’ tools—since 1872 
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The Muskogee, Okla., plant 
of Corning Glass Works 


Top quality makes these tools a 
“must” with glass experts. Full profit 
and proved popularity make them a 
hands-down favorite with dealers. 
Red Devil Glass Cutters are not only priced 
for a full 40% discount. They are designed 
better and made better. Each has an easy 
finger rest handle; long reach head; oversize 
glass-hard bearing; and all the other 
Red Devil quality features. 
Each is handsomely packaged for maximum 
sales impact, and promoted with hard-slugging 
national advertising to keep them right out 
in front—consistently. 
No wonder Red Devil Model 024 is the 
largest selling glass cutter ever made! Make 


sure you have some in stock, today! 
Send for free illustrated price sheets on whole line. 








